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up to 5 times faster boring 
with new Irwin Speedbor “88” 


makes every electric drill user a hot prospect 


Only the Irwin Speedbor “88” gives up to 5 users in your own neighborhood trading area. 


times faster boring in hard and soft woods. Only 
the Irwin Speedbor “88” does so much more 
work with less power and in less time to increase 
the boring range of small 14” electric drills and 
drill presses. This is what customers want. This 
is what customers want to buy. 

And remember: You can use the test block 
picture shown below to demonstrate Irwin 
Speedbor “88” superiority. This makes it even 
easier to sell the biggest ready-to-buy market of 


them all the many thousands of electric drill 


Speedbor “88” features include Irwin’s ex- 
clusive hollow ground point, balanced cutting 
head, Hang-A-Bit hole and size markings for 
easy selection. Precision-ground shank has three 
heat tempered and accurately spaced flats which 
chuck perfectly in 1/4”, 5/16”, 3/8” and 1/2” 
adjustable electric drills and presses. No wobble, 
no run-out. Sizes 1/4” to 1”. 

The Speedbor “88” is already selling big — 
so order big from your Irwin wholesaler today 
in individual sizes, sets and assortments. 


The Irwin Auger Bit Co., Wilmington, Ohio, since 1885 
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Yes, Speedbor *88"' wood bits are packaged in Irwin's 
new and exclusive self-selling Sellopak dress-up jacket. 


Hardrock maple test shows Irwin Speedbor ‘‘88”’ 
superiority over 5 other brands 


Conditions under which all bits were tested: 


TYPE OF WOOD 
SIZE OF BITS 
SPEED OF DRILL 


Hardrock Seasoned Maple 
All 1” in Diameter 
645 RPM 


PRESSURE APPLIED 
BORING TIME 
DEPTH OF HOLE 











GIFT BOXED AGAIN 





WITH CHRISTMAS DATING 


Rocket Tools Featured in IRHA 
Family Gift Center Promotion 


This season —as in 1956—shoppers will find it hard 
to resist the appeal of these “‘perfect gifts for men.”’ 


These are the tools that have been heavily ad- 
vertised in the Post, POPULAR SCIENCE, POPULAR 
MECHANICS, and other national magazines. And 
they’ll have extra promotion in the 1957 IRHA 
FAMILY GIFT CENTER promotion kit with tie-in 
display and point-of-sale material. 


Attractive gift carton design is not limited to 
Christmas; it can be featured year round for any 
gift occasion. 


You can buy now from your True Temper whole- 
saler and pay later under his Christmas dating plan. 


ROCKET HAMMER 

Shock-absorbing handle is a chrome-plated tube 
of boron-alloy steel, with a neoprene nonslip 
cushion grip. Octagon pattern head is locked 
to shaft; will never loosen or fly off. It’s the 
finest hammer made. No. Al6X with 16-oz. head. 
No. Al3X with 13-oz. head. 


ROCKET BELT AXE 

Same features as ROCKET hammer, plus a handsome 
saddile-leather sheath. The most durable, most 
beautiful, most wanted belt axe a sportsman could 
ask for. Full-polished head has a keen edge, handy 
nail slot. No. ABAX. 


JET ROCKET BELT AXE 
Built like the ROCKET belt axe, except for jet 
black finish on head, red trim, black cushion grip. 


Saddle-leather sheath. A handsome tool at a low 
price. No. BBAX. 


You Can Look to . for Leadership 


IR EMPER. 


1623 Euclid Avenue Cleveland 15, Ohio 








“Why did they have to change models?” 


“It’s hard enough,” a veteran hardware man 
said to me recently, “‘to learn the ins and outs 
of these mechanical specialty items I sell. Why 
load me up with all this razzle-dazzle nonsense 
of yearly model changes?” 

There’s enough truth in that gripe to de- 
serve a fair answer. 

The fact is that there is some “razzle-dazzle 
nonsense” in this business of annual model 
changes. The dealer does have to absorb a lot 
of technical goobledegook and weasel-worded 
sales pitches meant to disguise the basic in- 
feriority of some products. 

“We've done it again!’’ shout some manufac- 
turers. “This year we’ve put a super rollerskil- 
ter on our machine to make it run twice as 
smooth!” (“Twice as smooth as WHAT?’ 
groans the dealer.) And the shouting is always 
loudest where the quality is lowest. 

But let’s look at the other side. The reputable 
manufacturer makes yearly model changes, too. 
Sure, they give you a headache, and sure, 
they’re sometimes more a matter of style than 
engineering. But that’s the kind of market 
we're selling in. Style is important. And it 
helps create a natural obsolescence that brings 
a customer back for a new sale. 


Style and calculated obsolescence aside, is 
there something really vital and important in 
these annual change-overs? I think there is. 
In all top-flight companies today, there’s a 
continuous revolution going on. Changes are 
being made every day. Not just once a year. 
Basic materials and methods of manufacture 
are undergoing constant study. And new 
methods and new designs are being tried. 
Many of these changes will die long before 
they reach the public. Others will remain be- 
cause they constitute real improvements in the 
operation, appearance, and life of the products. 
These improvements are real sales advantages 
for you. 

I’d like you to take a look, for instance, at 
the new LAWN-BOY ad beginning on Page 35 
of this issue. Unless I’m crazy, that new golden 
color is going to give your sales a real boost. 
The exciting new LAWN-BOY Loafer ought to 
‘atch the public’s eye and imagination, too. 
(And what a job of engineering that was!) 
I sat in at the birth of many of this year’s 
improvements. Dozens were rejected before 
these were chosen. I know they’ll make a rea 
contribution to the LAWN-BOY owner’s happi 
ness. And a real contribution to your business— 
selling. Let me know what you think. 


oe We B.2 9. 


MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT e SEPTEMBER 12, 1957 


Lamar, Missouri. Division Outboard Marine Corporation 
Johnson aii Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


LAWNGBO 
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8-cup Chrome on Copper 
Deluxe Model $2675 


“CENTS ‘to stock a full line of 


10-cup Chrome on Copper 
$2995 


GETS 1/3 OF SALES 8-cup Chrome on Copper GETS '/3 OF SALES 





Get the BIG Share | cers V4 or saves 





Standard Model $1995 
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America’s No. 1 Coffeemaker 


FE IN PUBLIC ACCEPTANCE 


FE IN FEATURES AND DESIGN 
FE IN ADVERTISING SUPPORT 


Ee IN FULL LINE SELECTION 








it PAYS to stock the LEADER 


DON’T LOSE SALES by no: carrying the full line of Universal 
Coffeematics. First of all, you double your coffeemaker sales just by adding Coffee- 
matic to any other line. Second, by carrying the fui/ line you can satisfy every 
customer. Surveys prove that if you fail to have any of the above models, you're 
losing approximately one-third of potential sales! Get the most out of your market 
with a full line of America’s Favorite Coffeemaker. 


5-cup chrome 8-cup chrome 8-cup chrome 10-cup chrome 10-cup copper 
or copper 


ASK ABOUT THE BIG BONUS OFFER 


UNIVERSAL 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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CLE K OP Kai 


Set up an American Chain Section 
AND WATCH YOUR CHAIN SALES GROW! 


Here’s a simple, practical way to increase your 
chain sales and profits: 


(1) Specialize on American chain - American is the 
best-known chain line—Acco is the brand name every- 
body knows. Your customers will readily accept chain 
items bearing the acco identification. They know that 
Acco branded products are made by a large, established 
firm with an unsurpassed reputation for integrity, 
quality and value. 


(2) Set up an American Chain Section in your store 
Keep a full stock of attractively-packaged American 
Chain items displayed on shelves. These brightly- 
colored packages are instantly identified—they make 
it easy for customers to select what they want. Also, 
place an acco Chain Salesmaker in a prominent loca- 
tion where customers can see and feel the chain. Show 
ACCO-PAILS of Proof Coil and BBB chain, each pail 
plainly labeled and identified. And display an acco 
Dog-Chain Assortment, too. .. . A neat, well-stocked 


American Chain Section will mark your store as ‘“‘chain 
headquarters” in your community. 

(3) Deal with our American Chain Distributor 

He was appointed on the basis of integrity, a reputation 
for responsibility—and the ability to give you at all 
times the very finest and fastest chain service. 

Tying up with the leading chain manufacturer and 
the leading chain distributor will go a long way toward 
building and maintaining your name as your commu- 
nity’s leading chain dealer! 

For additional information, write us at York, Pa., 
for interesting booklet, “‘Finger Tip Facts About Chain.”’ 
It’s loaded with selling points, yet it’s brief! 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 





* indicates Warehouse Stocks *Portiland, Ore., *San Francisco 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, " CA 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, oii 6 y) 
mark Nw 
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Editorial 


by W. A. Phair 


E,verybody has a weak spot... 


You’ve heard folks say, “It’s all in the mind.” Perhaps that is 
so in some cases, but dealers who have to compete with Sears and 
other chains will tell you that this competition is no imaginary 
matter. It’s the real thing, very real. And they are right. 


Sears is indeed rough competition. But I think that sometimes 
we may be inclined to exaggerate Sears’ strength and to over em- 
phasize the weakness of the independent hardware dealer. 


Perhaps this is a normal reaction. 
gerous practice. 
Sears does. 


3ut it can also be a very dan- 
It can cause us to become frightened at everything 
It can cause us to stop fighting too soon. It can cause 
us to think we are losing the battle, when actually we've hurt the 
other fellow very seriously. 


Over-estimating the strength of a competitor is just as bad as 
under-estimating it. Only through an honest, objective appraisal of 
your opponent can you make effective plans to fight him. 


I recall a recent conversation with a big hardware buyer for Sears. 
He remarked that the independent hardware merchant was far 
tougher competition for Sears, than the average dealer himself 
realized. The only trouble with the independent store, he said, was 
that it did not take full advantage of its strong points. This com- 
ment came from a man who knew what he was talking about. 


The other day I passed a huge Sears’ warehouse and noticed there, 
loading up, a fleet of freshly painted delivery trucks. Painted on 
the side panel of these trucks, in large letters, was the statement, 
“We service what we sell.” 

Now, Sears’ people are smart people. There are hundreds of 
slogans they could have put on the panels of their trucks. Why did 
they pick this particular one? Well, you can bet they used it be- 
cause they thought it was the best slogan they could put on the trucks. 


It is very possible that Sears used this slogan because they were 
being hurt by hardware stores who use service as a selling feature. 
Perhaps Sears feels that they have lost sales because the local hard- 
ware store keeps telling its customers that it will service any article 
it sells, while in many cases the customer would have trouble getting 
service from Sears. Right or wrong, this could be a potent selling 
angle for many types of merchandise. 


Over the past several years we have been urging hardware stores 
to use the phrase “we service what we sell” in their promotions. We 
have noticed that more and more stores are doing this. Apparently 
this has had an effect on Sears and now they are fighting back by 
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Editorial 


continued 


telling their customers that they, too, service their merchandise. This was 
apparently one of Sears’ weak spots. 


Another example of the fact that the big guys have weak spots, too, 
is the statement in Sear’s annual financial report that the “Main Street 
merchant” is giving them more serious competition and that they, Sears, 
were making plans to fight this competition. 


Still another example of a weak spot is the recent action of the big 
stamp companies in forming a national association. It doesn’t take much 
guessing to realize that they did this to try to form a united fight 
against the growing opposition to trading stamps. The continued opposi- 
tion of the smaller merchant to stamps is apparently being felt by them. 


Maybe we could do a better job of meeting competition if we realized 
that everybody, including Sears, has weak spots. Let’s find them and hit 
them there. 


Playing the weak spots... 


What are some of Sears’ weak spots, which a hardware dealer can ex- 
ploit? One spot would be in product knowledge. Sears has some very 
smart sales people, but they also have problems of conflicting unions, 
seniority and high employee turnover in some stores. 


The result is a group of employees that don’t know very much about 
the products they sell. Contrary to what some folks say, Sears has lots 
of weak and uninformed sales people. Try shopping one of their stores 
for yourself. 


Now, how about you? Are you taking advantage of this weakness by 
putting emphasis on your knowledge of the products you sell? Are you 
making a real effort to see that your salespeople know the features of 
each new item you put on display? 


Are you making your customers feel that from you they can get 
accurate, helpful information on their problems? Are you promoting this 
service in your advertising? The hardware dealer has been called “the 
technical advisor to the community.” Do you and your salespeople qualify 
for this title? If you do, why not be sure your customers know about it. 
Here is a weak spot of Sears’ that you can exploit. 


What’s the best way to get product knowledge? Well, there are many 
ways, as we have pointed out here. This issue, for example, is full of 
product knowledge. There are literally thousands of sales features for 
products you sell given in this issue. Read them, study them and use them. 


The chains have many other weak points, which we’d like to discuss 
in future issues. But right now it seems to me that the important thing 
is to realize that Sears and other big chains are not Supermen. They are 
people just like you and I and as such they have their weak spots. 
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ILCO “UNIVERSAL” 


with parallel arms 
FOR INSTALLATION ON RECESSED SIDE OF DOOR WITHOUT BRACKETS 


This closer packs a 3-way sales punch. It elimi- 
nates headroom interference: it is safely out of 
the way when the door is opened. Its installa- 
} . tion is neater, less obtrusive — no brackets are 
} &. required. And finally, it is completely depend- 
| able. 
Available for parallel arm installation with non- 
holder arm, with 135° holder arm, and with 
180° holder arm. 
























To cash in on Fall and Winter door closer sales... 


BE SURE YOUR CLOSER STOCK IS 


COMPLETELY UNIVERSAL! 7 


ILCO “UNIVERSAL” 


FOR RIGHT OR LEFT HAND INSTALLATIONS WITHOUT CHANGE 





Here’s the closer that licks normal installation 
problems. It’s ready for mounting as is... 
without any mechanical change .. . on right or 
left hand doors. No more “‘ wrong handed’’ in- 
stallations. 


All ILCO “UNIVERSAL” closers are uncondition- 
ally guaranteed for 2 years (except when mis- 
applied or abused), have a rugged, leak-proof 
construction, an extra powered helical coil 
spring and a heavy, forged steel, one-piece 
shaft and crank which eliminates breakage. 
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BY WASHINGTON 


Tax relief for pension plans fails 
again because of lack of support 


Legislation to give dealers and other self-employed 
persons tax assistance to help them set up private 
pension plans needs your backing. The measure failed 
again this year, largely because of inadequate sup- 
port. 

Under the bill (H.R. 10) sponsored by Rep. Keogh 
(D., N. Y.), you could defer income taxes on up to 
$5000 a year or $100,000 during your working life 
if the money were put in a restricted retirement 
program. The money would be taxable when you re- 
tire, but at a much lower rate. Covered would be 
dealers, wholesalers, salesmen, and professional men. 

The treasury department opposes the proposal on 
the grounds it would cost the government $430 mil- 
lion a year, and would not benefit all taxpayers equally. 


outlook 


Figure out how this proposal would help you prepare 
for your retirement. Ask your congressmen and the 
House Ways and Means Committee to support the 
proposal, Get your local business organizations to 
support the plan, reminding the members that most 
of them would benefit. 


Pressure mounts for closer study 
of your military PX competition 


If you are troubled by unfair competition from 
military post exchanges, get behind a drive now 
building up for a complete congressional review of 
the proper role of service stores. 

Many businessmen are attempting to get an ob- 
jective congressional committee to study the entire 
exchange policy and set guidelines as to how far 
exchanges should be permitted to expand and compete 
with private, taxpaying businessmen. 

The House Armed Services Committee this year 
approved a sizeable expansion in the number of lines 
exchanges could stock and the maximum prices post 
exchanges could charge. Among these items were 
sporting goods, house and garden supplies, and ap- 
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pliances. A bid by the Air Force to test for a year an 
interest-free credit program was rejected. 


outlook 


During congressional adjournment this fall, ask your 
congressmen while they are home to support a com- 
plete study of the post exchange problem. Insist that 
it be handled by a committee other than the pro- 
military armed services group. Remind them that 
exchange sales take millions of dollars yearly out of 
dealers pockets. 


You may stop a lot of bookwork 
if you object to gun law change 


You still have time to register your protest with 
the Internal Revenue Service to a proposed tighten- 
ing of the federal firearms regulations. The new 
rules would mean sharply increased costs, in time 
and money, to your business. 

The proposed new regulations would, among other 
things, require all guns to be stamped with the manu- 
facturers or importers name, location, serial number, 
calibre and model. It would require dealers to main- 
tain records of all purchases and sales of firearms 
as long as he is in business, and require dealers to 
keep permanent records of the name and signature 
of each person buying firearms or revolver ammuni- 
tion. 

More than 7000 persons including 18 congressmen, 
have protested that the proposals would be an undue 
burden on dealers, forcing many to give up carrying 
guns and ammunition, and would place unreasonable 
restrictions on sportsmen. 


outlook 


Sit down right now and write your objections to any 
changes in the Firearms Act which would further 
increase your record keeping cost or discourage pur- 
chases. Send it to the Director, Alcohol and Tobacco 
Tax Division, Internal Revenue Service, Washington, 
D. C., before Sept. 27. (Continued on page 109) 
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GREAT 2” DRILL 


DRILL-SAW TEAM PLUS 4 WOOD: AUGER BITS 
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SANDER & JIG SAW PLUS YEAR’S SUPPLY OF BLADES 614" SAW, SAW-TOTER CASE, 
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4” “CHORE-BOY KIT’ 
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49 PC. “TASKMASTER” KIT 


4” DRILL 


MAIL THIS COUPON TODAY! 
Mail to: George Weatherby, Vice President, Sales 
Portable Electric Tools, Inc. HA 9/12 
320 W. 83rd Street, Chicago, Illinois 
Please send me complete information — including prices 
— on the Shopmate ‘57 Christmas Promotion. 
NAME 


TITLE 








FIRM 





ADDRESS 
CITY 





























A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


jumping off 

: If you’re stuck aboard the trading stamp bandwagon and afraid to jump 

is not hard ee off, here’s good news. Many food supermarkets are dumping their stamp 
plans successfully. Higher sales and profits are following. Dealers say 
sales go up because of lower prices, increased advertising which replace 
stamp costs. A sign of effect of opposition to stamps is the new national 
association of stamp companies. HA Recommendation: Dropping trading 
stamps is not as hard as you think. Other dealers report customers will 
go along with you when you explain reasons for dropping stamps. [f 
you’re tired of having stamps eat up your profits, drop your stamp 
plan now. 





cutting your 


Convenient customer parking has become a must for all businesses. It’s 

own throat - + + most important for downtown merchants. The dealer who feeds a park- 
ing meter near his store all day or allows his employees to do so is just 
cutting his own throat. He’s making it more difficult for customers to 
park near his store, chasing them to shopping centers. HA Recommenda- 
tion: Discourage meter feeding and encourage a parking turnover at 
the curb. Work with other businessmen and city officials toward setting 
up more customer parking areas and perhaps some sort of park and shop 
plan. 





bill paying 


° Credit payments are falling behind. Customers are taking longer to pay 
falls behind . . . their bills. They’re forcing dealers to do the same. Ditto wholesalers. 
Dealers and wholesalers are finding much working capital tied up in 
accounts receivable. HA Recommendation: Don’t lose out on cash dis- 
counts by falling behind in your bill paying. Gently prod customers to 
pay promptly. A small service charge for payments more than 90 days 
due is one way to speed up payments. 





dealers slow 


° Inventory build-ups are slowing down. The government reports that 

down buying - » businessmen are increasing their inventories at a much slower rate than 
earlier this year or last year. Hardware dealers’ stocks are relatively 
unchanged. At the end of June, the book value of retailers’ inventories 
was $23.8 billion, up slightly from a year ago. HA Recommendation: 
Don’t let poor inventory control lose you money. Knowing how much 
to buy and when can make a difference in your profit statement at the 
year’s end. For more information, see story on p. 80. 








... turn to p. 154 for more news on how’s the hardware business 
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These 4 Fast-Selling Glues Cover 95% of your Market 


Step up your turnover with the new 
Weldwood Counter Model Adhesive Center 













e cuts inventory, saves valuable shelf space. 


@ $25.06 profit on a $39.88 investment 
(retail value—$64.94 ). 





@ over 38% profit every turnover. 

@ color-keyed selector chart and 
clearly marked prices help 
your customers select the right glue. 

e backed by national advertising to 
consumers and woodworking, construction, 
and boatbuilding trades. 


THIS SELF-MERCHANDISER FREE 
WITH YOUR INITIAL ORDER 


Lay 
Weld wo ad fini rr 0 seo 






United States Plywood Corporation 

Dept. HA 9-12-57, 55 West 44th St., N. Y. 36, N. Y. 
Please rush me my Weldwood Adhesive Center 
(counter model) complete with adhesive assortment, 
at special price of $39.88. (Retail value—$64.94. ) 
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Te 
| Win fe My Name 
“ Street Address aks adie oh City State 

Satiniac ® — permanent, Firzite ® — resin-sealer, Flexible Wood-Trim ® Jobber's Name 

non-yellowing sealer and undercoater, and base —da variety of real wood 

finish brings out the for colors-in-oil. Pre- veneers in handy rolls, City... Zone State 

natural beauty of alli vents wild grain and for covering exposed 
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HERE 1S THE LATEST INFORMATION ON NEW MERCHANDISE 





Pre-cut packaged chain 


3etter turnover and seif service 
sales of chain are possible with 
this line of pre-cut, packaged Blue 
Temper welded proof coil chain, 
which has a blue color tempered 
into it. This chain eliminates the 
need for measuring, cutting and 
wrapping chain for sales, and 
comes packaged in the most popu- 
lar sizes and lengths. Each label 
gives size, length, and working 
load limit. Available in sizes 3/16, 
l,, 5/16, 34 in. and in lengths of 
10, 15, 20, 50, and 100 ft. In the 


r 
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50 and 100 ft lengths, Blue Temper 
features Measure-Mark, a method 
of marking chain every 5 ft, using 
color to identify the type of chain. 
Campbell Chain Co. 

For more data circle No. 1 on postcard, p. 125 


Metal protective pliers 


Soft metal and decorative finish 
nuts are not marred when this 
pliers is used to loosen them. The 
tool comes with a choice of nylon 
or brass facing which is easily 


14 


“ 


screwed into place. The 11% in. 
tool has jaw openings from 4 to 
242 in. with an adjustment every 
1/16 of an inch. Retails for $4.25. 
P & C Tool Co. 


For more data circle No. 2 on postcard, p. 125 


Molded fiber glass mailbox 
Painting is never necessary 
throughout the life of this Town 
and Country mailbox made of 
molded fiber glass. The box won’t 
rust or discolor. Colors are molded 
into the material. Available in 
black with brass hardware and 


with 
Plastic 


combination 
at $8.95. 


green-white 
brass. Retails 
Products Corp. 


For more data circle No. 3 on postcard, p. 125 


Propane gas camp light 
Sportsmen and campers will be 
customers for this lantern which 
burns propane gas. The $12.95 
Camp Light lights instantly with- 
out pumping or priming and burns 
with a bright white light from a 
replaceable tank. It can be used as 





a standup or ceiling unit. Operates 
in wind and rain. Replacement 
tanks sell for $1.89. Turner Brass 
Works. 


For more data circle No. 4 on postcard, p. 125 


Two wastebasket groups 

Round and rectangular waste- 
baskets are offered in this line of 
plastic baskets. Each Poly-Flex 
style features reinforced rims and 
special high sheen finish in yellow, 
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Want more information on these 
products? Then use free post 
card on page 125. 


in hardware merchandise... 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 











turquoise, pink, red and frost. The 
round baskets come in 11, 18 and 
36-qt sizes and the rectangular in 
12, 18 and 36-qt sizes. Retail price 
ranges from $1.98 to $3.98. Match- 
ing covers can be purchased sepa- 
rately. Republic Molding Corp. 


For more data circle No. 5 on postcard, p. 125 


Mower with electric starter 


This Pincor rotary mower comes 
with a Fairbanks-Morse electric 
starter. The 110 volt starter has 
push-button switch and an 8 ft 
cord. The mower has an aluminum 





deck, 2% hp, 4-cycle aluminum 
engine, leaf mulcher, 22 in. cutting 
width and adjustable height from 
1 to 2% in. Pioneer Gen-E-Motor 
Corp. 


For more data circle No. 6 on postcard, p. 125 


Rust penetrating oil spray 
Rusted parts are quickly sepa- 
rated with this penetrating oil and 
solvent solution packed in a push- 
button spray can. Krylon Rust Re- 
lease loosens rusted nuts and bolts, 


LOOSEN “pe 
As 
Rusty Bolts ; 


easidy-orthout atone 





hinges, quickly. The 6 oz cans sell 
for 98¢ and come packed 12 to a 
display carton. A 16-0z can is also 
available at $1.69. Krylon, Inc. 


For more data circle No. 7 on postcard, p. 125 


Water filter and washer 


Here is a combination wire mesh 
filter and plastic washer for re- 
moving scale and grit from home 
water supplies in sprays, sprin- 
klers, washing machines. The 
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COMBINATION 
HOSE FILTER AND WAS?! 


FOR REMOVING SCALE &ND OFT 
FROM TRE WATER Siu i - 
RECOMMENDED © OF SF RA 
SPRINKLERS, WAST Q 


Animal Trap Company of America 


Lititz, Pa. Pascogevia, Mise 


Mode in U.S.A. FP -inted 


Trump filter fits standard size hose 
and appliance connections and can 
be installed by anyone. Packaged 
on a colorful display card and 
priced at 3 for 29¢. Animal Trap 


Co. of America. 
For more data circle No. 8 on postcard, p. 125 


Light all-purpose shovel 


This lightweight shovel for all- 
purpose clean-up use around the 
house with the aluminum alloy 
blade has a_ steel wear strip 
riveted on the back for extra 





(Continued on page 122) 


1S 





TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO HELP YOU SELL MORE 


Want more information on these 
sales aids? Then use free post 
card on page 125. 





Counter rope merchandiser 


First grade manila rope in pre- 
measured 50 and 100 ft lengths 


are displayed in an 8 x 8 in. area 
on this counter reel merchandiser. 
Comes complete and ready for dis- 
play. Rope sizes available in this 
set-up are 4, % and % in. Cata- 
log pages on request. John H. 
Graham & Co., Ine. 


For more data circle No. 9 on postcard, p. 125 


Christmas pack steel tapes 
Two steel tapes in this line are 

being packed with special seasonal 

decorations. The Executive 6 ft 


tape, illustrated, is in a silver box 
and the 8 ft length is in a gold box. 
This tape is % in. wide with black 
numbering on a white face. The 
Banner 50 ft steel tape is also to 
be packed for Christmas sales. It 
comes in a plastic utility box with 
a colorful band. Lufkin Rule Co. 


For more data circle No. 10 on postcard, p. 125 


Toy pressure pan display 

This colorful display card will 
help you sell Mirro-Matic toy pres- 
sure pans. The 8 x 11% in. counter 
card holds one pan and provides 
ample space around it for group 


display. The card comes packed 
with every 6 pans. Aluminum 
Goods Mfg. Co. 


For more data circle No. 11 on postcard, p. 125 


Promotional drill kit 


Do-it-your-selfers will want this 
18-piece home repair kit consisting 
of the Sunbeam Drillmaster drill 
and accessories. Everything from 
drilling to sharpening knives can 


be done with the kit which comes 
packaged in a carry-home carton. 
Sells for $7 less than the total price 
of the items sold separately. The 
kit with hex key chuck sells for 
$29.95, with geared chuck $31.95. 
Sunbeam Corp. 


For more data circle No. 12 on postcard, p. 125 


Floor covering sales kit 


A variety of sales aids, all pack- 
aged in one carton, are provided in 
this promotional kit to help you sell 
Berylstone, a new addition to the 
Gold Seal Nairon plastic line. A 
16 x 18 in. sample of each of the 


(Continued on page 144) 
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Quick Delivery 
on 14 to 3 hp 
CAPACITOR 
MOTORS 











—Sell with New Equipment 
—Sell Big Replacement Market 
—Order from Dayton Distributor 
-—Meet or Beat Price Competition 
—Work with Minimum Inventory 


You gain many plus advantages by using your nearby 
distributor for Dayton Motors. First, you can get them 
promptly when needed for sales or stock. Secondly, 
Dayton gives you the quality, performance and de- 
pendability that helps build your reputation, repeat 
motor business and profits. 


Dayton Motors have been proven on more than a 
million applications and rank high in brand name 
preference. You can buy and sell them with utmost 
confidence. Best of all, Dayton gives you 1/100 to 60 HP 
motors in widely used types and ratings, from stock. 


If your Dayton Motor Distributor is not in contact 
with you, please let us know and we'll tell him to hustle 
over. We believe you will like doing business with him. 





DAYTON ELECTRIC MFG. CO. 


















PURPOSE 


Precision-built to out-perform other general-purpose. 
continuous-duty. capacitor-start motors. 375% astart- 
ing torque. Ideal for power tools. pumps, blowers. 
farm use, etc. 1/4 to 3/4 HP sizes. 1725 RPM. 115/230 
Vv. 60 Cy.. 50° C. rise. continuous-duty. Nema 56 
frame, dripproof design. Rubber or rigid mounted. 
All-position sleeve and ball bearings. Rotation easily 
reversed. Built of finest endurance materials. Per- 
formance fully guaranteed. 


Also: 
SPLIT-PHASE 
REP. INDUCTION 
THREE-PHASE 
UNIVERSAL 
GEAR MOTORS 
CONTROL 





LDaizlors 
HEAVY- 
DUTY 





Dependable. heaVy-duty power for air com- 
pressors. refrigeration. machine tools, con- 
veyors an” other heavy-duty nt 
Full 400% starting torque. 


230 V., 60 Cy. 40° C. rise, continuous duty 
at full-load. Nema 56 frames, dripprool 
design. Cast iron and steel construction. 
Rigid and rubber mounted. Sleeve and ball 
bearings. Automatic overload protection. 
Finest materials and workmanship built in 
accordance with highest Nema standards. 
Performance fully guaranteed. 


1 to HP Dayton Capacitor Motors are 
high-torque, capacitor-start type. Built into 


for utmost dependability. 


i> 2 oe 





OAKLEY BLVD. CHICAGO 12 





Sales Manager: 
Please let us know how == 
we can qualify as a dis- Buyer 


‘GENERAL- 


dripproof, rigid- mounted standard Nema 


type. 1/4 to 3/4 HP. 1725 RPM. 115/208. 








tributor for Dayton Motors 
and other Dayton power Street 














products. City 
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The big difference 


is Hamdi-calk 
with STOP-|F-LO! 


“It’s revolutionary... it’s new... 
it eliminates mess!” 


“It’s the amazing plastic STOP-FLO magic button that makes 
such a terrific difference. This flexible plastic button in the 
new Handi-calk cartridge gives positive stop-and-go calking 
action! Prevents mess ... stops ooze... controls calk 

flow automatically! Now you get a cleaner, neater, 
professional-looking job every time. You'll go for the 

extra profits it rings up on your register, too!” 


STOP-FLO GIVES ANOTHER BIG PLUS to Handi-calk’s complete 
“SELL” Program ...a program that combines a powerful trade 
and consumer advertising-merchandising program with striking new 
packaging to outstrip all competition in the calking field! 


<e 





STOP-FLO is so revolutionary, we've prepared a 
special Product Data Sheet. Ask your wholesaler 
SINCE for a copy NOW or write us. 


f h Jie GIBSON-HOMANS ¢. 


2366 WOODHILL ROAD CLEVELAND 6, OHIO 
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@ specified by leading architects, @® available in a wide variety of 
builders and painters. appealing colors. 
@ laboratory controlled to assure @ advertised in these magazines 
constant quality. to your customers. 
po———— SEND FOR COLOR CARDS TODAY —-—-——— 


‘| recommend Cabot’s products to any dealer 
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who wants to increase his business...’’ 


Mr. Franklin C. Archer Manager of Casselman Paint & Wallpaper Van Nuys, California 


— 
"o> cee ae 
Tiina Cabot’s 
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And Mr. Archer goes on to say, “'. . . these outstanding finishes 
are famous for their fine range of colors and extra durability’’. 
Mr. Archer is typical of so many dealers across the country who 
have found it profitable to stock and sell Cabot’s Paints and 
Stains because they are 


SAMUEL CABOT INC. 
943 Oliver Building, Boston 9, Mass. Quality products fiéen Cabot Laboratories 


»eemanufactiring chemists since 1877 
Y SS 


tt babd 


Please send color cards and prices on Cabots Paints and Stains 














SPECIAL 
SEPT. and OCT. 
OFFER 


7 re de Here are the Reasons Why -- 
48 inc - s 


EXTENSION 2 
POLE 


No. 9S) 


SPECIAL 
OFFER TO 


BEALERS | Vl NOW EZ Paintr Deluxe Rollers (Wo. 70 ant 9) Have a 


“TRI-FEG. HANDLE 


at no increase in cost! 
Open-End “Screw-In” Tip for Extension Pole 


Contact your EZ Paintr Here is the easy way to paint the ceiling . . . the floor ... the “high up” 
jobber! With all “New’ places as well as sidewalls. Eliminates “back-breaking” bending! Extension 
Deluxe Roller sets ordered, pole screws in handle with a simple twist. 


we will include a 48 inch “TRI-FEC” SENSATIONAL NEW PLASTIC 


Varnished Extension Pole for 


® VIRTUALLY UNBREAKABLE ® WITHSTANDS EXTREME ABUSE 
each roller at no extra 


cost. Place your order ® ALWAYS LOOKS LIKE NEW ® PAINT WILL NOT ADHERE TO [ff 
early- This offer is limited 
to Sept., and Oct 


Ld 


7, 
' 
% 


When you “feel” the handle, you will notice a slightly waxy characteristic. This 
is an inherent quality of the material itself. This means that many, many hours 
of painting can be done without the hand becoming sore, blistered or chafed. 








EZ PAINTR CORPORATION 


“World's Largest Manufacturer of Paint Rollers and Allied Items” 
4051 S. IOWA AVENUE «+ MILWAUKEE 7, WISCONSIN + ALSO LOS ANGELES and BALTIMORE 
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The case of the customer who keeps coming back 


I knew he lived in the neighborhood, but he'd never been 
in my store until the day he stuck his head in the door to 
ask about refinishing an old cabinet. Seems he'd had bad 
luck with paint removers—wanted a more effective one. 

Right away I told him about safe, nonflammable paint 
removers, the kind made with Dow Methylene Chloride. 
Got out a can and showed him how it actually lifts old 
paint in minutes. He agreed that it sure beats hours of 
scraping and sanding. Does the job better as well as safer. 


YOU CAN DEPEND ON 
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He’s been back dozens of times since. Matter of fact, he’s 
a steady customer. Buys lots of things besides paint remover, 
too. The way I figure it, nonflammable paint removers are 
the kind of products that help build customer confidence 
and repeat sales. You can bet your bottom dollar I keep 
them in stock all the time! 


For more information about paint removers made with Dow 
Methylene Chloride, write to THE DOW CHEMICAL COMPANY, 


Midland, Michigan, Department SO 1023L. 
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Today’s brushes with improved TYNEX® nylon bristles 
mean better painting performance for the user 


Speaking of finishes . . . your customers can use brushes with TyNex nylon 
bristles with any finish and turn out a winning job every time. 

Today’s quality paintbrushes with TyNex nylon bristles are more resistant 
to chemical attack than are natural bristling materials. This makes them ex- 
cellent for use with any finish from floor varnish to gloss enamel. There is no 
clogging, even with the new latex water-base paints. Painting is smooth and 
effortless . . . brush cleaning an easier task. 

The quality of TyNex nylon bristles has been proven in extensive laboratory 
tests. Your customers know that their over-all costs are less when they buy 
better-made brushes with TyNEx nylon bristles. Benefit from this preference 
for today’s brushes with TyNex nylon bristles by stocking a complete selection. 


TYNEX is the registered trademark for Du Pont nylon bristles. 


TYNExX* 


nylon bristies 
REG. y. 5s. Pat. OFF 


BETTER THINGS FOR BETTER LIVING 
..+« THROUGH CHEMISTRY 
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America’s Favorite Calking Loads 


Now comes to you in 
these handy convenient packs 














sane Rigor 


scat 
SEER 


Now shipped in 12-pack or 24- 
pack, M-D Speed loads are 
available in Off-White or White 
colors, with or without plastic 
nozzle. Off-white load without 
nozzle shipped unless specified. 
Freight prepaid and allowed on aate 
orders of four 24-packs (96 loads) Federal 

‘ or more. Remember to order in 4 oe Specifications 
Ye Gis crack wi multiples of 12 or 24. Se —so st 
“Tt 
eeeoeeee e 2uUnd wind? o5 SOCSSSSSSSSSSSSSSSSSSSSSSSSSSSESSSSSOSSSEESEESEEEEEE 
“id Door cro" 





; 


CG-4 SPEED LOADER | CG-3 STANDARD 
GUN . GUN 


A sturdy, light weight gun that Barrel-type gun for bulk use or 


works easily with all cartridge with loads. Furnished with %” 
loads. nozzle. 


MACKLANBURG-DUNCAN CO. 


P.O. BOX 1197 @ OKLAHOMA CITY 1, OKLA. 





VELVET a, ENAMEL 


FO of 
: KITCHEN, BATHROOM AND wooow 


MADE witH LATE* 


WASHES OUT WITH WATER! Customers will love the 
easy way Gold Bond Velvet Latex Enamel cleans up. 
Brushes and other equipment are cleaned up in a iffy 
with warm water. This is a sales point for home- 
owners and professionals. 


AND FIRST 
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New profits for yu -TWO WAYS: 


1. This brand new paint product has all of 
the easy-to-use features your customers like in 
latex paints——dries in 20 minutes, washable 
in a day, needs only water to clean up brushes 
and other equipment. And your customers 
are getting a first quality semi-gloss enamel! 
Easy to see why it’s a natural profit-maker. 


2. Gold Bond Velvet Latex Enamel makes 


an ideal companion for use with famous Gold 


Bes 


Bond Velvet. Your customers will want to 
walk out with both these quality paints... 
Latex Enamel for woodwork, Velvet for their 
walls. Easy-to-apply Latex Enamel comes in 
sixteen colors matching regular Velvet. It’s 


easy to see why one can often sells the other! 


Write today for your Latex Enamel color 
card and full information. National Gypsum 
Company, Dept. HA-97, Buffalo 2, New York. 


MATCHING COLORS! The gleaming semi-gloss 
quality of new Latex Enamel matches its Gold 
Bond Velvet partner perfectly...the 16 most 
wanted colors that meet virtually every dec- 
oration requirement. 


DRIES IN TWENTY MINUTES! Your customers 
put on Latex Enamel; it’s dry to the touch in 
just 20 minutes! After 24 hours Gold Bond 
Velvet Latex Enamel is thoroughly dry and 
may be washed if necessary. 


WHEELBARROW DISPLAY! Use the latest in 
eye-stopping, self-service merchandising dis- 
plays. Free Gold Bond Velvet Latex Enamel 
Wheelbarrow holds 12 pint cans, invites sales 
with brilliant color card attachment. 


FROM GOLD BOND! 
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NOBODY OUTCUNS AEROWAX 


In the Battle For Fall Cleaning Dollars! 


No Rubbing 


26 Commercials F fele R, 


©] Watch AEROWAX Move 
> Serer VA Om / On These 7 Top Shows! 


46 ; green For All F loors =! Love Of Life cas.1v 
ze in November on | if | Secret Storm cas.1v 


30 in December S414 ame | Queen For A Day noc-rv 
. | It Could Be You nec. 

oo a oe ge ae a : - 2 — Tic Tac Dough NBC-TV 
No Household Line Out-Advertises Boyle-Midway | Doug Edwards css. 


... None Gives You a Better Deal! Name That Tune css.rv 





MR. DEALER! LOOK AT THE FACTS! ... month after month! 
Aerowax fates tops among your floor 
wax brands . . . a big-volume leader in 
a big-profit field! And, when the chips 
are down—when housecleaning sales 
hit their Fall peak—nobody gives you 
bigger advertising, better advertising, 
than Aerowax! 


And remember . . . Boyle-Midway 
now ships Aerowax from six major 
plants and twq warehouses. . . strate- 
gically located from coast to coast to 
serve you faster, more directly, more 
profitably! Check your Boyle-Midway 
man for details. 


>. ae TV Schedule Can’ 
Push BIG SIZES for chedule Can't Be Matched! Stock Now for Top Seasonal Profits 


BIG PROFITS... Only Acrowax ay offer you all the Feature Aerowax quarts, half-gallons 
power of Boyle-Midway’s vast TV in- = nq gallons for top seasonal profits 

feature Aerowax half- vestment! On the air not twice a month . “a a t.22 ER 

gallo..; during peak and stock the full Aerowax line all 


...not once a week . . . but every single a 

. é rear ‘round for biggest floor wax vol- 
housecleaning season! \ weekday via 7 top-rated shows! Reac ) : 

/ A ekaay Via 7 top-rated : s'Reaches ume! Order today. 


30 million TV-homes week after week 


LOS ANGELES BROOKLYN CHICAGO CANTON, OHIO CHAMBLEE, GA. CRANFORD, NEW JERSEY 
—_ = — ai Sts |e bE 7 ie | ae 


BOY LE. MIDWAY IN ies 22 E. 40th St., New York 16, N.Y. 6 strategically located plants plus 


2 warehouses, at Seattle and Dallas 
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= Step up sales with these 
i COLORFUL, 

> SELF-SERVICE DISPLAYS 
They te FREE 


@ These colorful, attention-com- 
pelling displays will attract cus- 
tomers and increase sales. Order 
the brush assortments that sell 
best for you. These self-service 
displays come free as a business 
builder. Use them in your store 
windows, on your sales counters 
or in your paint department. 





57-A—Boxed for easy display 


Low price Flat Varnish Brushes 
displayed for quick sales. 5 doz. 
assorted 42” to 3”. 


ons 


are back again! 

















Made with Finest Pure Bristles 


@ Pittsburgh's famous Gold Stripe 
line is available once more in quantity. 
Experienced painters recognize these 
to be the finest paint brushes made. 
Each brush is carefully filled by hand 
—by expert brush makers using per- 
fect, pure bristles. They’re made to 
stand up under long years of steady, 
professional use. 








57-E—3-in-1 Package 

Your choice of three assortments 
—Pure Bristle, Pittsburgh Syn- 
thetic or Nylon. Contains 3-9/12 
doz. assorted 1%” to 3” Flat Var- 
nish, 4” Wall and 1%” Angular 
Sash Brushes. Sturdy wire rack 
display that’s easy to see. 





@ Here’s a simple, compact display 
of these high-quality brushes your 
customers Cannot miss. 





' 
“ 


PITTSBURGH 





57-C_com BRUSHES 


~ with 10% doz. 
%” through 3” wide Varnish 
Brushes. 1 doz. 2” Sash Brushes, 


% doz. 4” Wall Brushes. Mail Gold Stripe -Kad Stripe 
coupon for price information. 
lp BRUSHES + PAINTS « GLASS «+ CHEMICALS + PLASTICS + FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 








IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
MAIL THIS COUPON FOR COMPLETE DETAILS 





- 
PITTSBURGH PLATE a Fi Nain 3 
GLASS COMPANY “A T) Name._-.------------------------------n-nnnnnom - 
Bondex®— Always popular Brush Div., Dept. 4A-97 s7-¢ 0 a 
| Perfect applicator for Bondex. 1 Soltlosens BO Bhonder ke ~ ores ee eee 
| doz. fast-selling coating brushes. Gastiiiamens Gieneennad 57-E ([) Address... 
' . f . 
OUT EREE beech dic, BONDEX (]_ city | 
oll 


iid ...Lone._. State ____. 
plays I have checked. 
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There’s No Buy Like It In The Country... 


® “No matter how you look at it, one fact always stands 
out. The best way to reach country trade is an ad in FARM 
JOURNAL. That magazine goes down rural routes in my 
territory like a local paper.”’ 
Robert F. Roy 
Linden, Indiana 


® “I’ve found that a Remington ad in Farm JOURNAL 
means sales action for me.”’ 


Tom Denmark 
Orlando, Florida 


®* “You just can’t beat Farm JOURNAL when it comes to 
reaching and selling my out of town trade. People believe 
in FaRM JOURNAL, that’s what makes its advertising pages 
so effective.” 
C. W. Garrett 
Oiney, Illinois 


F'ARM JOURNAL is America’s largest selling farm magazine. 
It’s bought and read by twice as many farm families as any 
other publication because it gives farm families everywhere 
what they want ...need...and can’t get anywhere else. 


One of the nation’s truly great magazines 


More than 3,500,000 subscribing families 


FARM JOURNAL 





a | on ut 1 | 


FARM JOURNAL 


now, in chait 
: : eee eaieall ¥ 


just out! New 
Silver “Logmaster™’ 


exclusive 
roller-bearing nose 
gives you power never 
before possible in a 
saw in this class 


Finest direct drive 


ightweight ch 
farsous for 14 


exctusive feature on alt of Remit 
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VARMINT RIFLE ACCURACY! 
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COLORFUL NATIONAL 
ADVERTISING 


to spread “Springfield Fever” all 
TOUNE.. ++ Bee + sa ee cs 
BETTER HOMES AND GAR- 
DENS ...Aimed at more than 80 
million readers. Timed to hit 
prospects with a powerful “in sea- 
son” sales impact. Plan your local 
tie-in promotions now to make ’58 
your biggest year ever! 


PROSPECT-PULLING 
NEWSPAPER ADVERTISING 
Factory-paid ads with free dealer 


listings in scores of the country’s 
biggest metropolitan newspapers. 


| ' 
~ # 
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Include Springfield in your mower plans 
for *58. Get your stock order in soon. 


30 


2 Sparkling New 
Walking Rotary Mowers 


“THE NEW 


‘ IGA, Aoitielicl 













OTARY TILLER 


Now ... two sales opportunities 
in one tiller line! Buy one 
chassis (separately packaged) 
and offer customers either 
exclusive Springtil tines or 
popular “Bolo” tines (each 
separately packaged). Priced 
as low as $133.45* including 
wheels. Has Quick-Lok clutch, 
adjustable depth bar, and ad- 
justable wheels, 
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From the creators of the top selling Springfield Riding Lawn 
Mower comes a new sales-exciting line of walking rotary 
mowers! Styled for every pocketbook .. . feature-fashioned to 
user demands... priced to make step-up selling easier. These 
new walking beauties with E-Z Reach Controls make the 
Springfield line even more profitable to handle. 


SPRINGFIELD SPECIAL—A full 19” 2-cycle Rotary. 
Ideal for special promotion at only $64.95* 


SPRINGFIELD SUPER—A 19” 4-cycle Rotary—top 
seller in the low price category...only $84.95* 


SPRINGFIELD SUPREME—A big 22” 4-cycle Rotary 


that equals the top of many competitive lines... 
at dollars less...only $94.95* 


SPRINGFIELD SUPER DELUXE AND SUPREME DELUXE 
—Add the luxury and prestige of an electric 
Starter to already fine products. Obtain dollars 
more sales volume. 


GR sic cccceoosee*s 
THE NEW ; 


The hottest riding mower sold in 1957 ...now, hotter than ever. 
Introduces two sensational new mowing luxuries that are sure to 
turn more shoppers into buyers. 


TERRIFIC NEW PUSHBUTTON CUTTING HEIGHT ADJUSTMENT 

Just press a button...tap your foot...and grass cutting height 
is changed in seconds... without tools and without getting off 
the mower.... even while you’re cutting grass! 


CONVENIENT NEW E-Z REACH CONTROLS 
All controls are in easy reach of the rider. On-off switch, 
throttle, speed shift, blade clutch,...everything nearby and 
lever-activated. 

The new Riding Mower will help “sell” the entire Springfield 
line, plus attachments, for important ’58 volume. A “Big Ticket” 
profit-maker at only $279.50* 


*Bamatastures’s suggested list : PRODUCTS OF QUICK MANUFACTURING INC., SPRINGFIELD, OHIO 


ast of Rockies 
F.O.B. Factory The House of Power 
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Samson's line includes al! types 
of braided and plastic cords. 
Here are a few: 


| AETNA 
Braided cotton 
sash cord. 


SACHE 
Braided cotton 
sash cord. 


HALE 
Braided cotton 
clothes line. 


CROCUS 
Braided cotto 
clothes line 


AVER 
Braided cotton 
clothes line 


TITE-ROPE 

Plastic 

clothes line 
\ 


HORIZON 
Plastic 
clothes line. 


NYLO 


” Braided cord. 
/ 
/ 
/ 
4 














why it 


pays you to specify 


Sameon 












GUARANTEED 

















MODERN, 
EYE-CATCHING 
PACKAGING! 


SAMSON'S packaging gives maximum 
product display! Cords stay 
clean, on the counter — 
Results: — more 
impulse sales! 











POINT- 
- OF-PURCHASE 
MERCHANDISING! 


America’s Best — SPOT CORD® is ‘‘bagged 
and tagged "’ Tag tells how to 
replace sash cord and why 
Spot Cord is your 
customers’ 

best buy 








» FAR REACHING ——™ 
CONSUMER ADVERTISING! 


Colorful, full page advertising in . | | 

: ™ GOOD HOUSEKEEPING helps you sell _.«# oS 

Seo tiee © er Otis cannes stntomn 3 a. ~ : its more than 11,000,000 Be | 
1 gor at enamel boy al . oo. Se readers. | 
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NEW “<= 
PRODUCT DEVELOPMENT! 


To reach ever-changing markets, SAMSON 
leads with new products. New TILLER ROPE 
— new WATER SKI ROPE — each a 
possible source of new 


“ = 
GOOD ~ 
HOUSEKEEPING 
SEAL OF APPROVAL! 


Every cord made by SAMSON is tested and 
approved by GOOD HOUSEKEEPING 
and carries the Seal of 
Approval your 
customers know and 

ee believe in. 








sales for you. 
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Good Housekeeping 3 »’  CORDAGE WORKS 
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News about B.EGoodrich garden hose 


New products, new sales helps 
feature 1958 garden-hose program 


New lawn-care-department rack—One of the 
new B.F.Goodrich developments for you is this all 
new lawn-care-department rack pictured here. It 
weighs just 22 Ibs. yet will display up to 200 lbs. of 
hose and other things such as nozzles, washers, 
sprinklers, etc. Assembles in 10 minutes and occu- 
pies only 2.2 sq. ft. of floor space. Comes with 
detachable sign at top as shown. And it can be 
used on a gondola too! National Retail Hardware 
Assn. helped design and has approved this display. 
Help boost sales of all your lawn care items with 
this attractive green baked enamel rack. Your dis- 
tributor salesman can tell you how. Your whole- 
saler shares the cost with you! 


Improved Koroseal hose line—Famous for over 
10 years, Koroseal is still the No. 1 choice among 
hose buyers. And now it’s even better! Sizes have 
been increased at no increase in price! And you have 
a wide choice. You can choose from many kinds 
of Koroseal, rubber and plastic hose ranging from 
$3.95 to $14.95 retail. 


New golf-course hose for home use—It's the first 
NEW kind of hose in 10 years—a hose that offers 
many new advantages to your customers—more 
profit to you. Made of a new rubber development, 
this new hose easily withstands up to 12 times 
normal city water pressure. It won't iene burst, 
or split even when lying in the sun with the water 
turned off at the nozzle. All-braided cord construc- 
tion adds greater strength. And, light as Koroseal, 
it's easy to handle, coils easily in cold weather. 
Retails at $12.95 with a good margin for you. 


New, colorful sales aids —Window streamers, 
water flow chart, key-chain demonstrator, news- 
paper mats, suggested radio spots—all these are 
yours free. Just fill out the reply post card found 
in each carton of B.F.Goodrich hose. 


National Hardware Week—B.F.Goodrich hose 
will be among the products featured in National 
Hardware Week. 


Koroseal——T.M. Reg. U.S. Pat. Off. 


BY 


B.EGoodrich 
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LAWN CARE 
DEPARTMENT 
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LAWNoBOY 


the unchallenged leader in sales...an 
product ...2n dollar profits for you 


introduces the LAWN-BOY LOAFER 








for TT KM te) 


first rider-mower combination that anyone can handle 


the new LAWN-BOY LOAFER 


MODEL 9200 


Attaches to any LAWN- 
BOY .. 


IT’S GOT THE FEATURES! Comfortable ... 
smooth-riding adjustable forward seat 
puts you ahead of engine heat and ex- 
haust. Makes mowing a pleasure. 


Safe .. . low center of gravity gives solid 
stability. Operator sits completely clear 
of mowing unit. 


Variable Speed ... friction drive gives 
completely variable speed plus reverse, 
forward, and positive neutral WITH ONE- 
HANDLE CONTROL. 


. (Non self-pro- 
pelled LAWN-BOY models 
recommended ) 

Available in combination 
with “REEL MOWER” 
Attaches to most ROTARY 
POWER MOWERS 
(Mower attachment kit 
included at extra cost) 
Comes as a four wheel, 
self-propelled riding unit. 


Steers easily . . . special “Free X” con- 
nection allows full turns... short turn- 
ing radius. 


Lightweight yet rugged steel construction 
... 4” wide semi-pneumatic tires on steel 
wheels. 


Simple steering handle gives operator max- 
imum control and comfort. 


IT’S GOT THE POWER! Powerhouse 2% HP 
LAWN-BOY engine specially engineered 
for LOAFER. LOAFER with mower easily 
earries 250 lb. operator up a 35° grade. 


THE LAWN-BOY DELUXE 


18*! DELUXE moot 520 
ONLY $89.95 


21" DELUXE mooei 720 





The LAWN-BOoY Deluxe 
has all the LAWN-BOY 
features! 


Activated Pilot Wheel 
¢ Close Trim . 


ose 
Aluminum-Light and 
ee tro . 


en Aero-Blade « Recoil 
Starter ¢« Wash-Off, 


-Up F . 
Hi- Handle with 
Safety Lock « Self- 
Lubricating Wheels * 
Smooth Full Traction 
Tires * On-Off Switch 
and Choke * 2% HP 
LAWN-BOY Balanced 
Power Engine « Giant 
57 Cu. In. Twin Cham- 
ber Muffler 


NO RIDING MOWER OR RIDER- 
MOWER COMBINATION CAN BEAT 
THE LOAFER QUALITY AND PRICE! 


$169.95 (compare!) 


LOAFER with 21” LAWN-BOY 
DELUXE $259.95 (compare!) 


LOAFER available with reel type 19” Mower 


Prices slightly higher in the Western Zone 
AVAILABLE ON OR ABOUT MARCH 1, 1958 


Famous ONE-PULL LAWN-BOY 
Recoil starter has nylon cord. 


IT’S GOT THE VERSATILITY! So easy to handle! 
You can trim all around trees, right 
up to walls and walks WHILE RIDING... 
even on grades! Weighs Only 85 lbs.! 
Stores vertically. And IT’S ONLY 22” WIDE 
x 21” HIGH. 

Walk or ride! Quick coupling lets operator 
ride when he wants ... walk an instant 
later! Comes as a complete, self-propelled 
unit for miscellaneous chores. Drawbar 
on rear. 


starting. 


LAWN-BOY 18’ ECONOMY 
move 320 ONLY $69.95 


Close-Trim Design * 1.85 HP LAWN-BOY 
Balanced Power Engine * Aluminum-Light 
and Aluminum Strong * Wash-Off, Hang-Up 
Features ¢ Smooth, Traction Tires * 
Staggered Front Wheels « Self-Cleani 
Front Discharge Chute « Hi-Lo Handle wi 
Safety Lock + Self-Lubricating Wheels 





line of quality power mowers ever! 





the fabulous self-propelled 

























The simplest control system yet! 





Roll handle forward to start. 
Roll back to stop. 


Completely variable speed! Simple! 


Convenient 
' knob controls 
} speed! 





Fool-proof direct-to-wheel drive! 
No complex gears, no chains! 


THE AUTOMOWER HAS ALL THE LAWN-BOY FEATURES 78° AUTOMOWER 
Activated Pilot Wheel « Close Trim Handle with Safety Lock * Easy Wheel 
Design * Aluminum-Light and Alumi- Height Adjustment « Self-Lubricating MODEL 6200 ONLY $124.50 


num Strong « Staggered Front Wheels Wheels ¢ Smooth Full Traction Tires « 
¢ Self-Cleaning Front Discharge Chute On-Off Switch and Choke * 2% HP 


¢ Golden Aero-Blade * Recoil Starter « LAWN-BOY Balanced Power Engine °* 21° AUTOMOWER 
Wash-Off Hang-Up Features « Hi-Lo Giant 57 Cu. In. Twin Chamber Muffler 
MODEL 8200 ONLY $134.50 


LAWN-BOY 18°" ELECTRIC PLUS these fast-selling accessories. 
| tOPTIONAL AT SLIGHT ADDITIONAL COST) 
| woot 0 ONLY $69.95 WINDROWER LEAF MULCHER 


% HP Packard Motor + Staggered Front 






Wheels « Self-Cleaning Front Discharge Deposits all grass clippings in Ends leaf raking in spring 
Chute * Close-Trim Design * Aluminum- a compact single windrow and autumn. Converts 
Light and Aluminum Strong « Easy-Hang that’s easy to collect and fallen leaves into fine 

Up Feature * Hi-Lo Handle with Safe discard. Attaches in seconds. mulch that feeds F Papp: lawn. 
Lock * Self-Lubricating Wheels ° Psion | Fits all models. Attaches in seconds. 

Full Traction Tires om eos a 
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CERTAIN MODELS AVAILABLE WITH 4-CYCLE ENGINE 
Lawn-Boy reserves the right to make engineering changes without prior notification or responsibility to the purchaser * All prices slightly higher in the Western Zone 


COMPARE feature after feature after feature 
LAWN-BOY IS STILL THE UNCHALLENGED LEADER 


a 
; 2 


AERO-BLADE . . . Shaped like an airplane wing to create a rr ponte og ALUMINUM-LIGHT .. . One 
vacuum that stands each blade of grass upright to be cut proved traction — 50% piece die-cast housing. 
clean. If an object is struck the lightweight, one-piece blade longer life. SELF-LUBRICATING © Maneuverability—rugged 


absorbs the impact and protects the crankshaft. WHEELS ... Easy operation. strength. 
only once-a-season oiling. 


aint 
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OPTIONAL ELECTRIC STARTING ... Designed by LAWN-BoY STAGGERED WHEELS PLUS ACTIVATED PILOT WHEEL .. . 


exclusively for LAWN-BOY engine. A lightweight 110V. electric Lawn-Boy goes up and over terrace tops and bumps 
starter that works from any house outlet. No batteries to without scalping or tipping. 

cart around. Simple to operate. Takes the last ounce of work TRIMS CLOSE... On front and side. Low front deck 
out of starting. allows easy cutting under bushes. 


~“- a 


WASH-OFF, HANG-UP*.. . Lawn-Boy is specially waterproofed BALANCED POWER ENGINE DESIGNED JUST FOR LAWN-BOY ... 


and has exclusive Lawn-Boy hang-up handle adjustment. Fewer moving parts!—less friction and wear. Premixed gas and 
Hose it off, hang it up! Quick, easy. oil eliminate messy oil checking and changing, assure perfect lu- 
*Requires special gas cap at slight additional cost. brication. Reacts instantly to power needs. Runs 100° cooler, too. 
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HI-LO HANDLE .. . Un-snap, flip EASY WHEEL-HEIGHT CHANGE... ACTIVATED PILOT WHEEL... Spring suspension guide 
over, re-snap! That’s all to Five cutting heights. Just un- wheel rides up and down dips in turf while Lawn-Boy 
change handle height for the click, lift or lower, re-click! cutting piane remains level. You get the smoothest 
tall or short person who mows. Available on Automowers. lawn you've ever seen. 





see your LAWN-BOY jobber today 
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Lamar, Missouri 
















Aluminum 





and steel 
D-handle 


shovels 


} \ 


Aluminum f 
and steel , 
long handle 


shovels 








Aluminum 
and steel 
scoops 










Garden 
Spades 





Farm forks 
and hooks 











bucinece with 


all year through! 





Hoes 
‘\ (all styles 





hardware quality. Value priced. 
Available through the distributor 


of TRU BLU tools by Wood! 


. . 


Now you can build better 


farm, lawn and garden tools 


T 






jo1s BY WO? 


Everything you need in a complete farm, lawn 
and garden tools section — all under one uniform 
brand! Uniform finish makes unified store display 
—-makes plus sales of companion tools. True 


Nationally ad- 


vertised in Farm Journal and Successful Farming. 


of your choice. 


Ask yours . . . insist on getting all the advantages 











Spading forks 










Grass 
trimmers 
Weed 
cutters 





Garden rakes 







Brume rakes — 


Rotary edgers 


Small hand tools 


a 
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oo 
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Rotary and 
wheeled 


cultivators 


“ 


\ 


\ 











Winter tools 










Lawn sweepers 
(hand or 
power) 
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Home garden 
barrows 


Concrete and 


gag 


contractors 


barrows 
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DOG CHAIN DISPLAY 
Colorful metal hanger holds 12- 
chain assortment, attracts all dog 
owners. Choice of 3 assortments 
of best-selling Bulldog pattern 
dog chains, with colored plastic 
or metal toggle grips. 


e its <= 
WA 


<a ea > 


oo ~ — 
oS eel 3 


in a 
| a ee ‘ 
i a a | yo 

: — ae 


ANIMAL CHAINS 
Hodell halter and dog chains, 
cow ties, tie-outs, kennel and ex- 
erciser chains, anti-cow kickers, 
dog couplers and chain choke 
collars ...all of the quick selling 
styles and sizes. 


“> - —— 
=<SS aso Y 
“i 

— 


SSeS 


CHAIN MERCHANDISER 
Packs a lot of chain selling power 
into less than two square feet of 
space. Compact and colorful, the 
Hodell Chain Merchandiser han- 
dles your choice of four chain 
assortments designed to fit 
local preferences. 


PAILETTES 

Proof Coil and BBB Coil chain in 
strong steel reusable containers. 
Handiest way to handle these 
heavier chains. Attractive enough 
for floor display. Four chain 
sizes available include *%, 14, %& 
and %¢ inch. 


: 
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...-fOor steady 
chain sales 
and profits 
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Handy Trace Utility 


CHAIN SPECIALTIES 
Hodell’s full line of welded and 
weldiess chain includes these 
four popular assemblies .. . fast 
sellers, especially to your farm 
customers. Full range of sizes in 
each type. 


HODELL COIL CHAINS 
All the welded and weldless pat- 
terns and sizes, high quality and 
dependable, in standard hard- 
ware packages and on metal reels. 





HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 
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pMade for TRACTORS 


oe : 4 am This safe, handy funnet 
—, fits ALL POPULAR MODELS 









aN 


# 
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LOCKS TIGHT 
TO FUEL TANK % 


THE ONLY MULTI-FIT TRACTOR FUNNEL 


SAFER...FASTER...NON-T1P 


Now is the time to feature this funnel for volume sales. 
Every tractor owner is an immediate potential cus- 
tomer and every sale brings you big profits. 





ping ond spilling. Eco. ne “Mutti-Fit’” Lock-On Tractor FUNNEL has a 
nomical—Safe! three way locking device that fits the gas tank filler 
necks of all popular tractors. 

THE ONLY FUNNEL TO OFFER ALL THESE SALES FEATURES 
e Exclusive Patented Design. e Fits all popular tractors. 


EXCLUSIVE LOCK-ON 
FEATURE prevents tip- 


LEAVES BOTH HANDS 
FREE for faster, easier 
refueling. Positive air 
vent in lock provides a 
steady, rapid flow. 


e Locks quickly and easily, same 


e Made of heavy galvanized 
as any gas cap. 


steel. 





e Priced low for volume sales and 
profits for you. e Steel wire ring reinforced bowl. 


STOCK UP NOW! Order From Your Wholesaler. 
Mail Coupon Today. 












General Metalware Company, Dept. HA 


REMOVABLE FINE MESH 1401 Central Ave. N.E., Minneapolis 13, Minn. 


BRASS SCREEN filters fuel. Please send 
— in place by retainer [] More information. 
ng. 


[_] Name of nearest wholesaler. 


Name 
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Company Name 


GENERAL METALWARE COMPANY Address 
MINNEAPOLIS 13, MINNESOTA City State 
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Reynolon polyvinyl chloride film is 
super clear — and clearness counts 


in do-it-yourself film uses. Here’s how to make these 


Reynolon is non-porous — dust, dirt, advantages work for you: 


liquids can’t get through. IF You Are Already Selling Viny! Film, sim- 


ply check your hardware distributor and 
find out if he is supplying Reynolon super 
clear plastic film. if he is, use the sales 
points at left in your on-the-floor selling 
efforts. if the film you are selling is not 
Reynoion, write for names of suppliers of 
this superior film. 


Reynolon is strong—resists tearing, won’t crack or fray. 
Reynolon is wonderfully soft and pliable. 


Reynolon has a soft luster that actually 
beautifies as it protects. 


Reynolon stays bright and attractive — wipes clean 
in a jiffy with a damp cloth. IF You Are Not Carrying Vinyl! Film, con- 
sider the wide applications for this popu- 
lar do-it-yourself product. Storm windows, 
greenhouses, garden houses, poultry 
houses—all types of covers for furniture, 
power tools, washing machines, play pens, 
lamp shades, mattresses, etc. These are 
just a few of the uses for Reynolon. Write 
for names of suppliers of this outstanding 
clear plastic film. 


and 


Reynolon is a product of the Plastics Division 

of the Reynolds Metals Company. Consumers know 
and rely on this company name. It’s a household 
name with millions of families who have made 
Reynolds Wrap the outstanding first choice 

among all household aluminum foil. 


@eeeeeeceoeeeeeaeseeeeaeeenaeeeaeeneneeneeneee 
STRADE MARK 


mg Plastics Division 
REYNOLDS METALS COMPANY 


GROTTOES, V/RG/NIA 
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_ AMERICA’S MOST POPULAR LINE OF PORTABLE LIGHTS 





























a BX See 


40,000 candlepower sealed-beam headlight 
and a flashing red beacon make this light 
a must for motorists, campers, sportsmen 
and homeowners. Silver contact switches; 
brilliant chrome finish; lightweight and 
comfortable to carry. Radar-Lite is 
America's leading sealed beam flasher 


lantern. Retail: $12.40 with battery 


hours of 


weatherp 


Retail: 


to compliment chrome or copaee finish. The 
newest idea in poriable lighting. 


Retai': $8.95 with battery 
Radar-Line Accessvries 


Storage bracket, lens guard, carrying strap and other 
accessories are available for all Radar-Line products. 
Ask your distributor for the sheet showing the com- 


Radar: Flaah ( 


Low cost emergency flasher ae = 


life-saving warning signals visible. r 
mile. Steel-clad battery is leakproof, 


ports—docks—police and fire depart- 
° ments—highways. As essential as a 
tire jack. Packed in individual stor- 


age cartons. 


The perfect portable light. Obsoletes flame 

type lanterns. Gives safe bright light at the NEW—Powerful battery 

flick of the switch. Illuminates a wide area. Used on all Radar-Line lights. 
ideal for the boat, cabin, home, tio or Six volts. Gives 4 times the ser- 
farm. Safe for women and children. Equipped vice of old fashioned lantern bat- 
with new French gray or rust-tone batteries teries for only 2!/2 times the cost 

















America's newest focusing lantern. Over-size 
head and large reflector give a long clear beam 
or wide flood of bright light with a twist of the 
wrist. Has comfortable handle. Silver contact 
switch is positioned for one-hand operation. 
Attractive red finish. Rugged and compact—it 
is a "Bearcat" for the boat, car, home, cabin or 


farm. Retail: $6.95 with battery 


continuous service. 


roof. ideal for autos—air- 


$6.40 with battery 


—plus a sealed in 
ye en 
and weatherproo 
construction ai No. TW34 
no extra cost. Battery forms its 
own case—no danger of leakage, 
corrosion or rust to damage the 


light. Retail: $2.45 








POWERFUL CONSUMER 
NATIONAL AD PROGRAM 


Backed by the most powerful national advertising in lantern 
history. Consistent Burgess advertising in— 

Life Saturday Evening Post 

Look md illustrated 

Outdoor Life Tru 

Sports Afield Field and Stream 

Farm Journal American Legion Magazine 

Progressive Farmer Boys’ Life 

Mechanix Illustrated Business Week 


Batteries for: Flashlights, Lanterns, Toys, Ignition, Telephone, 


Plus daily newspapers and Sunday supplements in America's 


Radio, Model Ignition, Photo-flash, Hearing Aids, Industrial greatest population centers. 





Electronics. Flashlight Cases, Penlights and Pocketlights. Contact Your Burgess Distributor Today! 


BURGESS BATTERIES 





BURGESS BATTERY COMPANY 
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FREEPORT, ILLINOIS 


“SIDE-KICK’ 


The lowest priced ALL STEEL AND MALLEABLE 
IRON “swing-out” on the market 














This lightning reloading, bull’s-eye drilling beauty now has even 
greater sales appeal! Strengthened swing-out cylinder offers 2-point locking, free-swing 
action and absolute positioning of chambers and barrel. Heavier barrel improves handling 
and accuracy, while its new non-glare finish eliminates all light reflection. Also, you can 
point out a new, wide front sight for more accuracy... and a handsome streamlined frame. 








For speedy reloading the extractor auto- = ego $ 3 8 > 


matically springs back into place after value at just — 
ejecting the empty shells. The industry's Ste 
simplest designed cylinder mechanism as- lig : : In 6", 4” or 22” barrel models. Also 
sures a lifetime of operating ease. iP a available.in chrome (Model 930) 

Ee : $4995 Retail 








HARRINGTON & RICHARDSON, INC. 


438 Park Avenue, Worcester 10, Mass.—In Canada: H. & R. Arms Co., Ltd., Montreal, P. ©. 
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YOU ARE CORDIALLY INVITED TO ATTEND THE 


12th Annual 


NATIONAL HARDWARE SHOW 


Including the Lawn, Garden and Outdoor Living Division 
and the Fishing Tackle Division 


at the COLISEUM in NEW YORK CITY 
xk * * 


OCTOBER 14-15-16-17°18 


for the trade only 
































Only at the National Hardware Show can buyers find more than $2,000,000.00 
in samples displayed and demonstrated in more than 300,000 sa. ft. 
of floor space . . . see, feel and compare more than 1000 brand new 
items . . . and meet the principals of 1000 leading manufacturers. 









Fill out and return the registration coupon today. Your admission badge, 
which will admit you without further registration, will be mailed to you. 




























NATIONAL HARDWARE SHOW ae 
N ION Al I suite 1103, 331 Madison Ave., New York 17, N.Y. 
Please check below if you wish us to make hotel reservations for you. 
(Please Print) 
HARDWARE SHOW FIRM 
STREET 
New York 17, N.Y. MUrray Hill 2-4802 | TYPE OF BUSINESS 
| Please check below the classification of your business. 
["] Importer-Exporter [(] Mfgrs! Agent [_] Manufacturer (_] Other 
| [_] Please send us your hotel reservation blank. 


| 

NAME TITLE 

l 

i 

Executive Offices: 331 Madison Avenue CITY STATE 
i 

| |_] Wholesaler [_] Retailer [_] Dept. & Chain Store Buyer 

i 

i 


i Minors under 18 yrs. of age will not be admitted under any circumstances. 
oem en a ca Se ee ne Re en ee ene ee ter en! 


please fill out coupon and mail ) 
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-ee-FOR EXTRA CHRISTMAS PROFITS 


STOCK UP ON THESE 
THREE FAST-SELLING 


DprSSTON TOOLS 





DISSTON D-23 HAND SAW 


The most popular Disston hand saw especially 
packaged for Christmas in attractive plastic 
stocking. 

Gleaming Disston steel blade is full taper 
ground and full bevel filed. Comfortable high- 
grade hardwood handle is full carved and 
secured with five screws, one a medallion. 
Length Points Cross-Cut Points Rip 

26" 8, 9,10, 11,12 5% 

Suggested Consumer Price $8.95. 

Packed 2 in corrugated container. 10 saws (5 
boxes of 2) per corrugated shipping container. 


DISSTON 368 HACK SAW 


The finest Disston hack saw, with bright chrome polish 
finish frame, with Disston Durafiex blade. Stream- 
lined steel handle, faced with strong black plastic 
and with bright nickel screws. Grip is large and 
comfortable. 

Each frame is packed in an attractive plastic Christ- 
mas stocking with red edging and green printing. 
Suggested Consumer Price $3.50. 


Pocked 1 in box. 10 in corrugated container. 


DISSTON 101 NEST OF SAWS 


Extra strong plastic handle with three blades for prac- 
tically every cutting job: metal, wood, plastic, bone. A 
wood cutting blade, a fine tooth metal cutting blade, 
and a coarser tooth metal or wood cutting blade. Blades 
can be quickly changed and securely locked in any of eight cutting positions. 


Each set mounted on card and placed in attractive plastic Christmas Stocking 
with red edging and green printing. 


Suggested Consumer Price $3.25. 
Packed 4 dozen in corrugated container. 


JBI. JK JPORTER COMPANY, INC. 


mrienry Lt 4 See os oD Oe PiwisSseiwonmnm 


Divisions of H. K. Porter Company, Inc.: Cleveland, Connors Steel, Delta-Star Electric, Henry Disston, Leschen Wire Rope, Quaker Rubber, 
Refractories, Riverside-Alloy Metal, Vulcan Crucible Steel, W-S Fittings, and H. K. Porter Company (Canada) Ltd. 
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ARE BRAND-NEW! 
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This year, Black & Decker gives you a 
crack at homeowners... craftsmen... and 
professionals. It’s the peak sales season 
for $25-$50 items—shavers, mixers, radios, 
toasters, and electric tools. There’s plenty of 
unsold electric tool market potential—only 
1 out of 5 owns a 4” electric drill. First-time 
electric drill buyers are perfect prospects for 
profitable tie-in sales with versatile attach- 
ments. And public preference for the Black 
& Decker brand is at its highest level! 


New Black & Decker Power Kits feature 
the three most-wanted attachments plus the 
world’s most popular, best-advertised power 
unit—the U-3 \%” Utility Dmill. They’re 
packed in sparkling gift cases to attract atten- 
tion, start sales. And on these three power 
kits you get a special 6624% profit margin! 

On top of this, Black & Decker’s new %4 
HP Heavy-Duty Router is a natural for 
craftsmen and professional customers. The 
new Jig Saw attachment is wanted by those 
who already own a B&D 4” Drill. And the 
complete Black & Decker line of popular 
favorites makes it a clean sweep! 


‘Lhe advertising and sales promotion that 
brings these prospects and products together 
is a real bell-ringer! Think of it! 14 national 
magazines—109 Sunday newspapers from 
coast to coast—two saturation weekends on 
Monitor over the full NBC radio network— 
colorful displays, envelope stuffers, fact tags, 
free newspaper mats, freeradiotranscriptions! 


Black& Decker: 


(tea weal) Ring's the bell that 


Wholesaler in | 
} ‘Yellow Pages’ | 
—e 





rings up your sales! 


Look under “Tools-Electric™ 
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SELL STICA-- 


® 


UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYESCO., UTICA 4, NEW YORK 
ince 789: 
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I 7h 700k the exports use [ 


FAMOUS BRAND NAME—)Vlost wanted name in pliers and other high-quality hand tools since 1895. 
WORLD'S MOST COMPLETE LiNE— Pliers for every purpose. Over 160 different types from stock. “‘Specials”’ 
designed for special needs. FINEST QUALITY— Utica pliers are drop-forged for rugged strength. Electronic 
induction hardened on wear surfaces for greater durability. FULLY GUARANTEED—FE‘very pair of Utica 
pliers that you sell is backed by Utica’s famous full guarantee. 
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Beginning October 2I 
ALL your customers will be reading about 


(/ollor_POWER TOOLS 


Weller kicks off a great nation- 

wide campaign with a full color 

spread in Life on October 21, and 

gives a tremendous boost to sales 

right at your local level with a full 

page, full color ad in 33 Sunday Weller makes it easy for you fo tie in 

Newspapers. All this in addition and cash in on this national campaign: 

to Weller’s consistent advertising Convenient Dating Plan—gives you assistance in 

October through December in all ordering ample stocks to get your full share of Fall 

leading homecraft magazines. Be and Christmas sales. Ask your wholesaler about it. 
ready to get your share of Complete Point-Of-Sale Kit—Display moterial, 


the increased demand at catalog sheets, counter literature, envelope stuffers 
stock up now! and newspaper mats are all available to sell Weller 


Power Tools for you. 


WELLER ELECTRIC CORP. csc" 
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NEW BsSSTON MERCHANDISER 
SENDS HAND SAW SALES SOARING! 


eo 2 2° 8 
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Here’s the answer to hand saw merchandising: 


@ Holds 16 saws of all lengths 

@ Rotates for easy selections 

@ Space-saving—only 41°’ x 19"° 

@ Mounts on peg board or plain wall 


@ Permanent, welded metal construction 


Here's the new, attention-getting answer to your 
hand saw merchandising problems! Packed with 
eye-appeal, this striking Disston Display unit 
attracts customer attention immediately. And— it 
makes saw buying easier for him. 


Display your entire range of Disston Hand Saws 
in one compact, colorful revolving rack. This eye- 
appealing Disston Hand Saw Merchandiser makes 
sales easier for you... because it makes buying 
easier for your customers. 


At a cost of only two saw sales, you get this 
handsome Disston Display unit. 


As a bonus, you also receive | D-23 26x 8 pt. 
Hand Saw and | C-1 (Countryside) 26x 8 pt. Hand 
Saw. When sold at your regular retail price, these 
two saws recover the approximate cost of the 
Display unit, $17.85. To get your Display unit at 
this low price, you must order it with the D-57 
Saw Assortment. 


And...here’s what you get in the D-57 Saw Assortment: 


1D-8 —26"', 8 point 
2 D-23—26"', 8 point 
1 D-23— 26", 10 point 


JH. Ike. 


Henry 
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1 D-95—26"", 8 point 


1 D-23—26'', 5% point rip 
1 D-23—24"", 10 point 


1 M-1—26"’, 8 point 
1 R-1 —26”, 8 point 
1 T-1 —26"', 8 point 


ORDER TODAY FROM YOUR WHOLESALER 


i iS See CO mN 


Divisions of H. K. Porter Company, inc.: Cleveland, Connors Steel, Delita-Star Electric, Henry Disston, Leschen Wire Rope, Quaker Rubber, 
Refractories, Riverside-Alloy Metal, Vulcan Crucible Steel, W-S Fittings, and H. K. Porter Company (Canada) Ltd. 
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Stimulate vise sales with this Desmond-Simplex 


FREE 


Desmond-Simplex 
VISES 


ise opplicatio™ 
vi 


nome, rer 
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put it anywhere, mati cited buying, sells other tools, 
small area: 10%” x 12”, eye catching 


You can sell Desmond-Simplex utility vises faster with this 
tree display stand. Styled by a leading industrial designer, 
it hangs on any pegboard tool wall, or can be placed 
on islands and counters. High visibility, yet it occupies 
small space. Stand holds a supply of promotional ‘‘do it 
yourself’’ information. Base is lacquered black, has rubber 
feet to prevent marring. Sturdy steel frame has hangers 
to fit all hole spacings, enameled metal back panel has 
red and black letters on white background. It sells vises, 
yet allows you to keep stock packaged. 


The display stand above is given free when you order the 
V-5 vise deal. You get an assortment of five Desmond- 
Simplex utility vises at regular prices, plus the display 
plus a generous supply of vise application folders. For 
convenience, a No. 350 vise comes bolted to the stand, 
making a ready-to-use sales stimulator. 


Order your No. V-5 vise display deal from your jobber 
now. Get sales promotion plus the five vises listed 


QUANTITY MODEL JAW WIDTH JAW OPENING WEIGHT 
1 No. 300 3” 3%” 12 

2 No. 350 342” 4” 1842 

1 No. 400 4” 5” 25 

1 No. 500 2” 5” 30 














Desmond-Simplex 
STEPHAN PA F- ¢ 3 CO ‘ 


RBAN NA P 


ened ai details on your V-5 vise daa 
No obligation, of course. 


Name Store 
Street City 
State Jobber 
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ANNOUNCING... another PaC first! Now ready. for your store! 
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Greater Flexibility ... 
Use the new Twin Rocket up against walls or out in the 
open, on a counter, gondola island display or in a tool 
alcove . . . always in a high traffic location for more im- 


pulse sales. PaC puts the tools out where your customers 
can see ‘em, feel “em and buy ‘em! 






send today for details 


Ask your wholesaler or write for free literature. 
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MERCHANDISER 
ENGINEERED FOR BIGGER PROFITS! 


« Faster Turnover! 













¢ Bigger Profits! 
¢ Easier Inventory! 
¢« More Impulse Sales! 


You'll find more sales power per square foot in PxC’s sensational 
new Twin Rocket 150 Self Selling Tool Merchandiser than any 
unit you ever had in your store. It neatly holds 162 of the world's 
fastest selling hand tools . . . priced, numbered, shadow outlined 
. . and in only 4 feet. PC is the leader in developing newer and 


better tool merchandisers. 


® 











TOOL COMPANY 
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SUBSIDIARY OF 
l@ov-.9S" 


Box 5926, Portiand 22, Oregon 


Chicago warehouse and sales office: Box 87, Schiller Park, lil. 


"FURNACE 
FILTERS. 


The new way to sell more furnace filters! 
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Okolona, Ky., hardware dealer 
Sellers Hardware Company says... 


“OUR FILTER SALES DOUBLED WITH PROFIT-PAK’’ 


“Profit-Pak puts filters out front where customers sell themselves” 


“Gives us a complete stock in 20” of floor space” 






Aggressive hardware retailers like Sellers Hard- 
ware Company have found that Profit-Pak 
revolutionizes filter selling! No more stock 
handling problem, no more hide-and-seek sell- 
ing. Your complete furnace filter assortment is 
out in plain sight, and customers sell them- 
selves. Profit-Pak handles over 85% of your fur- 
nace filter needs, all in 20” of floor space. 
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Profit-Pak simplifies your ordering, simpli- 
fies your records, saves time all around. The 
zip-open carton opens up in seconds. It attracts 
customers’ eyes, until next thing they’re pick- 
ing out their filter size. 








Today more and more people are learning about 
AMER-glas filters. AMER-glas is the filter most of them 
see already in use in their furnaces, because the man- 
ufacturer has carefully specified it. So, it’s AMER-glas 
they look for when it’s filter changing time. Get 
ready now for Fall selling . . . let PROFIT-PAK 
make more money for you! 
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American Air Filter Company, Inc., Louisville 8, Ky. 


Beautiful color-styled merchandiser carton complements any store. 


PROFIT-PAK 















- 
MAIL AMERICAN AIR FILTER CO., INC. 

AMER-glas Sales Dept., 435 Central Avenue, Louisville 8, Ky. 
COUPON Please rush me complete information on the PROFIT-PAK way to 


sell more furnace filters and make more profit. 





TODAY! 





COMPANY 





ADDRESS 
CITY ZONE STATE 
| |}! ama retail hardware dealer.| |! ama hardware wholesaler. 
















r 
| 
| 
| 
| 
| NAME 
| 
| 
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From housewife with paint on her fingers to builder with 


rel LLS THE HARDWARE blueprint under his arm, they all reach for AJAX, the hard- 


ware that's designed to fit the hand and dress up the home, 


DESIGNED TO DRESS UP With AJAX you profit because you have a fast turn-over 


and the user profits because of the finer finish, better design 


CABINETS AND DRAWERS and economically priced. 


EARLY AMERICAN DRAWER 
PULL AND HANDLE NO. 985. 
Shown in hammered black. 
Also available in hammered, 
antique copper and smooth- 
surface polished brass fin- 
— Packed 1 dozen per 
OX. 


————————— Individual packaging in clear plastic creates sales ————— paenidin 


FLUSH PULL NO. 292. 2” 
dia. For use with sliding. 
doors or panels. Available 
in steel, brass or bronze in 
all standard finishes. No. 
293 2%” dia. 


EARLY AMERICAN HL HINGE 
NO. 921, %” offset. Avail- 
able in hammered, antique 
copper and hammered black 
finishes. Packed 1 dozen 
pairs per box. 


SASH LOCK NO. 244. Heavy 
gauge steel with a double 
spring. Nickel, brass or 
bronze finish. Packed 1 
dozen per box. 


Pat. No. 
2767421 


No. 42 SPRING-EZE 3-in. 
DOOR STOP. Exclusive bulge 
prevents kinking. Provided 
in 5 standard finishes. Now 
available in 4” length (No. 
43). Packed 3 dozen per 


DOOR GRILLE & KNOCKER 
NO. 605. One way vision 
mirror assures privacy. 
Beautiful design, weather- 
proof, fits all doors. Also 
available without mirror 
(No. 600). Four finishes. 


BEVELED EDGE CONCAVE 
KNOBS. No. 418 (142”), No. 
426 (2”), No. 428 (24%”). 
Available in all standard 
finishes. Packed 1 dozen 
per box. Backplates Nos. 


TULIP KNOB NO. 431. To 
match popular tulip design 
door knobs. Available in all 
Standard finishes. 1%” 
diameter. Packed one dozen 
per box. Shown here on 
016, 026, 031 and 036 sold No. 043 backplate — sold 
separately. separately. 


eR ne TT 
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DRAWER PULL NO. 530. Popular 
streamline design. Available 

in all standard finishes. Shown 
on 054 backplate (sold 
separately). Packed 1 dozen 
per box. 


RECTANGULAR FLUSH PULL NO. 
286. For use with sliding doors 
or panels. Available in all 
standard finishes. No. 284, 
highly styled round end 
flush pull, 

See us at the 12th National Builders’ Hardware Exposition 


Booth 89-90, Sept. 23-25, Conrad Hilton Hotel, Chicago 
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Build sales with U-Brand 
metal insert fittings 


Extra long, extra sharp serrated surface 
insures lasting, leak-proof joints! 


Extra long, sharp serrated surface on all U-Brand metal insert fittings 
insures greatest clamping security for maximum permanence in 
plastic pipe installations. Raised serrations are clean and sharp... 
become firmly embedded in pipe walls. 


For utmost strength, U-Brand insert fittings are made by one-piece 
construction. Insert ends are precision machined to close tolerances. 
You get a snug fit, smooth clamping surface every time for fast, easy 
and secure installation. 


U-Brand metal insert fittings are available in brass and steel. There's 
a shape and size for your every need. 


n e For your added protection, each U-Brand fitting 


is individually inspected. U-Brand quality builds 
your reputation as well as profits. It pays to stock 
and sell U-Brand Pipe Fittings. 


pa 


A SINGLE SOURCE FOR ALL YOUR PIPE FITTING NEEDS 


Galvanized and Black U-Cote Malleable Iron Pipe Fittings— 
Unions—Plugs and Bushings—Cast Iron Drainage and Screwed 
Fittings—Steel Nipples and Couplings—Insert Fittings for 
Plastic Pipe. 


The 
Union Malleable 


Manufacturing Company 
Ashland, Ohio 
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K-698 — Front: 
red swing panel, oyster-white fixed panel 


$20.00 VALUE 
F R E E ! Without extra cost . . . the beautiful K-698 


Guardian Display Mount, complete with hardware, will be sent 
to you on receipt of your complete order for: 


5 cases of stock locks and latchsets 
including at least one case of Keyed Sets 
(20 sets per case) 


FOR Guardian 
LOCKSETS 


Reflecting the ultra-modern styling of the Guardian line of cylin- 

drical locksets, this handsome display mount shows your customers 

at a glance the rich effects possible on modern-finished doors. 
Will be supplied until December 31, 1957. 


yellow swing panel, oyster-white fixed panel. 


P. & F. CORBIN Division Good Buildings 
magi sy oreo aan deserve CORBIN Hardware 
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Bathrooms are one of the most important rooms in 

any house. With Hall-Mack bathroom accessories 

you can design and build bathrooms of which you can be 
truly proud. Hall-Mack’s beautifully chrome-plated 


9 accessories make any bathroom more attractive, 
He re Ss a more livable and enjoyable. 
Shown here are but a few of the many beautiful 
and original Hall-Mack accessories that have 
earned the reputation as the world’s finest. 
They all share Hall-Mack quality—and are all 
designed with the smart classic styling that blends 
with any bathroom style or budget. There are 
several complete lines of Hall-Mack accessories — 
bf al |- IVi ack in several price ranges. You're sure to always find 
a style and idea which best suits your taste and needs. Beautiful 
chrome plated 


b th Always...specify and install...Hall-Mack, the world’s prea 
a ro  @ ) mn finest bathroom accessories! 


paper holder. 





pn plated towel bar 
be pulled out 


ma FF 


HALL-MACK COMPANY 
DIVISION OF TEXTRON INC 
AL(- aay 4\@ R 1380 West Washington Bivd., Los Angeles 7, California 


["] Please send your FREE color booklet of new bathroom ideas. 
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FIVE 
REASONS 
WHY 


FOAMFLEX 


AGAIN WILL BE THE FASTEST- 
SELLING AND MOST PROFITABLE 
DOOR WEATHERSTRIP 


BR i iat ee ee ¥ - CASALE SSO ND HO 
ili Seine a A OTROS rn 


Pe LO - « - a ce y 
IOSD osecee estes _ . — * < 


1. FOAMFLEX is the only Brand Name door 
weatherstrip. 


2. FOAMF LE Xis the only door weatherstrip pre- 
sold for you through national consumer advertising. 


3. FOAMFLEX is the only door weatherstrip 
ever to capture the market in one year—and get 


reorder after reorder from jobbers—even in mid 
December and January. 


4. FOAMFLEX is the only door weatherstrip 
that makes it possible for dealers to limit their line 
to one product and clean up the market cluttered 
by gimmicks and gadgets. Put prestige into the 
weatherstrip business with an accepted product that 
works, and gives complete customer satisfaction. 


5. FOAMFLEX is the only really new door 
weatherstrip in 25 years! 
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#4. Millions of home owners, farmers, motel and resort operators, 
builders, private cottage owners will be reached by the huge Foamflex 
national consumer advertising campaign in 1957—starting well in 
advance and continuing throughout the selling season. Plus— generous 
local newspaper advertising in 50 major markets. Plus radio spots. 
Plus 'TV spots. Plus free window and counter displays, give-away 
literature, mailing pieces and other sales aids! 


2. Only Foamflex gives you the selling advantages of the first new 
door weatherstripping in 25 years. Exclusive closed cell vinyl perma- 
nently bonded to wood, 4”’ x 4%" clear beveled moulding. Waterproof 
—cannot absorb moisture. Airtight—makes weatherproof seal. 
Silences closing doors. Makes air-conditioning more efficient. Installs 
in 10 minutes with saw and hammer. Installs over present moulding. 
Moulds to warped and uneven surfaces. Stays flexible at 50° below 
zero. Can be painted without hardening. 


3. Twelve handy sets of Foamflex are pre-packaged for dealer and 
consumer convenience in this easy-to-use, stand-up, self-display, 
self-selling carton. Each set contains 3-foot piece and 2—7-foot pieces 
and pack of nails—enough for any door. 


KMenZ>ON: 





ORDER FOAMFLEX FROM YOUR JOBBER 
—and Famous, Fast-Selling Mortite, Too! 


"Mlortell 
COMPANY 


Technical Coatings For Home and Industry Since 1895 
Detroit, Mich. * Kankakee, Ill. « Lyndhurst, N. J. 





$2.29 per set retail 
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Heres your 
“'NO-TROUBLE’’ 


Cellar Drainer 


new SIA-RIIE 


Submersible drainer 
pumps 3800 GPH., 
including solids 


up to 2’ diameter! 


No grief when you install it. No grief 
when it’s operating. Always ready to 
pump the moment it’s needed. Drains right 
down to within an inch of floor level. 
Large, 2” diameter ports in the specially 
designed water inlet prevent clogging, 
allow pump to handle solids. Portable. 
Weighs only 39 lbs. Pumps up to 3800 GPH. 


NEW DESIGN 

oo np Rugged, 
impeller h ‘es aft. - open 
assures more gallons pumped. 


RELIABLE MICRO-SWITC 
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Here’s another addition to the famous Temco line of 
gas heating equipment. An unvented heater that hangs 
on the wall, Temco’s new “Pin-up” is a beauty. It’s 
handsomely styled ... easy to decorate around ... and 
occupies no valuable floor space. 


CHECK THE SELLING POINTS! 


Top and sides cool to the touch—no danger of 
burned fingers! 


‘ Easy to install — hangs on the wall, firmly attached 
with just four screws! 


Two-tone decorator styling — modern TV grille in 
deep tan porcelain, cabinet in neutral tan. Harmo- 


TEMCO, inc. 


NASHVILLE 9, 





TENNESSEE 


GAS HEATING 
SPEC/AL/STS 
FOR THE NATION 
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nizes with any decor, any color scheme. 


Available with automatic controls to maintain uni- 
form heat at desired temperatures. 


Perfect for zone-controlled heat — with two or more 
Temco “Pin-up” heaters it’s easy to maintain de- 
sired temperatures in different areas of the house. 


Operates on Natural, Manufactured, or L-P gas 
—no electricity required. 


Ceramic -Clad* finish on combustion housing — will 
never rust out, never burn out. 


Porcelain enamel TV-style grille prevents discol- 
oration. 


*Trademark Registered 














Z 

© 

TEMCO, inc., Dept. C-145 Ms 
Nashville 9, Tenn. o 
Please send me complete information about the new © 
TEMCO “Pin-up” Gas Heater. “ 
* 

Name ¥ 
* 

, a 
Firm @ 
ry 

Address ° 
» 

* 
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Time’s getting short! 


Line up NOW for 
BIGGER FILTER PROFITS sous 


with (glasfloss 


* TRADE MARK 


FIBER GLASS FURNACE 


| iT R Sell the filter with the 
| 3 big selling features— 


extra-fine fibers—more filtering surface ... extra-fine, extra-silky glass fibers catch and 
traps more dirt hold more dirt, let more clean heat through. 


extra-safe fibers—won’t splinte 
= ae ee WON * SPINE OY PI” AY standard popular sizes for all warm-air, 


blower-type furnaces. 20” x 25’’—20” x 20” 
— 16” x 25” — 16” x 20” —15” x 20” — 
GLASFLOSS traps more dirt. Extra-long, 10” x 20’—in both 2” and 1” thicknesses, 


extra-long fibers—/or greater strength 


ORDER NOW—WHILE THERE’S TIME TO CASH IN ON THE BIG 
GLASFLOSS FALL PROMOTION! 


SELL GLASFLOSS NOW! PAY LATER! 
Order now. You won’t be billed for 90 days— 
long after Glasfloss profits start coming in. 
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MORE HEAT WITH 


Clasfloss 


FIBER GLASS 


FURNACE FILTERS 











LESS DIRT WITH 


(iasfloss 


FIBER GLASS 


FURNACE FILTERS 











Get these FREE 


| ., 
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- ATTENTION -GETTING 
WINDOW BANNER 


Co -4-3 Mel -tole) (mish come) tiae-atela-e 
Can also be used as wall 
banner over your filter dis- 
play. 


MOBILE 





EYE-CATCHING 


to attract customers to your 


Glasfloss display. 








| ATTRACTIVE 
‘ | ENVELOPE STUFFERS 


Coue-1-1| Mo) ce)-)e]-1086-W- [atom (e]dgal-1amenes-) (lanl -16-9 


TIE-IN NEWSPAPER MATS 


to tie in with big national campaign 


To get your free promotion kit—contact your 
jobber or nearest Pittsburgh Plate Glass 


warehouse. Or write direct to us. 


ACT NOW!—for BIG GLASFLOSS PROFITS! 


Order Glasfloss filters in the complete size range = 


national promotion « Display Glasfloss * Advertise Glasfloss 


GET IMMEDIATE DELIVERY! b Cole lam (eler- | mm Clr-b-31(0)-t-mm (0 ]0] 0-1 am ar-t-meoelan 


plete stocks of all popular sizes of Glasfloss Filters available for fast delivery 
to your store. Call him for quick service 
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CHANGE FILTERS 
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Tie in with Glasfloss 


New P21 E241D Wrench 


Core fackage 


Also Birthdays, Father's Day, etc. 


A hot item for your 1957 


Family Gift Center 


RiIteaip Gift Package No. 57 features genuine RIZAID> 
12” pipe and spud (monkey) wrenches. Every home 
handy-man needs them. Sturdy package is home tool 
box. Useful, attractive green and gold package builds 
impulse sales for these popular RIEFAID’s. 


Consumer Advertising and Display Aids Build Sales 
8,509,000 ads in The Saturday Evening Post and The 
Farm Journal featuring this RI@AID Gift Package build 
profitable sales for you. Show cards, posters, ad mats 
and news releases for local use available. 


Don’t miss increased Christmas sales—get complete de- 
tails and order your supply of RI@BIm Wrench Gift 
Packages No. 57 from your Wholesaler today! 

The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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BEST SELLER‘? 
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Display merchandise where 
Your Customers can see it— 
want it—and buy it! 

Only Heller Flexible View Fixtures offer 
so many sales-proven features. Heller 
fixtures are the right answer for those fast, 
impulse sales that make for greater profits. 
See you at the National Hardware Show, Booth 33-A 


= al Ao : 
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* Write, Wire or 


Phone Today 


..- Yours for the 
asking! Illustrated 
literature and 
prices... 


Ask for Catalog 
SA 


W.C. LS ellera&co. "7" 











Save with MYERS 
Standard & Gees Trucks 





MODELS AND SIZES 


Write today for prices and 
specifications on 

models shown here. 

write for illustrated folder 
showing more models. Or 
send us your specifications 
on custom jobs. Our prices 
are definitely competitive. 
Quality, workmanship and 
materials will stand most 
rigid comparison. Repre- 
sentatives in ali principal 
cities. Fast service. 





5,000 COMBINATIONS OF — 











MYERS cinrs2530— Nastwille 7. Toon 
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No. 5517 
49c Retail 





——* 
| 59c Retail 
| 
| 





























No. 517 


89c Retail (| \\\\\ \\\\ NN \s G9) 
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No. 518 
99c Retail 


No. 1517 
$1.69 Retail 


The BIG SEASON for these BIG SELLERS is here! 
Millions of boys and girls are starting back to school — 

on bikes! And, on weekends, they’ll also be using their 
bikes for numerous recreational activities. They’ll 

need and want Master Bike Lock protection. Check your 
stock ...and order from your wholesaler now. 


Maier Padlocks 





Master Jock Company, Milwaukee 45,Wis. © “WJovldi- Largest Padlock Monufactinons 


HARDWARE AGE, SEPTEMBER 12, 1957 69 





introducing... 


dats 





ie 


=> <a titate 





new line 


(Yas ate C rad (ol 4 




















ate —— 


styled ond priced to sell on sight 
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Makers of fine clocks since 1831 











INGRAHAM GLOBE 


Electric alarm. Bone white plastic case with wrap-around 
crystal. Plain blue and white dial or luminous dial in inidnight 
blue. 34%” high, 44%” wide. 


NA801 Globe 
NA809 Globe, luminous Retail $6.95 


INGRAHAM FLAIR 


Electric alarm. Unique in- 
swept metallic textured 
dial with clear crystal. 
Ivory-color case with gold- 
en-color dial. Decorator 
gray case with silvertone- 
color dial. 4” high, 5” wide. 
BA601 Flair, ivory case 
Retail $6.98 


BA600 Flair, gray case 
"Retail $6.98 Chime bell alarm. Solid brass case, 
brushed satin finish. Raised brass 
numerals, polished brass spear 
— Gift packed. 54%” high, 3%” 
wide. 


NA805 Custom Retail $14.95 








Electric alarm. Delicately ribbed, 
easy-to-read swept-back dial with 
transparent flared crystal. Case 
tapers smartly and comes in pink 
and blue morning glory colors, or 


alabaster. 334” high, 414” wide. 


BA605 Princess, blue case 
Retail $4.98 
BA606 Princess, alabaster case 
Retail $5.48 
BA607 Princess, pink case, luminous 
Retail $5.98 
BA604 Princess, alabaster case, 
luminous Retail $6.48 








INGRAHAM REGENT 


Electric alarm. Textured golden 
color front. Dove gray case and dial 
with dark blue numerals. Tan case 
with matching numerals on sand- 
color dial. 334” high, 5” wide. : ; 
& Electric alarm. Elegant tapering oval 
= and 


BA608 Regent, gray case design. Classic Roman nume 
Retail $7.98 golden-color minute markings. Alabaster- BA602 Empress, alabaster “Retail $9.50 
BA609 Regent, tan case color case with dial that simulates a pool BA603 E nk 
Retail $7.98 of liquid gold and bronze. Marbleized en pe oe Retail $9.50 
rose quartz case with delicate pink and 
snow white dial. 34%” high, 6” wide. 


INGRAHAM RIO 


Electric alarm. Pink or ivory-color 
Lustrex case. White dial with Arabic 
numerals on a light gray paneled 
background. Also available with 
charcoal-color dial and luminous 
numerals on a background paneled 
in contrasting shades of gray. 334” 


high, 334” wide. 


NA702 Rio, pink case 
Retail $3.98 
NA702A Rio, ivory case 
Retail $3.98 
NA703 Rio, pink case, luminous 
Retail $4.98 
NA703A Rio, ivory case, luminous 
Retail $4.98 





All prices and specifications subject to change. 


5 age — —_< that —— 
day of the w at a glance. 
INGRAHAM MURAL Unique, keystone-shaped case in 
Electric kitchen wall clock. Oval flame red with red or white dial. 
case with concave frame. Poppy Also, azure blue case with match- 
red and white dial or apple green ing dial. 6” high, 74%” wide. 
and white dial. 74” high, 64” wide. 


NT724 Mural, red dial . 
Retail $5.98 NT723 Calendar, red case, red dial 

NT725 Mural, green dial NT727 Calendar, red case, white dial 
Retail $5.98 NT726 Calendar, blue case, blue dial 





INGRAHAM MODERNE Electric wall clock. Tomato red case, chrome 
dial with red center, white hands and numerals, black sweep second 
hand. Warm charcoal gray case, copper dial with soft yellow center, 
black hands, white numerals, red sweep second hand. 


NT730 Moderne, chrome dial Retail $6.98 
NT731 Moderne, copper dial Retail $6.98 


INGRAHAM : 
WAFER 


Electric kitchen wall clock. 
Durable metal case finished 
in chrome or copper. 
Chrome case has either 
white or juniper green dial. 
Copper case has sherry- 
color dial. 7” case, 5” dial. 





SK174 Wafer, chrome case, white dial . . Retail $4.98 
NT729 Wafer, chrome case, green dial . . Retail $4.98 
NT728 Wafer, copper case, sherry dial . . Retail $4.98 


INGRAHAM MODE Electric kitchen wall clock. Bone white case. Dial 
in white, red, yellow, turquoise. 6” diameter. 


NT704 Mode, white dial Retail $3.98 
NT704A Mode, red dial Retail $3.98 
NT704B Mode, yellow dial Retail $3.98 
NT704C Mode, turquoise dial Retail $3.98 


Ingraham Synchro-dyne Motor 


Ingraham’s fresh new look in electric clocks was made possible 
by this extremely compact power unit. It untied the designer's 
hands and enabled him to come up with case designs impossible 
with the bulky motors of the past . . . case designs that only 
Ingraham can produce. 


Ingraham has been building precision electric timing devices for 
twenty-five years—for military, industrial and major appliance ap- 
plications with the most exacting specifications. This new Synchro- 
dyne motor is the result of a thirty-million motor experience. Its 
lower speed (400 rpm instead of the usual 3600 rpm) means 
longer life and super-silent operation. Its patented Burghoff rotor 
means more dependable performance. And its Ingraloy bearings 
and special silicone lubrication assure whisper quietness. 


All prices plus taxes. All prices and specifications subject to change. 


THE E. INGRAHAM COMPANY «+ BRISTOL, CONNECTICUT 
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Want to go self service? 
do it when you modernize 


Here is how a West Coast hardware dealer made the change over 


If you want to go self service, do it when you modernize your store. 

That is the suggestion of Wilbur Peters. Mr. Peters speaks from experience. 
That is what he did when he modernized his store, Peters Hardware, in Oppor- 
tunity, Wash. 

Mr. Peters’ observation is especially pertinent. Many hardware dealers in the 
Pacific Northwest area are now thinking about self service operation for their 
stores. Self service holds the promise of being one way to increase profits by 


WE INVITE YOU TO J 
SERVE YOURSELF 


. . 
Qwik-Service pip ¥* 
«+» Please take guar parchase 
fo CHECK OVT COUNTER,. ge 








... these signs remind 
customers that they 
can serve themselves. 


BPN NS 
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Want to go self service? 





(Continued ) 


maintaining or reducing payroll expense while 
holding dollar volume at present levels or in- 
creasing sales. The big problem is how to 
make the break to self service by changing 
the shopping habits of the customers. 

A modernization period makes it possible to 
change over a store’s arrangement and realign 
traffic through a store, Mr. Peters points out. 

Modernization changes a store around. Cus- 
tomers must shop it a few times to become 
acquainted with the general locations of the 
various departments, whether the store is on 
a service or a self service type of operation. 

When customers become acquainted with 
the new layout of a store, the problem then 
is to get them to take the merchandise they 
purchase to a check out counter, instead of 
waiting for a salesman to approach them and 

fait on them. 

Mr. Peters made the transition in his store 
by putting in a check out counter near the 
front entrance, with plenty of signs through- 
out the store reminding customers of self ser- 
vice available to them at the counter. 

Bigger signs read, “We invite you to serve 
yourself.” 


...cleaning aids 
and household 
chemicals are im- 
portant lines in a 
residential type 
hardware store. 
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.. spot, impulse sales display areas are at the end of display 
units, on the floor and on perforated pane! backgrounds. 


ie 
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Smaller signs read, “Qwik-service. Help 
yourself. Please take your purchase to check 
out counter.” 

Mr. Peters also made the transition to self 
service by accommodating his store’s layout 
to the traffic pattern of other stores in the 
neighborhood. 

Peters Hardware is in a regular type store 
building, one of a row of stores fronting a 
main highway through Opportunity. A joint 
parking lot is across the back of all these 
stores. In front of Peters Hardware is a sign 
by the curb inviting customers to use the park- 
ing lot at the back of the store. 

About half of the store’s traffic comes in 
from the parking lot. 

The physical layout of the entire group of 
stores has set up the pattern for foot traffic. 
Customers enter stores from the front side- 
walk, or rear parking lot. Also, there is plenty 
of straight through traffic as customers go 
from one store to another. 

Peters Hardware handles this traffic situa- 
tion in two ways: 

Aisles are straight through. Customers can 
enter from the front or rear doors and not get 
trapped with cross aisles blocking their 
passage. 

There is only one check out counter, in the 
front. The arrangement saves installing and 
manning a second counter. Customers feel 
more free to walk through the store. That en- 
courages traffic. The incident of loss through 









... paint depart- 
ment is virtually on 
a salesman service 
basis, which aids 
add-on sales of re- 
lated sundries. 
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the back of the store is believed to be quite 
small. 

The layout of the aisles, checkout counter 
and departments are given on the floor plan 
on the page following. 

Mr. Peters’ experience shows the following 
relations of self-service to service customers: 

The paint department is practically on a 99 
percent service basis. This is the usual expe- 
rience. Paint customers usually want help in 
selecting types of paint and also colors. Ser- 
vice in this department also can be a big factor 
in building volume on sundries through sug- 
gesting related needs. 

Women customers are on a self-service basis 
in housewares. However, they need and expect 
salesman service when they get into builders’ 
hardware and tool department, and also in 
paint. 

Men customers, aside from those in the paint 
department, are about 50 percent on a self 
service basis. 

Peters Hardware encourages self service 
with a number of features that make it easy 
for customers to shop the store. These fea- 
tures are in addition to the usual ones of open 
displays and pricing all merchandise. 

Selling areas are identified with big signs 
giving the number of the area, and the princi- 
pal merchandise on display. It is easy for 
everyone on the sales floor to direct a customer 
to the merchandise they are seeking. 

Wide aisles encourage shopping, and keep 


Want to go self service? 





customers in the store. Aisles are 4 feet or 
wider. Customers can stop to examine mer- 
chandise without blocking traffic or being 
jostled by customers walking about. 


Virtually all merchandise is out on display. 
The store has only a small stock room off the 
rear parking lot. Merchandise kept in storage 
is paint, and other bulky items. Opportunity 
is only eight miles from Spokane. Mr. Peters 
relies on rapid filling and delivering of special 
order goods and to fill in unexpected outs. 

Peters Hardware has narrowed its lines. 
This policy gives customers reasonable variety 
and helps make space available for depth of 
stocks. 

The lines are broad enough to provide va- 


PARKING LOT 











...floor plan of Peters 
Hardware. Note straight 
through aisles for flow of 
trattic into and through store 
from parking lot in the rear 
and the sidewalk in front. 
All purchases are checked 
out from counter in front 
whether customers leave by 
front or rear exits. 








o 
> 
y 
+ 

Lt 


BOLTS, SCREWS 











PAINT 
SUNDRIES 




















GARDEN TOOLS 











BULK & 





? 


PACKAGE D 








NAILS 








| GLASSWARE 














CLEANING AIDS 








| GLASSWARE 


[piasrics | 











HARDWARE| | TOOLS |ELECTRICAL| | PLUMBING 


























SEASONAL 
GOODS 


SEASONAL 
GOODS 


HOUSEWARES 
SPORTING GOODS HAND TOOLS BUILDERS HARDWARE GALVANIZED WARE 


























ee ae 
AL et 


HARDWARE AGE, SEPTEMBER 12, 1957 








<a PRES 
Hardware 
portunity, 


is Peters 


riety in price range, without being so broad 
that lines duplicate themselves causing cus- 
tomers to hesitate in making selections. Con- 
sequently, there is space for carrying a wider 
variety of merchandise. 

For instance, mixing faucets for kitchen 
sinks are carried only in two price brackets. 

Merchandise displays are checked daily by 
department managers. 

Mr. Peters has divided these responsibilities 
between three staff members. 

The cashier looks after housewares. 

One manager handles paint, steel goods, elec- 
trical and plumbing supplies. 

Another manager looks after tools and build- 
ers’ hardware lines. 

The department managers check stocks daily 
in their respective areas. They report directly 
to Mr. Peters on low items, and he places the 
orders. 

The department managers check in deliveries 
and price all incoming goods and put it out on 
display. 

Peters Hardware attracts its business from 
a residential type area, and set up its merchan- 
dising plans accordingly. 

Basically, the store makes its big play for 
traffic through having a wide variety of de- 
partments. Local residents have caught on to 
the idea that if it’s hardware or housewares, 
go to Peters Hardware. 

The store, consequently, does not go in for 
promotions to attract traffic. Nor is merchan- 
dise stocked for quick sale. Yet, the store’s 
overall turnover rate is 3 turns a year. 

Peters Hardware does feature seasonal pro- 
motions. Housewares is promoted for gift giv- 
ing at Christmas. 

The housewares gift promotion, plus store 
decorations, made December the biggest vol- 


in Op- 
Wash. 
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.. . the Peters of Peters Hardware, on the left, 
William F. Peters, the father, and Wilbur Peters, 
the son. 


ume month in 1955 and 1956. Formerly, the 
biggest month came in the spring when out- 
door living and lawn and garden lines were 
featured. 

Peters Hardware also watches trends and 
shifts display areas accordingly. Last autumn, 
for instance, fireplace merchandise was dis- 
played up front in a seasonal goods area. Sales 
were good immediately, and continued after 
the holidays. Fireplace goods, given as gifts, 
stimulated sales from those receiving these 
gifts to add other items to their homes. 

During the past summer barbecue lines were 
featured up front. Again, the store did a good 
volume as it tied in the trend towards outdoor 
living lines. 

Mr. Peters offers one bit of advice in con- 
sidering his present store layout. That is, if 
a store’s volume is more than $100,000 a year, 
then the check out counter should have two 
lanes for faster service to customers. °® End 
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How to throw money away when 


Many dealers, surveys show, are not taking advantage 


of manufacturer price increases. Are you missing out 
on 5¢ to $5 price hikes that could add extra 
hundreds of dollars to your yearly profit? 


Supposing you receive a notice like this in your 
mail tomorrow morning: 

“Effective Oct. 31, our cost and retail price 
prices will increase as shown in the listing below. 
Orders received prior to this date will be honored 
at the old prices. Recent increases in the cost of 
labor and... .” 

What do you do about it? 

Do you hang the notice on the hook above your 
desk, to get around to it when there’s more time? 
Or do you place the notice under the desk blotter, 
or in a drawer? 

Every day you delay in taking action costs you 
considerable extra profit. 

How? 

(1) In the orders you should place to stock up 
on staple items before prices go up. 


(2) In making price increases to the new re- 
tail level on the items you already have in stock 
at the old price. 


For example, let’s say that you sell $500 (cost) 
worth of a leading line of cookware or power 
tools and accessories every 8 to 10 weeks, or 
about $2500 worth a year. 

Now, let’s say that you get a notice of a gen- 
eral price increase from your wholesaler. 

This notice gives you three weeks to reorder 
the line at the old price, increase your retail 
price, and adjust cost price on your stock control 


books. Let’s say the increase is 10 percent across 
the board. 

With a 10 percent increase your $500 (cost) 
each 10 weeks will be $550. A $500 cost order 
presently has a value of close to $800 at retail. 
After you buy an order and make increases effec- 
tive by remarking your stocks, that $800 retail 
figure climbs at once to about $880. That’s $80 
profit, free and clear. 

By ordering an extra 8 to 10 weeks’ supply of 
this line now, you'll be investing in sure-fire 
staple goods. You can’t be hurt by having an 
extra supply on hand for a while. 

When this happens several times a year, and it 
does every year, the extra profit you can salt 
away by ordering while old costs are still in effect 
adds up to many hundreds of dollars. 

Further, if you sell $800 (retail) every two- 
three months in this line, you probably have at 
least that much in stock right now. 

If you put new, higher prices into effect at 
once by remarking your stock to the 10 percent 
higher level, you have done the equivalent to 
banking $80. 

You needn’t worry about customer reaction to 
higher prices. It has often been said that we give 
customers too much credit for how much they 
know about retail prices. The great majority of 
them will not even know you have altered prices. 

Almost all chain stores and department stores 
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prices go up 


have an automatic system to cover price in- 
creases. To these merchants, not taking advan- 
tage of higher prices as quickly as possible is a 
critical mistake. 

They remark every item in every line just as 
quickly as they are notified of increases. And they 
usually stock up on supplies for the near future in 
order to take advantage of costs before they 
go up. 

Yet, hardware dealers are known to let this 
honest profit opportunity slip by them. 

Naturally, every hardware dealer is busy. Most 
of them have too much to do. This is because 
they are turning every stone to make a better 
profit. Yet here is a perfect opportunity to make 
that profit, and it comes fairly often in today’s 
bustling economy. Too often this opportunity is 
ignored. 


What to do about it? 


Here are the steps you should follow to make 
certain that you get all of the profit you are 
entitled to, when manufacturers raise prices on 
items or lines. 

(1) Keep all manufacturer price-change notices 
in a special file or folder marked “Manufacturer 
price changes.” 


(2) Check this folder at regular intervals. Once 
a week should be your maximum time lapse. As 
you check each manufacturer’s price-increase 
form you should: 

A. Change cost and retail figures on your stock 
control records before the manufacturer’s price- 
change deadline. 


B. Mark up every item you have in stock that 
is covered by the increase notice. Do it as soon 
as possible before the deadline set by the manu- 
facturer. 


C. Let your staff know that prices are going 





up, and tell them why. They may have to justify 
higher prices to a few customers. 


D. If line or item involved is basic staple mer- 
chandise, buy as much more from your whole- 
saler as you can handle. Make the most of the 
price differential before the manufacturer's 
deadline. 


E. Keep a monthly total of how many mark- 
ups you take. Know where you stand. 

Dealers and wholesalers surveyed by HARD- 
WARE AGE reported that up to a dozen major lines 
may go up in price in a single year. Lines such 
as cookware, traffic appliances, power tools, fas- 
teners, metalware, etc., are often involved. 


Many dealers also report literally hundreds of 
short lines and individual staple items will rise 
in price in a year’s time. Each represents a plus 
profit of from a few pennies to several dollars if 
you act immediately. 

Don’t be the dealer whose first awareness of an 
increase in price is a wholesaler’s invoice at a 
higher unit cost than paid the last time around. 

Your wholesaler notifies you of each increase 
in price in plenty of time to both reorder at old 
prices, and to make changes in your system and 
marking. 

The extra profit you can make from price 
increases will range from $100 to $1000 or more 
in your store each year. This plus profit gives 
you a singular opportunity to cover your uncon- 
trollable losses such as petty theft, breakage, 
display samples, and damaged returns. 

The fact is, you cannot afford not to take every 
price increase that comes your way. ® End 


Remark your stock by item, by bins, to add greatly 
to year-end net profit with a regular system of re- 
pricing just as quickly as you are notified of 
increases. 














Our remodeling was rough... 


but the opening sale 


These were Ruth Bock’s words following 


the recent grand opening sale which marked 


completion of a big remodeling job. There’s 


a moral to this story for YOU. 


by Ruth Bock 


Partner, Gus Bock Hardware 


Lansing, Ill. 


The weather was awful. 

It was cloudy, rainy, and cold for seven of the 
eight days of our grand opening celebration 
(May 10-18). 

I was afraid such poor weather would ruin all 
of the hard work and months of planning we put 
in to make this sale right. 

But we weren’t worried for long. Ten minutes 
after the doors opened on May 10, the store filled 
with shoppers. It stayed that way throughout 
the sale. We had more than 2500 register rings 
on opening day. 

The eight-day sale gave us nearly as much 
volume as we had in the entire month of May 
in 1956. 

There is a moral in this story, for success in 
spite of odds is never an accident. It reflects a 
lot of hard work and planning. 

How did we plan our sale? 

Here are the things we gave first considera- 
tion to: 


Why have a sale? 


We had three big reasons for a sale: it was our 
22nd anniversary; 73rd birthday of my father, 
founder Gus Bock; and the completion date of 
remodeling the old building and newly-acquired 
store next door into a big double-front store. 


$2 


A dealer should always have a reason for a 
sale. 


When did our plans take shape for the sale? 


Sale planning was first discussed about six 
weeks before remodeling was begun. The re- 
modeling itself took about four months, so the 
total planning period was more than five months. 

Our planning was largely based on good, solid 
research. We dug through our files, and read and 
re-read many articles in past editions of HARD- 
WARE AGE. We talked to people who knew more 
about our problem than we did. 

Plans included: actual sales dates, tie-in with 
seasonal promotion, advertising budget set-up, 
items to feature, display and layout ideas, placing 
of merchandise orders early, writing to suppliers 
(about gifts, specials, demonstrations), plans for 
extra sales help, and a time-table to follow- 
through on all facets of the sale. 


How did plans materialize? 
Merchandise selection: 


We chose items that were successful in the 
past. Didn’t gamble on unlikely bargains. Checked 
ad file and other records for years back to get 
sure-fire items. Only three items in sale were 
unproven as staples. 

Specials which are staples can always be sold 
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was worth it 
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after the sale, if you don’t have a sellout. And 
seasonal value must always be considered first 
when buying specials. 


Merchandise orders: 

All orders were placed before remodeling was 
actually begun to give suppliers chance to fill 
them without any outs. “Hold for delivery” dates 
on each order were timed about 10 days before 
our predicted sale period. Because of long-range 
planning in ordering, we had no outs. Every- 
thing arrived in time, and in proper quantities. 


Advertising: 


Several full pages of regional and local news- 
paper advertising were ordered. These were tied- 
in with door-to-door handbills. We put consider- 
able extra ad money in the kitty. Reopenings 
don’t happen often. 

Key dates and best position within the news- 
papers were possible because of our advance con- 
tact with the papers. A newspaper representative 
helped greatly in planning layouts. 

Ads were to feature loss leaders. All depart- 
ments were represented, with emphasis on house- 
wares and seasonal] demands. We weren’t afraid 
to cut margins of profit on specials to build 
traffic. For when you get plenty of traffic, sales 
and profit will take care of themselves. 


Suppliers: 


We asked suppliers for specials in staple lines, 
and specials in seasonal departments. We wrote 
manufacturers for door prizes and giveaways. 
This was successful, with about 50 percent of 
manufacturers cooperating. Demonstrators were 
requested. We got six for the sale. 


Extra store help: 


Even with more emphasis on self service, we 
planned on extra sales help, cashiers, and people 
to help with door prize registry, etc. Christmas 













extras were contacted and hired to fill these 
needs. 


The week before opening ... 


(1) Window and interior displays were start- 
ed. Booths, signs, and banners were readied. 
Materials and demonstrations and gift registra- 
tions were prepared. 

(2) Item-by-item check of advertised and un- 
advertised specials was made as last minute 
precaution. Specials were not price marked until 
right before sale. 

(3) A mop-down and clean-up campaign gave 
us a sparkling store. 

(4) Last proofs of ads were checked for com- 
plete accuracy. Spare proofs were ordered to 
hang up in store. 

(5) Last training meeting held. Tested meth- 
ods such as cash register operation and charge- 
check writing with a “dry run.” Double checked 
supplies such as boxes and wrapping paper. 
Lunch and relief periods were set up. 

(6) Assigned salespeople to specific sales 
areas. Assigned stock duties. Assigned persons 
for gift registrations, relief cashiering, and part 
time package wrapping for busy spurts. 


And on opening day... 


Had everyone report an hour early for last- 
minute briefing. 

Ran final check on specials. Made sure displays 
were full and back-up stocks handy and plentiful. 

We guessed we might sell nine dozen plastic 
laundry baskets on special. More than 18 dozen 
moved out in less than two days. 

Our customers took to our new self service 
layout like ducks to water. We had extra help on 
the sales floor, but they mostly just directed traf- 
fic. Few customers wanted or needed clerk service. 

It took two cashiers and a part-time wrapper 
to man the check-out counter. 

Had anyone told me we would sell the quan- 
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Remodeling was rough but the opening sale was worth it 





tities of single items that we did sell in just a 


day or two, I’d have thought them crazy. 

Only two hours after opening I was calling in 
a reorder to my wholesaler. The order was deliv- 
ered that afternoon. I called in another order 
late that night. We picked up the order by truck 
on Saturday morning .. . and still we ran out. 

In the face of near-crippling weather, we held 
a sale that Lansing will long remember. 

The reason? 

One word: Planning, planning, and more plan- 
ning. 


Remodeling presents some problems. 


The building we occupy was originally par- 
titioned for two stores. 
The remodeling consisted of complete removal 


(Continued ) 


of the partition, a new front, ceiling, flooring and 
lighting. 

All new gondolas were used but the old side- 
wall fixtures were retained. 

It took four months to complete the job. 

During the first month we continued to operate 
as always while the newly acquired side was 
completed, including the new front. Our original 
sidewall fixtures plus plastic material served as 
a partition. 

Then new gondolas were placed on the new 
side. Sidewall fixtures were moved in and set, 
and all stock was moved over. This was planned 
so that two rows of gondolas could be perma- 
nently set up so merchandising could begin. 

And finally we moved back to our old quarters, 
and were ready for the big day. ®° End 


Planning behind grand opening advertising took many months, and paid off. 
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SPECIALS for MAY 10,11 ONLY 


This is not only our Zind year in busi- 
ness, and our grand opening of our 
“Ded” the founder ef Bock Hardware 
also celebrates his 7rd birthday, thus 
giving you a triple celebration. We 
sincerely hope you will stop in dunng 
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Lawn and garden inventories need 
checking and you have a decision 


to make now. What will it be... 


Sale or no sale? ... 


it’s up to you 


It’s decision time again. 

Some lawn and garden lines are 
still selling well. 

Others have already tapered off. 

Now the question comes up 
whether or not to have a summer 
stock clearance sale. 

Some deaers will hold their extra 
merchandise over until next spring, 
other dealers hold special sales to 
clear the decks for fall lines. 
Lawn @ng cusranreco ea What will your decision be? 
Garden . , It is a good idea to first take an 
Supplies , ~ inventory check. You will then be 

roe % | able to estimate your dollar condi- 
tion and how much money you have 
tied up in lawn and garden sup- 
plies. 

From there you have to decide if 
you want a sale or not. 

Your local competition may force 
you into a sale. They may have re- 
duced prices and you will either 
have to meet them or take your 
stock off sale. 

Generally, though, you make your 
own decisions. Whether you have a 
sale or not is usually up to you. 

The factors involved in such a 


> 
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Should you have a sale? 





(Continued ) 


Will a housecleaning sale be worthwhile ? 


Having a sale will mean: 


1. Increased traffic, new customers: Almost every sale brings a 
greater number of customers than on ordinary shopping day. Many |_| 
of these shoppers are new to your store. They become acquainted 

with you and your merchandise. Often they will buy more than sale 

items, so you have a sales increase on staple goods. A sale will also 

get your regular customers back into the buying habit after summer 
vacations. Don’t forget, everyone likes a sale. 


2. Clearing out stock: By moving out your summer lawn and garden 
merchandise, you make extra money available for buying fall and 
winter lines. You also eliminate the problem of having surplus 
inventory take up shelf and floor space in your stock room. A sale 
will give you more back-up space for your new stock. 


8. Fresh lines in 1958: You will not need to think of what mer- 
chandise is left from this year when buying next year’s lawn and 
garden lines. Also, all the merchandise you show next spring will 
be fresh and clean. 


4. Making next spring’s sales now: Many customers will buy items 
at a sale now, which they were going to have to buy next year. These 
extra purchases will clear stock quickly and raise sales totals 
considerably. 


5. No worry about changes: Some manufacturers will change their 
package design, or alter their products so this year’s goods will 
become somewhat obsolete. You take a gamble against this when 
you hold merchandise from one year to the next. 


6. No damaged or dirty stock: When merchandise is put in storage 
there is always some which becomes soiled or damaged. When this a 
happens the items have to be sold at reduced prices. There is no 
purpose in holding stock and selling it at reduced prices in the 
spring. 
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decision can become very compli- No sale means an earlier start on 
cated. the coming Christmas promotion. 
A sale will draw extra traffic. Every dealer has a different 
A sale means a smaller margin situation to face. On these pages 
of profit. are listed major factors which 
No sale means carrying more should be taken into account when 
merchandise over the winter. making this decision. 





Read the items. Check the boxes 
next to the points which apply to 
you, your store and your shopping 
area. 

When you are finished the checks 
will help you decide what to do. 

Which will it be? © End 


... let this check list help you decide. 
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Not having a sale means: 


1. No loss of profit: If you hold merchandise over until next spring, 
you will be able to sell it with your full margin of profit. During a 
clearance sale you may have to cut your 40 percent margin to 20 
percent on some items. Other items, sold on a 30 percent and 33 


percent margin of profit, may have to be cut down to a 15 percent 
margin. 


2. No extra costs: Without a sale you will need no extra advertising 
nor extra help. Newspaper ads and direct mail leaflets can run into 


unexpected expense. The money saved can be used in your big Christ- 
mas promotion. 


3. No local price war: If you do not promote a sale you cannot be 
responsible for a local price war. 


4. An earlier concentration on fall and winter merchandise: You 
can start your fall and winter promotions sooner and they will have 
a greater impact if you skip a lawn and garden clearance. 


5. No extra work: All the extra jobs which come up during a sale 
will be eliminated. There need be no store replanning or rearrang- 
ing. You will not have to reprice anything or make any special signs. 
The clerks will need no special instructions and you can keep regular 
store hours. 


6. No chance of a flop: There is always a chance that a sale will 
not be successful. If the sale does not catch on you will be left with 
nearly your full pre-sale inventory. You would have put time and 
money into the sale and get little from it, and still have to stock the 
merchandise through the winter. 


ie 





Store layout that circulates 


Here is how a Massachusetts hardware dealer arranged his new store to encourage 


traffic flow to all departments, with spots for multiple displays of merchandise 


The layout of your store does a the departments carrying the mer- The store is 75 x 48 ft. The lay- 
Traffic increases the out was planned by Mr. Genna 

Store layout can create circula- exposure of these displays, and and the fixtures supplied by Bul- 
tion of customers. This builds up go sales. 
traffic for the different depart- These were some of the things Here is some of the thinking 
ments. Felice Genna got in his new hard- that led Mr. Genna to arrange his 


lot to produce a profit. chandise. 


Store layout can boost seasonal ware 


store. 


man Corp., Grand Rapids, Mich. 


This is Townline store: 


and impulse sales. Displays can Hardware, opened late last year 
be arranged in locations outside in Sudbury, Mass. Q. Your center lineup of fix- 


Floor plan of new store which has ample space for customer browsing. 
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trattie 


side 
at an angle 


tures runs parallel to your 
walls. Other units are 
from the wall. Why? 


A. We placed of our 10 gon- 
dolas at an angle so that none of 
the eight structural columns 
would stop customers from mov- 
ing in any direction in the store 

Q. What other advantages 
you in mind with this layout? 


had 


A. Customers can see in all di- 
rections despite the columns. 
By placing gondolas at angles 


we encourage customers to move 


- 


E WARE 


A HR, 


tar 6ces 


[cake or ie TOWN LINE HARDWARE. Ine, | 
PAINTS: RURMRORIERE WALLPAPER! ‘ 

















OOK sisi nes — 





s<emnesseeraesoacenneneeneesneanenOeeeDncogscoee oa 











CARMOT 


PA | 





NT 


Opening day congratulations are received by store owner Felice Genna, 


right, from local officials 


Wide aisles, angled display units encourage traffic flow throughout store. 
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Store layout that circulates traffic 








into the side sections. They see 
impulse items wherever they go. 


Q. What is the particular ad- 
vantage to your paint depart- 
ment? 


A. There is a paint sundries 
table at the end of each angled 
row of gondolas. 

Many customers will browse 
along one of the two center aisles 
without giving much thought to 
paint. Then they see the sundries 
displays and start to look for 
paint displays. 

Next they see our paint depart- 
ment running across the full 
width of the store. 

Our rear-of-the-store paint de- 
partment attracts heavy traffic 
because of our layout. 


Q. Why is your cash-wrap unit 
located off to one side of the 
store? 


A. We are not set up for self 
service. 


(Continued ) 


The front areas of this store 
are used to feature seasonal lines, 
particularly big-ticket items. 

For example, big-ticket lawn 
and garden lines are displayed up 
front in season. At the same time 
parts of these spaces are used for 
mass displays of seed and fer- 
tilizer. 

Our cash-wrap unit has built-in 
nail bins along the front side. 

In back of the long arm of this 
unit runs a_ perforated panel 
which extends most of the way 
back to our paint department. 

We show impulse items on this 
panel including carded and pre- 
packaged merchandise. 

And we also display impulse 
items at all times on the counter 
tops of both the front and side 
arms of the service unit. 


Q. Why did you locate your 
store in this section of your com- 
munity? 


A. This is one of the fastest 
growing areas in the state. 


We are on Route 20, a heavy- 
traffic highway. 


My first hardware store in this 
area was opened five years ago. 
It was a 15x30-ft store. We car- 
ried a small stock of paint and 
hardware. 

In 1951 we increased the store 
to 15x60 ft and rented part of it 
to a barber. 

We expanded the store to a 30x 
60-ft unit in 1953. Late last year 
we moved into the present 48x75- 


ft store. 


Q. Why do you display toys on 
half of two do-it-yourself tables? 


A. On Saturdays this store is 
shopped by entire families. While 
the parents look at do-it-yourself 
items on one side of each of these 
tables, youngsters shop the other 
sides. 


Toys keep youngsters out of the 
way of their parents. Often we 
sell items for adults and for chil- 
dren this way. ®End 





Sales iraining ideas 





Another Hardware Age dealer service 


to improve store profits 


Here is one of a series of posters that will help your sales people make 


more and better sales. 


Each poster is on a subject related to store selling. Each poster has an 
idea that your sales people can apply every day. 


Put the poster on the opposite page on your store bulletin board so all 
your sales people can read it. 


Write to the Editor, HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa., for the subjects of posters published previously, and for informa- 
tion on how to get a series of these posters in booklet form. 
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Hardware Age 
Capsule Counsel 





(What's The Difference 
Between These 











Poor answers Selling answers 


1. This one is more expensive 1. This drill costs a little more, but 
than that one. it’s well worth the difference. It has 
several exclusive, important features 
that I’d like to demonstrate to you. But 
first, how are you going to use the 

drill? 


2. This is the very best drill 2. This drill has a new and improved 
made. type of chuck. It’s faster to work with 
because it has one-third more RPM. 


3. Not much difference, just 8. They do look alike, but this drill 


the looks. has a built-in on-off switch as well as a 


stainless steel body. It is well worth 
the few dollars difference. 











A good salesman will encourage customers to ask questions. A good salesman 
knows the answers because he knows his product. A good salesman is quick to 
justify price differences by pointing out a better constructed product, a product 
with many safety features, and a product that is more convenient to use. 

Knowing the reasons why a customer should buy makes the difference in sales 
of higher priced items. 

“What's the difference between these two drills? This question is an invitation 
to close a sale by knowing your product. 


Series No. 19 
copyright 1957—Hardware Age a Hardware Age Editorial Feature 








Fire prevention lines... 
boost October profits 


How to cash in on a national promotion that concentrates consumer attention 


on merchandise you regularly stock in your store that they need to prevent fires 


The weather isn’t the only sub- 
ject that people do nothing about, 
although they talk a great deal 
about it. 

Fire prevention is another. 

There’s a national promotion 
coming up that gives you a chance 
to push fire extinguishers and 
many other fire prevention lines 
in your store. The promotion is 
National Fire Prevention Week, 
Oct. 6-12. 

Home and auto fire extinguish- 
ers are natural promotion items. 
But these are only starters. 

You have many lines in your 
store that cah be sold as fire pre- 


vention equipment. Have you 
ever thought of cleaning supplies 
in connection with fire preven- 
tion? Or fall lawn tools and in- 
cinerators? Electric cords and 
wiring? Fuses? Flashlights? 
Fireplace equipment? Gasoline 
safety cans? All of these are fire 
prevention items. 


Fire extinguishers. Many major 
fires could be prevented if the in- 
itial blaze were put out with a 
fire extinguisher. 

Point this out to customers in 
your ads and with signs at your 
displays. Try to sell at least one 





Andirons 
Appliance cord sets 
Brooms 

Brushes 

Cleaners 

Electric wiring 
Extension cords 
Fire buckets 

Fire extinguishers 
Fire sets 

Fire tongs 
Fireplace screens 
Flashlights 
Flashlight batteries 





Here is a list of some fire prevention lines to feature in October 


Check the lines listed below, and look around your store for other fire pre- 
vention lines you carry, to make up your merchandise inventory lists so 
you can join in the National Fire Prevention Week promotion. 


Fuses 

Garden hose 

Gasoline storage cans 
Incinerators 
Insulation 

Iron rests 

Ironing board covers and pads 
Ironing cord minders. 
Lawn rakes 

Lawn sweepers 

Mops 

Sweepers 


Waste baskets 








fire extinguisher to every cus- 
tomer who visits your store that 
week. Remind customers that 
there are fires in 1300 homes 
every day. 


Cleaning supplies. Statistics 
show that 105,000 fires are caused 
each year from rubbish and fiam- 
mable liquids. 

One way to avoid these fires is 
by regular housecleaning. That’s 
why a good fall housecleaning is 
as important as spring house- 
cleaning. 

This is the angle to play up in 
promoting cleaning supplies as 
fire prevention material. You can 
get your fire chief to prepare a 
story for the local newspaper 
pointing out these dangers. Then, 
you tie in your ads and displays 
to his story. 

Stress cleaning supplies for 
that big fall clean-up. 


Fall lawn tools and incinera- 
tors. Dried leaves and brush are 
burned during this season. Care- 
less burning can result in dis- 
astrous fires. Your customers 
need good lawn rakes or lawn 
sweepers to gather up leaves. 
They need incinerators for safe 
burning of leaves. 

Fall is also a good time to get 
your customers to check the con- 
dition of their garden hose. Hoses 
Should always be kept in good 
shape since they can be an aid in 
fighting lawn fires. 


Electric cords and wiring. 
Nearly 100,000 fires a year start 
(Continued on page 106) 
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SIGN OF GOOD BUSINESS 





‘WINCHESTER — 


TRADE-MARK 








FIREARMS 























Display this sign and double your W/JNCAHESTER firearms sales 


Thousands of dealers are already enjoying the extra sales 
made possible by the Winchester Firearms Time Payment 
rae... 

More sales and complete simplicity — that’s the way to 
describe the Winchester Firearms Time Payment Plan. No 
recourse, no repossession, no collections—Winchester takes 
care of all the details while you concentrate on sales. And 
what sales! When you're able to offer your customers the 


WINCHESTER 


TRADE-MARK 


The Line for Leadership 





Winchester of their choice for as little as 10% down, you'll 
make sales that are hard to believe. And while customers 
have up to 21 months to pay, you, of course, receive a 
check for the balance within a few days. 

This Winchester Firearms Time Payment Plan is fast, 
simple — and makes sense. In fact, it’s probably the best 
sales-making tool in today’s retail firearms business. Fill 
in coupon today and get the complete details. 


DEPT. TP 

WINCHESTER-WESTERN DIVISION 

OLIN MATHIESON CHEMICAL CORPORATION 
NEW HAVEN 4, CONNECTICUT 


Send me full Time Payment Plan details. 
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WINCHESTER-WESTERN DIVISION, OLIN MATHIESON CHEMICAL CORPORATION, NEW HAVEN 4, CONNECTICUT 
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Will they buy 


in the summer, too? 





Some wholesalers say that summer 
is a bad time for a merchandise 
show. But, is it? Here are 

the experiences of a southern 
wholesaler who found his first 
summer show attracted more 
customers than his winter 
merchandise marts do 


Hardware dealers like to go to 
merchandise shows in the sum- 
mer. 
Hardware dealers like to look 
at full assortments. They want to 
know what departments to add to .. . Moore-Handley customer's eye view of the beginning 
their stores. They want to know of the summer Merchandise Mart in Birmingham, Ala. 
what numbers they should add to 
fill in lines they now carry. . . . Moore-Handley dealers first register, are greeted by company 


These facts were proven at officials and salesmen. 


the Merchandise Marts held last 
month by Moore-Handley Hard- 
ware Co., wholesaler with head- 
quarters in Birmingham, Ala- 
bama. 

This was the first summer time 
Merchandise Mart held by Moore- 
Handley. The company, for a num- 
ber of years, has held a Mart 
during the winter, so this is the 
first time two Marts have been 
held in one year. 

Here are the results of these 
Marts as announced by W. W. 
French, Jr., president of Moore- 
Handley: 

Attendance was greater than at 
the January Mart. 

Buying was heavy, for fall and 
winter merchandise. 

The Mart at Birmingham was 
held Aug. 5 through 10. Marts 
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were held Aug. 12 through 17 at 
the Mobile and Nashville divi- 
sions. The Marts were held in the 
company’s office-warehouse build- 
ings. 

Dealers attended from Alabama, 
Mississippi, Georgia, Florida, and 
Tennessee. 

More than 70,000 square feet of 
space was used to display house- 
wares, toys, sporting goods, build- 
ing materials, plumbing and elec- 
trical merchandise. 

Moore-Handley is celebrating 
its 75th anniversary this year. 
The Diamond Anniversary theme 
was carried out during the Mart. 
Many signs among displays ad- 
vertised the event. Moore-Handley 
salesmen wore special vests de- 
picting scenes of the gay ’90s. 

Back of the attendance record 
and the success of this first ven- 
ture into a summer Mart was a 
tremendous amount of planning 
and staff work. 

These merchandising events 
were under the direction of W. P. 
Wilson, vice-president and man- 
ager of general hardware sales. 

Months before the Marts opened, 
the organization work started. 
The organization was set up by 
P. O. Mullane, general director of 
the Merchandise Mart. 

These were the committees that 
were formed: 


Ka x Po 
See . os a aoe 
% e SS Sao. . SS a 3 Bt 3 


W. W. French, Jr., president 


Advertising and publicity, dat- 
ing and finance, building modifi- 
cation, purchasing, merchandis- 
ing, warehousing, order handling, 
parking, hotel reservations, recep- 


tionists, division coordination, 
food, printing, and public ad- 
dress. 


These committees met once a 
week. Members discussed prob- 
lems and made progress reports. 
A written schedule of events was 
set up. Deadlines were determined 
when each step of the pre-Mart 
preparation work was to be com- 
pleted. 


. . . Moore-Handley dealers then are taken on tour of Merchandise 
Mart by their territory salesman. 
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The pre-Mart planning, for in- 
stance, included estimates of sales 
during the Mart to have merchan- 
dise on hand to insure prompt de- 
livery of orders placed during the 
Mart. 

The publicity committee ar- 
ranged promotion mailings, let- 
ters on special Mart stationery, 





ae 
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W. P. Wilson, vice-president 


folders in color announcing prizes, 
plus a formal invitation to each 
dealer. 

Door prizes were air condition- 
ing units, mink stoles, and console 
hi-fi sets. 

Representatives of manufactur- 
ers participated by manning 
booths displaying their products. 

Displays were set up early. 
Moore-Handley salesmen reported 
early. They had a full day to visit 
the Mart, to talk with these manu- 
facturers’ representatives, to learn 
what was new in the various lines, 
and to get new sales slants. 

Dealer tours through the Marts 
were conducted by Moore-Handley 
salesmen. Dealers first registered 
in the office lobby. They were 
greeted by company officials and 
their territory salesman was 
called in. 

Manufacturers’ representatives 
assisted in presenting the lines 
and Moore-Handley salesmen 
wrote up the orders. : 

The sales staff was organized so 
each salesman had a definite sta- 
tion in the office area. This was 
his post when not on tour with 
a customer, where he could be 
reached when his next customer 
arrived. © End 
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is yours! 


September 2 issue will kick off L-O-F’s fall window glass promotion 


To help you boost window glass sales this fall, in your community) to replace broken glass 


L-O-F has scheduled this action-packed ad in in windows and storm sash before winter 
the September 2 issue of Life! It’s a powerful comes. Take advantage of this BJG push, and 


reminder to over 10,000,000 Life readers (many tie in with a promotion in your store. 


FREE SALES AIDS 


Your L:O-F Glass Distributor can provide you 
with effective material to help you tie in with 
this promotion program. It includes the colorful 
window display and the do-it-yourself folder 
shown in the Life ad. See your L°‘O’F Glass 
Distributor, or write us. 


LIBBEY. OWENS: FORD 


j MMlthiy 


“Or WINDOW GLASS 








LIBBEY: OWENS - FORD 
a Great Name mn Glass 


Toledo 3, Ohio 





GLASS 


HARDWARE AGE, SEPTEMBER 12, 1957 97 





Vichek 


WRENCH SETS 


WRENCHES 


plus a 


we plastic case! 


Set of 5—10 openings from %” to 
%e”. Long wrenches of panel bar 
design for minimum weight with 
maximum strength. Exceptional 
heel clearance. Order P-4002 for 
polished chrome; P-4006 for 
Velco finish. 


THE VLCHEK TOOL CO. | 


3017 E. 87th Street, Cleveland 4, Ohio 








Servicing 


inereases rentals 
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Mr. Severin attaches trailer holding power tiller to car of a 
commercial grower who rented unit. Watching him is M. 
Eldh. Trailer tail gate with store's name on it lowers to form 


a loading ramp. 


The longer you can rent a tool 
without servicing it, the more the 
unit will earn. 

Also, if the equipment shows no 
signs of breakdown trouble, the 
more interested customers will be 
in buying it. 

Careful service records and com- 
plete instructions to customers 
have helped Home Supply Tool 
Rental Co., Stockton, Calif., reduce 
servicing of rental equipment. The 
firm has grown from a rental busi- 
ness for portable electric saws and 
floor sanders in 1950 to a complete 
rental service ranging from cur- 
tain stretchers to field tractors. 

Because it has service records 
and customer instruction, the firm 
operated by Ken Severin and Paul 
Eldh has experienced little lost 
rental time because of equipment 
failure or breakdown. 

The firm restricts rental items to 
as few manufacturers’ lines as 
possible, to keep a minimum in- 
ventory of replacement parts. 

Each time a customer rents 
equipment, he is shown how to 


start it. The machine is run for 
some minutes while the customer 
is shown how to use it. 

Each rental unit is cleaned and 
tested after it is returned, to be 
sure the unit is in good working 
order for the next customer. 

The number of hours a machine 
has been in operation is marked 
on a chart to show when certain 
periodic services should be done. 

This careful servicing policy has 
led to many sales of equipment, 
Mr. Severin and Mr. Eldh believe. 
They say the equipment sells itself 
for the most part by doing the job 
for which it was rented in a 
trouble-free manner. 

Steady rental customers also 
prefer to buy a popular rental unit 
rather than wait for its use while 
it is already out on rental. 

To aid sales of its rental equip- 
ment, Home Supply Tool Rental 
offers customers an optional pur- 
chase plan. The plan allows any 
customer to deduct the rental fee 
if he buys the unit within a week 
after renting it. ®Knd 
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WHoWD GIVES YoU 


THESE 
PROFIT 
ADVANTAGES 


ONLY’) 





This year, as year after year for the past 16 years, MORTITE will 


oT Me Gal-meolalh meal alelal- tik ae toh 4 -1ed-1-leM ol gele isl on aio) Mhe- mi tlale Mola m dal -maal- tafe 


ECONOMY BOX (stock 
#M1) List 98¢. 

12 boxes/carton. 
Shipping wt. 19 lbs. 
Dealer Price $7.84. 
Profit $3.92. 


BARGAIN BOX (stock #B2) 
More profit per unit sale. 
List$1.25 12rolls/cartons: 
Shipping wt. 25 lbs. 
Dealer Price $10. Profit 
$5 (list less 33%%) 


This year again, MORTITE wil? be the fastest selling, the most 


elmebibe- toll -me 4 -t b401-1e8-24g) oP 


Wxstice Mei tapes GREE FON Ss 
t a 











ba: 


Seals air conditioners Seals loose screens Seals bath, laundry tubs 


This year, as they always have, more people will buy more Mortite 


because only MORTITE does so many jobds so well. 








ORDER MORTITE FROM YOUR JOBBER NOW! 


ortell 


COMPANY 


Technical Coatings for Home and Industry Since 1895 
Detroit, Michigan KANKAKEE, ILLINOIS Lyndhurst, New Jersey 





ee — s “ nape 
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KLEINS 


the standard of comparison 


by which other pliers are judged 


201 N.E. Stream- 
201 Side Cutting lined Side Cutting 
Plier Plier 





_—" 





ZA” 


203 Long Nose 301 Long Nose 
Side Cutting Plier Plier 








220-7 Heavy Duty 
202-5, 6 Oblique Oblique Cutting 
Cutting Plier Plier 








217-6 Short Chain 
302 Long Curved Nose Side Cutting 
Nose Plier Plier 











~. 
On your counter or wall 
this new Klein display 
boord will sell more 213-9 N.E. “Klein Kut 
pliers for you. Furnished High-Leverage 
FREE when ordered Cutting Plier. 
with the popular Klein 
Pliers to stock if. 





*Trade-Mark 
Write for 
Free Copy 
of 








Klein Pocket 
Tool Guide 


"Since 1857" 


WEEE KLEIN 


7200 McCORMICK ROAD © CHICAGO 45, ILLINOIS 


How to make pillars 
boost sales volume 


Structural pillar that sells merchan- 
dise for Wisconsin dealer. 


Pillars in the selling area can 
be troublesome. Smits Hardware 
of Green Bay, Wis., has made an 
attractive panel display out of one 
of its pillars. 

Perforated paneling has been 
used right behind the wrap coun- 
ter. This panel has been painted 
light pink, so that displayed items 
stand out. 

The top of the display has been 
rounded. The high circular top at- 
tracts attention of traffic from all 
parts of the store. 


Lay-away pulls 12-month 
volume in power tools 


If you would sell more power 
tools, promote the lay-away idea. 

A mid-west dealer does this with 
a large sign posted 12 months of 
the year in his power tool section. 
That sign lists several different 
types and sizes of power units, 
together with their prices. 

The in-store advertising is sup- 
plemented by frequent messages 
in a local shoppers’ news. 

When a customer asks about 
lay-away, and expresses doubt as 
to how much he really wants the 
unit, he is invited to rent such 
an item. Rental customers often 
buy power units on a lay-away 
plan. 
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A NEW 


The latch 
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that 
opens 
only for 












the right people... 








Yale's exclusive new No. 83 Springlatch with Chain Guard 
is sure to sell to families and roommates who want double-safety 
without ordinary door chain inconvenience 


The revolutionary new Yale No. 83 Springlatch with 
Chain Guard combines all the security and quality 
of an outstanding pin tumbler lock springlatch with 
the added safety of a door chain...a door chain that 
releases itself, but only for the right person with the 
right key! Show this exclusive Yale feature to people 
who want door chain safety without getting up in the 
middle of the night to let family members in. 


The Yale No. 83 Springlatch with Chain Guard can 
be masterkeyed using 1109 cylinder. Fits right or 
left hand doors opening inward. Chain can be re- 
moved when desired. 


INTRODUCTORY OFFER! A free self-selling demon- 
strator mount for your counter comes with your first 
order of four latches. 


The Yale & Towne Manufacturing Company, Lock & Hardware Division, White Plains, N. Y. 
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*Super-Turbine Pumps 
: Need No 
sMechanical Change 


. . « when used for either shallow or 
deep well jobs. Because of this versa- 
tility, Burks dealers do more jobs with 
less inventory of pump models. In 
shallow well systems, the Super-Turbine 
delivers good capacity from suction lifts 
as great as 28 feet! For deep well 
installations, simply add a low cost 
Burks educer system. 


Easier Installations Save Your Time 


Burks Super-Turbines don’t need graded 
lines nor extra-deep ditches. These 
powerful pumps pull good capacity 
through dips and humps in the line — 
even extreme overhead loops caused by 
deep basement floors. 


Avoid Profit-eating Service Call-backs 


You'll get no priming complaints with a 
Burks. Super-Turbine Pumps do not air 
bind. They quickly regain their prime 
even if low capacity or gaseous wells 
let air into the line. They pump water, 
air, or a mixture of both to full usable 
water system pressures. 


Exclusive Impeller 
is Selling Advantage 


Because each blade in the 

single impeller accelerates 

in a “multiple-stage” action, 
Super-Turbines give instant 

full pressure response. They deliver 
good capacity throughout the entire 
__rated pressure range. This means 
long years of service 

because a Burks never 

works under strain. 


See your wholesale distributor 
or write for further information. 


° DECATUR PUMP COMPANY = 


@ 52C ELK STREET DECATUR, ILLINOIS @ 
SSSSSSOSSCSSSSOOSSCOSSOSOOCECOOSS 
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Too many outs? 


... try HA Pocket Want Cards 


While there is no short cut to an 
air-tight stock control system, 
there is a safety fuse. This is the 
HARDWARE AGE Pocket Want Card. 

It has been a big help to hun- 
dreds of dealers and wholesalers. 
We’re on our third printing. Our 
orders for Pocket Want Cards will 
soon top the 200,000 mark. 

Because of bigger printing 
orders, we have been able to lower 
the price of these cards consider- 
ably. Now more dealers than ever 
will want to make use of this sim- 
ple, effective out-eliminator. 

Pocket Want Cards fit snugly 
into sales clerks’ pockets. Here, 
they are handiest for instant use 
when lows and outs are discovered 
on your shelves. No more need 
they be discouraged from listing 
lows and outs by the long walk to 
the want book in the back of your 
store. 


The Pocket Want Card, shown here 
in reduced size, has room on both 
sides for writing down lows, outs, and 
special requests. It fits comfortably 
in a shirt or jacket pocket. 


As soon as your clerk fills a card, 
he turns it in to you. Each card is 
loaded with vital information about 
the condition of your stock. Each 
day you give your clerks a new 
supply. Steady use makes them 
habit forming. Steady use means 
better control of the stocks which 
are your bread and butter lines. 
Steady use means more profit for 
you. 

Besides telling you what items 
are in short supply, or have run 
out, these cards can signal demand 
for new items, colors, and styles as 
fast as customers request them. 

A supply of cards can be ordered 
by writing Pocket Want Cards, 
HARDWARE AGE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 

The new low costs are: 90 cards 
for $1, 600 cards for $5, postpaid. 
Please enclose check with order. 


ie ' 


HARDWARE AGE 
Pocket Want Card 


You can’t sell it, unless it’s in stock. Write 
down here all outs, low stocks and 
special requests. Take a new card each 
morning. Turn card in each evening. 












































Pies bock of cord, +f you need more space) 
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Who needs the wholesaler? 


The manufacturer and the dealer both need 


the hardware wholesaler today more than ever 


by Folke Engstrom 
Vice-president 
Amerock Corp. 
Rockford, Ill. 


As a manufacturer dependent 
upon the hardware wholesaler for 
distribution of our product to 
thousands of dealers throughout 
the United States and Canada we 
have been vitally interested in the 
discussions regarding the position 
of the hardware wholesaler in our 
distribution picture. 


Twenty-one years age, when we 
first offered Amerock ‘Matched’ 
cabinet hardware for  over-the- 


counter sales to hardware dealers 
and lumber dealers, we had to de- 
cide whether to serve dealers 
through wholesalers or to sell di- 
rect. 

After checking every possible 
plan we found that the wholesaler 
represented the most economical 
channel —the best way for the 
dealer and the best way for us. 

Since that time we have passed 
through a long period of shortages 
when many salesmen, including 
wholesaler salesmen, have found it 
unnecessary to do any real selling. 

In fact, an official of one large 
midwestern wholesale house told 

s “We have lost a generation of 
salesmen.” 

Many hardware. wholesalers, 
recognizing the fact that many of 
their men in the field have become 


“order takers” rather than sales- 


men, are doing something about it. 

After carefully considering all 
of the recent developments in the 
wholesale hardware industry and 
reappraising our own problem of 
distribution we still find that the 
active and alert hardware whole- 
saler is more important to us today 
than ever, for the following rea- 
sons: 

Because cabinet hardware is no 
longer confined to cabinets in the 
kitchen and the bathroom, but is 
used extensively in the living room, 
dining room, bedroom, recreation 
room, dealers are called upon to 
supply cabinet hardware patterns 
in a larger variety of designs and 
finishes than ever before. 

By buying in smaller quantities 
from his wholesaler the dealer can 
offer a larger variety of designs 
and finishes yet call upon his whole- 
saler’s stocks for larger quantities 
on short notice. 

In addition to quicker service, 
the dealer makes a considerable 
saving on express and freight 
charges. 

By buying through a wholesaler 
the dealer gets quick turnover on 
a smaller investment which is the 
secret of successful merchandising. 

The alert wholesaler salesman 
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hh; PUMPS 
Conmeattesle Priced... 


but advanced centrifugal design makes 
them fast priming and they won't air 
bind. Burks HV-Pumps handle air so 
well they even prime shallow well suc- 
tion lines. In HV-Centrifugal Pumps, 
Burks dealers sell the better value of 
the competitive pump price bracket. 
Their new mechanical seal requires no 
adjustment, gives long service. Motors 
built-in overload protection and 
automatic reset. 


hav e 
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Versatile And Easy To Install - 
Burks HV-Pumps are installed horizon- » 
tally or vertically . .. either directly ©@ 
over the well or offset, without me- > 
chanical change. Use them for shallow 
or deep wells and conversion is easy if @ 
needed. Small and compact, these > 
pumps fit into close quarters and adapt 
to almost any location. . 
= 

> 

« 
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Help Promote Your Good Reputation 
Every part that pumps is made of 
corrosion-resistant bronze. Vital pump- 
ing parts do not collect mineral deposits 
which clog and cut down capacity. That’s 
why Burks HV-Pumps give long service, 
maintain their good capacity and keep 
customers satisfied ! 


This Exclusive Feature 
J OM Helps You Sell e 
iS = Straight channels in the HV- ° 
s — a Pump impeller throw water ¢ 
in greater volume and force @ 
to the cam-like outer rim. : 
There, “Kam-Action” controls the tur- 6» 
bulence and directs the water flow. This @ 
improved centrifugal action gives > 
good capacity at higher 
pressures and eliminates © 
any need for multiple >. 
__ impellers on ordinary 
* 
= 
« 
- 
as 
— 
a 
a 
© 
& 
7 
2 
aa 
4 









water systems. 


BURKS STAY 


See your wholesale distributor 
or write for further information. 


e DECATUR PUMP COMPAN 


P4 52 DELK STREET DECATUR, ILLINOIS ° 
SSSSSSSSSSSSSSSSSSSSSSOOOSS 
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Hardware store 
goes suburban... 


takes BASSICK 
casters along 


Carlisle Hardware, an extremely 
successful Springfield, Mass. com- 
pany, recently opened its twelfth 
store in a suburban shopping center. 

Look at the big Bassick display, 
and the shelves of Bassick casters 
featured (above) in the new store. 
The amount of space and display 
are a good indication of how well 
these Bassick products pay off for 
these merchandising experts. 

A Bassick display would work for 
you, too. Ask your wholesaler about 
Bassick’s new packaging of glides 
and truck casters, new carding of 
casters and eye-catching demon- 
strator displays. 

Get your share of caster sales. 
THE Bassick CoMPANY, Bridgeport 

5, Conn. In Canada: 
” age Ont. 7.23 


ey POs] 
Bassick 


A DIVISION OF 


sw 


MAKING MORE KINDS OF CASTERS _ MAKING CASTERS DO mone | -AuARIRSL 
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knows local conditions and can give 
dealers valuable help in selecting 
the most popular patterns to carry 
in stock and to feature. 

What’s more important, one 
wholesaler salesman can often rep- 
resent hundreds of manufacturers, 
thus relieving the dealer of many 
details in buying, so the dealer can 
spend more of his valuable time in 
selling, which is where he makes 
his real profit. 

We are convinced the hardware 
wholesaler is a vital link in our dis- 
tribution system and, as such, de- 
serves the full support of both 
dealers and manufacturers in the 
hardware industry. © End 


This firm counts items 


and advertises number 

Customers sometimes ask a hard- 
ware dealer, “How many items do 
you stock?” 

Should you count each type and 
size screw as a separate item, or 
consider all screws as one item?” 

The Bonneville Lumber Co. in 
Idaho Falls, Idaho, recently adver- 
tised that it carries 15,000 different 
items for builders, handymen and 
do-it-yourself fans. This figure was 
set as the result of a fast count by 
groups of items. 

All screws, for example, 
considered as one item. 

An officer of the company says. 
“Some customers expressed doubt 
at this number. We were able to 
tell them that we carry more than 
this number, but that the figure 
was arrived at by a very fast 
count.” 


were 


Raised displays make 
mower comparison easy 


A Texas hardware dealer has a 
slightly different way for show- 
ing mowers outside. He displays 
three different models on raised 
platforms outside his store. 

Each unit is fastened to its 
platform at waist height so that 
customers can examine them with- 
out stooping over. 

Large signs on the front of 
these display platforms name the 
unit, list a couple of features and 
give the cash price. For the time- 
payment customer’s benefit terms 
are listed. 
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When Your Customers 


SQUAWK 


ABOUT 


SQUEAKS 


Tell them about DOOR-EASE 
Stainless Stick Lubricant! Used 
like a crayon, DOOR-EASE 
stops squeaks . opens 
drawers, zippers, windows 
and anything else that sticks 
Use it yourself around the 
store. See how many wonder- 
ful ways DOOR-EASE can be 
use. It’s nationally advertised, 
and handsomely packaged in 
a free display box. Sell both 

sizes, 15¢c 

and 39c. 

















AMERICAN GREASE STICK COMPANY 
MUSKEGON, MICHIGAN 





SMITH 

EZ 5 GAL. 
Knapsack 
Sprayer 





CHOICE for Quality the World Over 


for 70 Years 
SMITH 
PESTMASTER Garden Duster 


W vob ted s lightest, 
othest and easi 
ery insecti 
ae ter. Weighs 
lbs. Non-rust, 
all metal construc 
on One filling 
iusts 200 rose 
bushes Throws 9 
ft. dust stream 
Nothing matches It 
Fast seller 


Many Other Styles and Sizes 


knap- 
spraye! 
made Pump 
lever devel ps 
high pressure 
Zine-grip ste 


Finest 


sack 


426 Main $t., Utica 2, N.Y. 
“Originators of Sprayers” 
enodien Rep. G. lL. Cohoon 
1265 ye St., Montreal 2, Conade 
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colorfully display packed Item #5664 


Empire sets the pace again with these two exciting brushes. New, All-Plastic Scrub in attrac- 
tive kitchen colors. Block and bristles in durable styrene. New, Vegetable and Hand Brush. 
All polyethylene, completely molded in one piece. Attractive kitchen colors. Each brush packed 
in counter display carton, assorted colors. 


All your brushes from one dependable source 


EMPIRE BRUSHES, INC., PORT CHESTER, NEW YORK 
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For More Sables... 


BIGGER profits! 
Display Shuford's 


HAWTHORNE 


Braided Cotton Clothes Line 


SELLS BETTER 


because it’s Shuford’s! 


.. Tops in product, package 


Pes and display 


a2 


ae 


Bi sent O8 4 RiFUND 
v oe iS <> 

_{* Guaranteed by @ 
" \ Good Housekeeping 
ea S top a 
45 apvenristo THE 


Ben: 
& 
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“Pre-stretched” for more strength, less stretch, longer wear. 
Gleaming white. Won’t kink or ravel, easy to tie. All-weather 
line, popularly priced. 2 connected 50’ continuous length 
hanks, each hank in clear film bag. Packed 12 hanks in 
self-display carton. 








Sell Shuford's AZ ALE A® 
No. 7 Braided Cotton Clothes Line 


Heavier and fuller, “pre-stretched” for more strength, 
less sag. No ravel, no kinks. Packaged 2 connected 
continuous length hanks, each individually wrapped 
in clear film bag. 





ee 








CLOTHES LINES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS e« WEATHER STRIPPING 
COTTON & RAYON YARNS e EXTRUDED PLASTICS 


Shuford 


LAB, 
Mills mee 





World's Largest Manufacturer of Cotton Cordage 











Fire prevention lines 





(Continued ) 


in electrical systems around the 
house, many in worn or frayed 
electric cords. 

This is a good time to urge cus- 
tomers to replace defective appli- 
ance cords. It is also a good time 
to urge customers to be sure they 
are using extension cords that are 
long enough and heavy enough for 
the electrical loads they must 
carry. 


Fuses. Here is an item that 
used improperly can lead to fires. 

Many homeowners overload 
their electrical circuits. They put 
heavier fuses in their fuse boxes 
rather than have the proper size 
fuse burn out. 

You know most of the homes in 
your neighborhood and the size 
of fuses they should have. This is 
a good time to sell your customers 
on the idea of buying a few extra 
fuses to have around the house 
for an emergency. 


Servicing electrical housewares. 
Defective electrical housewares 
are responsible for 100,500 fires 
each year. 

Fire Prevention Week is the 
time to point out to customers the 
dangers of continued use of such 
an appliance. Call attention to 
your servicing department. Point 
out how a small investment now 
may save much in the inconveni- 
ence and anguish of losing a 
home by fire. 


Flashlights. Every home should 
have at least one flashlight. Many 
fires are caused by persons using 
matches to search for something. 
Stress this angle in your flash- 
light ads and displays. 


Fireplace equipment. Several 
thousand fires start in homes each 
year from flying sparks in fire- 
places. Proper fireplace screens, 
andirons, fire sets, fire buckets 
are needed by all homeowners 
who have fireplaces. 

Since October is usually the 
start of the fireplace season, you 
can work the double tie-in for 
this merchandise. Stress fireplace 
equipment as a seasonal item and 
also as a fire prevention item. 

° End 
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10 ML— MADEIRA LACE 















— Attractive lace de- 610 RE—REGENT—Leather-patterned loveli- 610 EM—EMPRESS—Simulated leather grain 


gn surmounts a stylish background of pink ness on rich green (REG), turquoise (RET) and beautifully lithographed on metal, with back- 
LP), white (MLW) and aqua (MLA). black (REX) backgrounds. ground of green (EMG), maroon (EMM) and 


sandalwood (EMS). 


al 


racic 


Here are big profit items that sell big — easily worth 
every foot of display space you give them. Specific de- 
signs for specific rooms mean a sale for every room in 
the house! Madeira Lace, for example, is a bedroom, 
bathroom or powder room basket. Regent and Empress 
are patterned for living room, dining room, library, den 
or game room. Reasonably priced—here is beauty and 
practicality unmatched in metal housewares. Sell the line 
that sells big—fancy tapered waste baskets by Decoware. 








Each item packed |! dozen per carton. Shipping weight 17/4 Ibs. 











Fancy Tapered 
aste Baskets 
a Aalle for ovew noom inthe house! 


610 PAX — PALOMINO — galloping to 
new popularity, warm brown and tan over 
a black background. 





610 OL—ORLEANS—red, yellow and blue 
blossoms over a background of today’s color 
favorites—turquoise (OLT) and pink (OLP). 








OE—OLD AUTOMOBILES—yesteryear in 
driver's seat—on red (OER), tan (OEN) and 
en (OEG) backgrounds. 





ser ath cheap ci. Seeger e = 





CONTINENTAL ((C. CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 610 TR—TOLE ROSE—fiowering beauty on 
Central Division: 135 So. La Salle S$t., Chicago 3 — black (TRX), red (TRR) and green (TRG) 
Pacific Division: Russ Building, San Francisco 4 backgrounds. 








aKETS 











EE 


in beautiful, practical 





15%” in height 


12°23” diameter at top 


"ye diameter at hase 


Packed 6 haskets of one 


color to a carton 
23 pounds pel cartol 








There’s a ready-and-waiting market for 
these tall and trim “King-Size” waste 
baskets by DECOWARE! Housewives 
love °em because they're real time and 
worksavers. They can empty several 
standard-size baskets into one 35-quart 
“King-Size” and save many extra steps. 
And, there’s another big market for these 
rugged all-steel baskets in factories, 
workshops, offices and hospitals. They're 
beautifully color-coated in warm red, 
sunny yellow and pure white to blend 
with any color scheme. They’re priced 
right—for volume sales. Write, wire or 
phone for complete information. 


...and for seconc 
smaller homes an 


“JUMBO” 


DECOWARE’S 28-quart “Jumbo” Bas- 
kets are perfect as a second waste basket, 
or for apartment houses and small homes. 
Like their “King-Size” counterparts, 
they're available in red, yellow and white. 
With 100%-steel construction, long wear 
and lasting good looks, “Jumbo” Baskets 
are priced right, too — and complete a 
well-rounded line. 


CONTINENTAL € CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
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all 21° in beight 


Slim 12°." diameter at top 


Space Saving 10), diameter at 


hase 


Pra eal f) baskels of one cohort 


toa carton 
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(Continued from page 10) 


Small business protection : 
is explained in SBA book 4 h, 
If you have reason to believe —— 


that a business man is using meth- 


ods forbidden by the Federal Trade \ 2\¢ HMAYWE a fER 


Commission law, you may complain \¢ 


to that agency. ey WAITING FOR 





A complaint may be turned in 
in any written form with the name 
and address of the party in ques- 
tion. All possible details should be 
given and evidence listed. 

The Small Business Administra- 
tion has issued a Small Marketers 
Aids publication called Small Busi- 
ness and the Federal Trade Com- 


mission, No. 24. 


It tells how small business is that’s a natural for fast, profitable 
protected against unfair competi- sales . . . the newest and hottest 
tion. item in the fast-selling and profit- 

You are protected against rigged able line of Oxco brushes. Speedy- 
prices and markets, illegal price Clean sells the ladies on an entirely 
discrimination, false and mislead- new concept of dishwashing. Helps 
ing advertising and other practices. keep hands out of hot, harsh dish- 


A copy of the publication may be water; helps keep hands soft and 
obtained from any SBA office. lovely. Washes dishes, glasses, 
silverware, pots ’n pans faster, 

easier, better. 





V.A. housing bill passed, 
sent to the White House ® Priced for full retail profit and fast sale 
The House has passed and sent —98¢ each 
to the White House a bill providing ® Springy, hygienic SARAN bristles 
$200 million for the Veterans Ad- ® New, unbreakable handle in solid pink or yellow 
ministration direct loan program. | ® Modern, Aftractive Displays HELP YOU SELL 
The House agreed to Senate ac- 
tion eliminating an additional $150 DISPLAY PACK 
million the House had voted for Six Speedy-Clean 
fiscal year 1959. Dishwashers (3 


, AROS a we yellow, 3 pink) pro- 

The bill, HE. 4602, also w - tectively haan 

extend the V.A. home loan guaran- | in stand-up display. 

tee program another year, until Just insert colorful 

mid-1959. top sign and start 
to sell. 


1 doz. Speedy- 
Clean Dish- 


washers, each 
carded... for 
hang-up dis- 
play. Ideal for 


mass or jum- 


ble display. 


Consumer price index rises 
for eleventh straight month 


The Labor Department’s con- | 
sumer price index rose in July for 
the eleventh month in a row. | 

It went to 120.8 per cent of the | 
1947-1949 average. | 

This is a gain of 0.5 per cent | 


ver June of this year. | | OX FIBRE BRUSH COMPANY, INC. 
O S } ) OCTOBER issue (out Sept. 20) sesoseicx L¢lebGshed /S86 maetiane 


(Resume reading on page 11) 
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SELL MORE 
WEATHERSTRIP 


Make more money—easier. Sell 
the most advanced, most effec- 
tive product on the market. 


THE NEW ALL PLASTIC MARVEL 


FOAMEDGE 


VINYL COVERED POLYURETHANE FOAM 


TRADE MARK 


WEATHERSTRIP FOR 
WINDOWS AND DOORS 


Senc ad 
= i 





Popular 
Size 





300 Ft. 
reel, counter 
dispenser 





7 NPL) i lele) B7.15 
DOUBLE SEAL FOR OVERHEAD DOORS 


fold @-)iMoleliielis mol melel la 
shut out dust, rain, drafts 


FOAMEDGE IS PLIABLE, DURABLE 


Foamedge is not harmed by 
oil, grease, light, ozone or paint. 


Featured By 
leading Hardware Wholesalers 
Made By 


STERLING ALDERFER CO, 


3850 Granger Rd. Akron 13, Ohio 


Convention Calendar 


1957 


1958 





conventions 


shows 


conferences 

















1957 


September 


15-19 Southwest Houseweres-Hardware 
& Recreational Market, Dallas 
22-25 National Builders’ Hardware Con- 
vention, Chicago 
23 Franklin Hardware & Supply Co. 
Annual Convention & Stockhold- 
ers Meeting, Philadelphia 


October 
14-18 National Hardware Show, New 
York 
17-19 Montana Hardware & Implement 
Assn. 
20-23 National Hardware Convention. 
Atlantic City 
29-31 Hardware Wholesalers, Inc., Mer- 
chandise Show & Stockholders’ 
Meeting, Fort Wayne, Ind. 
November 
3-6 Cotter & Co. Spring & Summer 
Future Order Show, Chicaao 


1958 


January 


9-7 Ace Hardware Corp. Annual! 
Convention & Exhibit, Chicago 
-7 Illinois Retail Hardware Assn. 
-*8 Minnesota Retail Hardware Assn. 
8 Western Retail Implement & 
Hardware Assn. 

12-14 Hibbard, Spencer, Bartlett & Co. 
Annual Merchandise Show & 
Convention, Evanston, Ill. 

16-23 National Housewares Exhibit, Chi- 
cago 

19-21 Intermountain Assn. of Hardwore 
& Implement Dealers 

19-22 Texas Hardware & 
Assn. 

21-23 Missouri Retail Hardware Assn. 

21-23 Mountain States Hardware & 
Implement Assn. 

26-27 Louisiana Retail Hardware Assn. 

26-28 Pacific Northwest Hardware & 
Implement Assn. 

26-29 Janney Semple, Hill & Co. An- 
nual Retailers’ Conference, Min- 
neapolis 


Implement 


Convention Check List 


For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list 


February 


March 





27-28 American Hardware Supply Co. 
Merchandise Fair & Stockholders 
Meeting, Pittsburgh 

28-30 Indiana Retail Hardwore Assn. 


2-4 Nebraska Retail Hardware Assn. 

2-4 North Coast Retail Hardware 
Assn. 

2-4 Oklahoma Hardware & Imple- 
ment Assn. 
National Sporting Goods Assn. 
Convention & Show, Chicago 
New York State Retail Hard- 
ware Assn. 
Kentucky Retail Hardware Assn. 
Wisconsin Retail Hardware Assn. 
Connecticut Hardware Assn. 
Alabama Retail Hardware Assn. 
California Retail Hardware Assn. 
Tri-State Hardware & ‘Imople- 
ment Assn. 
Virginia Retail Hardware Assn. 
Ohio Hardware Assn. 
Our Own Hardware Co. Conven- 
tion, Minneapolis 
lowa Retail Hardware Assn. 
Arkansas Retail Hardware Assn 
Northern Wholesale Hardware 
Co. Convention & Merchandise 
Show. Portland, Ore. 
Pennsylvania & Atlantic Sea- 
board Hardware Assn. 

18-20 Hardware Assn. of the Caro- 
linas 

18-20 Michigan Retail Hardware Assn. 

18-20 Pacific Southwest Hardware Assn. 

22-24 New England WHardware-House- 
wares Show, Boston 

23-24 Mississippi Retail Hardware Assn. 

23-25 Tennessee Retail Hardware Assn. 

23-25 West Virginia Hardware Assn. 


2-4 Pacific Southwest Hardware Assn. 
Hardwore & Housewares Exhibit, 
Phoenix 

23-25 South Dakota Retail Hardware 
Assn. 
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National Events 


American Hardware Mfrs. Assn. joint 


annual convention with the Na- 
tional Wholesale Hardware Assn., 
Oct 20-23, at Atlantic City, N. J. 
Headquarters Marlborough - Blen- 
heim Hotel. Arthur L. Faubel, 
AHMA § secretary, 342 Madison 
Ave., New York 17, N. Y. Thomas 
A. Fernley, Jr.. NWHA managing 
director, 1900 Arch St., Philadel- 
phia 3, Pa. 


Independent Hardware Exhibit, Oct. 
13-17, at Hotel Empire, New York 
City. Sponsored by Independent 
Hardware Exhibit, Inc., 47 Howard 
St., New York 13. 


National Builders’ Hardware Exposi- 
tion, Sept. 22-25, at Chicago, IIl. 
Headquarters and Exhibition at 
Conrad Hilton Hotel. Exhibition 
dates are Sept. 23-25. Sponsored by 
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Supplee Biddle Stelz Co., Philadelphia sold 
$87,000.00 worth of EKCO Gadget Centers in only 
6 weeks . . . and the fill-in business is rolling in. Dozens 
of other distributors are reporting the same kind of 
success with the ‘‘246”’ gadget center. 


HERE'S WHY: 


The ‘246” is a complete gadget. department that 
features fast-selling gadgets at important budget 
price points. 

The gadgets are colorfully and descriptively carded 
to zoom impulse sales. 


Simple inventory forms make stock-keeping and 


re-ordering easy . . . price strips show where every 
item goes. 








KCO 
r OF 3 
aur distin get it 
call y now::* “wn rofit dea’: Use it as an Use it as a double 
salesina” ume, hig Island Display sided display! 
igh ; 
nig .++ the greatest name in housewares 
r ® EKCO PRODUCTS COMPANY 


Available in Canada from Ekco Products Co., Ltd., Toronto, Canada 
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Another new heavy duty tool 
— the H75 Sabre Saw 


Here’s the latest addition to Stanley’s popular line of new heavy 


duty electric tools . 


H75 Heavy Duty Sabre Saw. 

The H75 cuts 2” lumber at a fast 3300 strokes per minute. Its 
long %” stroke means up to 25% longer blade life. It is a fast- 
cutting, smooth-working jig saw. Your distributor has H75 in a 
smart new display package. Stock up now. National advertising 
starts next month. | 


Order 


H75—Performance Plus 


Cuts right up to a wall 

3300 strokes per minute 

4%” stroke for longer blade life 
Chip blower keeps cutting line clear 
Quick, easy blade change 
Stanley-built heavy duty motor 
Anti-vibration mechanism 


H75 now. Introductory price, only 


$54.50 2 jJ your customers get ripping guide 
direct from Stanley. 

Stanley Electric Tools, Division of The 
Stanley Works, New Britain, Conn. 


. . builders saws, sanders, and now the new 


ta 


H775 Kit—$69.95 
Kit includes H75, 8 
blades, and ripping 
guide in metal carry- 
ing case, 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools - drapery, industrial and builders hardware + door controls + aluminum windows + stampings springs 


+ coatings - strip steel - steel strapping—made in 24 plants in the United States, Canada, England and Germany. 





| 


Convention Calendar 





(Continued ) 


National Builders’ Hardware Assn., 
John R. Schoemer, managing direc- 
tor, and American Society of Archi- 
tectural Hardware Consultants, 
William S. Haswell, acting secre- 
tary. Administrative offices, of both 
associations, 515 Madison dAve., 
New York 22, N. Y. 


National Hardware Show, Oct. 14-18, 
at the Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17, N. Y. Frank Yeager, di- 
rector. 


National Housewares Exhibit, Jan. 
16-23, at Navy Pier and Drill Hall, 
Chicago. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Sporting Goods Assn. Con- 
vention & Show, Feb. 2-6, at Mor- 
rison Hotel, Chicago. Sponsored by 
National Sporting Goods Assn., 716 
Rush St., Chicago 11. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Mfrs. Assn., 
Oct. 20-23, at Atlantic City, N. J. 
Headquarters, Marlborough - Blen- 
heim Hotel, Thomas A. Fernley, Jr., 
NWHA managing director, 1900 
Arch St., Philadelphia 3, Pa. Arthur 
L. Faubel, AHMA secretary, 342 
Madison Ave., New York 17, N. Y. 


Regional Events 


Ace Hardware Corp., 2355 S. Blue 
Island Ave., Chicago, 34th Annual 
Convention & Exhibit, Jan. 5-7, at 
Conrad Hilton Hotel, Chicago. 


American Hardware Supply Co. An- 
nual Merchandise Fair & Stock- 
holders’ Meeting, Jan. 27-28, at 
company offices and warehouse, 41 
Terminal Way, South Side, Pitts- 
burgh 19. 


Cotter & Co. Spring & Summer Fu- 
ture Order Show, Nov. 3-6, at com- 
pany office and warehouse, 365 E. 
Illinois St., Chicago. 


Franklin Hardware & Supply Co. 
Annual Convention & Stockholders’ 
Meeting, Sept. 23, at company of- 
fices and warehouse, 918-28 N. Del- 
aware Ave., Philadelphia 23, Pa. 


Hardware Assn. of the Carolinas Con- 
vention. Feb. 18-20. Sessions and 
hotel headquarters at Hotel Char- 
lotte, exhibit at Radio Center Au- 
ditorium, Charlotte, N. C. Martin 
F. Kaelke, P. O. Box 6215, Char- 
lotte 7, N. C. 


Hardware Wholesalers, Inc., 11th An- 
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10 POUNDS 
OF “‘ARDOX’’ 
NAILS = 
1,350 NAILS 





“ARDOX? SPIRAL NAILS 
provide higher count per pound 


ARDOxX< spiral nails cost less per nail because the 
user gets more nails per pound. The spiral in the 
nail results in lower weight per nail. For example, 


there are approximately 4,100 more nails in a 100 Ib. 


box of 24%4 x 104%, ARDOX spiral nails than there 
are in a 100 Ib. box of similar length common nails. 

Get the facts about this superior, threaded-to- 
the-head nail, made from J&L high quality, higher 
carbon steel. For complete information on how 





| | | | I 
0 5 10 15 20 25 30 


DAYS BEFORE WITHDRAWAL 


INCREASED HOLDING POWER 


The ARDOX full spiral shank nail develops 
up to twice the holding power of equivalent 
common nails ... gives you stronger, 
longer-lasting construction. Graph proves 
holding power of eight penny ARDOX nails 
driven into white pine, 10% moisture. 





LESS SPLITTING 


The ARDOX spiral nail turns like a screw 
when driven .. . threads its way into the 
wood with minimum fiber damage. The 
stiffer shank of the ARDOX spiral nail, 
with less metal bulk, greatly reduces the 
tendency to spilit. 


10 POUNDS 
OF COMMON 
NAILS = 
940 NAILS 








ARDOX full spiral nails can cut your costs, write 
to the Jones & Laughlin Steel Corporation, Dept. 
439, 3 Gateway Center, Pittsburgh 30, Pennsylvania. 


Ji Jones & Laughlin 


STEEL... a great name in steel 











EASIER DRIVING 


Despite greater holding power, the ARDOX 
spiral nail actually requires less driving 
force. It speeds construction, reduces op- 
erator fatigue. Laboratory and field tests 
prove that ARDOX spiral nails are up to 
30% easier to drive. 
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SHE’LL COME TO YOU 


to rent this Clarke rug shampoo machine 


This biggest development of the 
rental market will mean handsome, 
steady profits for you 


The rental demand for rug shampoo machines 
has been growing steadily to all-time high 
proportions. With Clarke rug shampoo 
equipment, you'll build big profits three ways, 
from machine rental fees, shampoo sales 

and impulse purchases. Clarke rug shampoo 
machines are engineered to shampoo rugs and 
carpets with amazing ease and efficiency — give 
professional results at lowest cost — and 

they're built for years of top performance. 
When you rent Clarke machines, you're given a 
complete merchandising plan — all the 
promotional aids you need to make your 

store do-it-yourself rental headquarters, 

and build big profits fast! 





Fioor Polisher 
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Clarke 


SANDING MACHINE COMPANY 


309 E. Clay Ave., Muskegon, Michigan 


Authorized Sales Representatives and Service Branches in 
Principal Cities. In Canada: Clarke Sanding Machine Co. 


| 
| 
| 
I 
| 
I 
| 
I 
| 
j (Canada) Lid., 21 Advance Road, Toronto 18, Ont. 
I 

I 
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nual Merchandise Show & Stock- 
holders’ Meeting, Oct. 29-31, at 
company warehouse, Nelson Rd., 
Fort Wayne, Ind. 


Hibbard, Spencer, Bartlett & Co., An- 
nual Merchandise Show & Conven- 
tion, Jan. 12-14, at company ware- 
house, 2201 W. Howard St., Evans- 
ton, Ill. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
19-21. Sessions and hotel headquar- 
ters at Boise Hotel, Boise, Idaho. 
Leon L Weeks, 308 Continental 
Bank Bldg., Boise, Idaho. 


Janney, Semple, Hill & Co., 22-26 S. 
Second St., Minneapolis 1, Annual 
Retailers’ Conference, Jan. 26-29, 
at Leamington Hotel, Minneapolis. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 21-23. 
Sessions and hotel headquarters at 
Cosmopolitan Hotel, Denver, Colo. 
Francis W. Reich, P. O. Box 73, 
Boulder, Colo. 


New England Hardware-Housewares 
Show, Feb. 22-24. Hotel headquar- 
ters, Hotel Statler; exhibit at Hotel 
Statler and First Corps of Cadets 
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‘KEYS MADE 


SIZE: 12" x 27” 


THIS KEY SIGN 


WITH CHAINS OR BRACKET 


BUY A R42 x PKA-3 KEY MACHINE 


(Continued ) 


Armory, Boston. Sponsored by 
New England Hardware Dealers 
Assn., Chester C. Putney, secretary, 
665 Boylston St., Boston 16, and 
Housewares Club of New England. 


North Coast Retail Hardware Assn. 
Convention, Feb. 2-4. Hotel head- 
quarters, Hotel Heathman; sessions 
and exhibit at Masonic Temple, 
Portland, Ore. Martin W. Danko, 
Route 12, Box 109, Fife Sq., Ta- 
coma, Wash. 


Northern Wholesale Hardware Co. 
Convention & Merchandise Show, 
Feb. 16-18, at company offices and 
warehouse, 805 N. W. Glisan St., 
Portland 9, Ore. 


Our Own Hardware Co. Convention, 
Feb. 10-12, at company offices and 
warehouse, 618 N. Third St., Minne- 
apolis 1. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan. 26- 
28. Hotel headquarters and sessions 
at Multnomah Hotel, Portland, Ore. 
J. Malcolm Smith, 210 Empire 
State Bldg., Spokane 1. 


Pacific Southwest Hardware Assn. 
Convention, Feb. 18-20. Hotel head- 





quarters and sessions, Hotel La- 
fayette; exhibit at Municipal Au- 
ditorium, Long Beach, Calif. Also 
Hardware Show & Housewares Ex- 
hibit, March 2-4, at Industrial Bldg. 
and State Fair Grounds, Phoenix, 
Ariz. Otto H. Grigg, 1519 S. Gar- 
field Ave., Los Angeles 22, Calif. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
17-19. Hotel headquarters, Penn- 
Harris Hotel; sessions and exhibit 
at State Farm Show Building, Har- 
risburg, Pa. J. Wayne Tisdale, 1616 
Walnut St., Philadelphia 3. 


Southwest Housewares-Hardware & 
Recreation Market, Sept. 15-19, at 
Adolphus Hotel, Dallas, Tex. Spon- 
sored by Dallas Mfrs. & Whaole- 
salers’ Assn., Mark Hannon, execu- 
tive secretary, 1101 Commerce St., 
Dallas. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 9-11. Hotel 
headquarters, sessions and exhibit 
at Herring Hotel, Amarillo, Texas. 
R. B. Allen, 1408 Fourth Ave., Can- 
yon, Texas. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 6-8. 
Hotel headquarters, Hotel Presi- 
dent; sessions and exhibit at Mu- 
nicipal Auditorium, Kansas City, 





§ FREE 


- 


pa —Z~-Z3 -s8 






WWNMOLS3AVHO 


“Way | 


, 








WITH BLANKS (consisting of a key duplicating machine, motor, rotary 
key board and 1020 popular key blanks), AND YOU WILL RECEIVE 7 
—— FREE —THIS GIANT KEIL TWO-SIDED CAST ALUMINUM KEY SIGN. | 


This offer is good for a limited time only, so — 








CONTACT YOUR JOBBER IMMEDIATELY OR WRITE US 
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Keil Lock Company, Inc. 


Charlestown, New Hampshire 







Convention Calendar 





Mo. J. Keith Melvin, 638 W. 39th 
St., Kansas City 11, Mo. 


State Events 


Alabama Retail Hardware Assn. Con- 


vention, Feb. 8-10. Hotel headquar- 


(Continued ) 


Illinois Retail Hardware Assn. Con- 


vention, Jan. 5-7. Hotel headquar- 
vers and sessions at Pere Marquette 
Hotel; exhibit at State Armory, 
Peoria. William F. Ewert, 1451 
Merchandise Mart, Chicago 54. 





Rouge. David O. Mansfield, P. O. 
Box 1696, Jackson 5, Miss. 


Michigan Retail Hardware Assn. Con- 


vention, Feb. 18-20. Hotel head- 
quarters and sessions at Pantlind 
Hotel; exhibit at Civic Auditorium, 
Grand Rapids. Second Annual Kol- 
lege of Product Knowledge at Pant- 
lind Hotel, Feb. 17. Harold W. Schu- 
macher, 1916 Michigan National 
























ters, Hotels Whitley and Jefferson 
Davis; sessions and exhibit at State 
Coliseum, Montgomery. Charles 
Giles, 409 N. 23rd St., Birming- 


Indiana Retail Hardware Assn. Con- 
vention, Jan. 28-30. Hotel head- 
quarters, Sheraton-Lincoln Hotel; 
sessions and exhibit at Murat 


Tower, Lansing 8. 


Minnesota Retail Hardware Assn. 
Convention, Jan. 6-8. Hotel head- 


ham 3. Temple, Indianapolis. W. J. Sheely, quarters, sessions and exhibit at 
1003 N. Meridian St., Indianapolis, Leamington Hotel, Minneapolis. 
Arkansas Retail Hardware Assn. Con- 4. C. J. Christopher, 3033 Excelsior 


vention, Feb. 16-17. Hotel headquar- 
ters, Marion Hotel; sessions and 
exhibit at Robinson Auditorium, 
Little Rock. Tom R. Pinckney, 402 
Rector Bldg., Little Rock. 


Blvd., Minneapolis 4. 

lowa Retail Hardware Assn. Conven- 
tion, Feb. 11-14. Hotel headquar- 
ters, Savery Hotel sessions and ex- 
hibit at Veterans Memorial Audi- 


Mississippi Retail Hardware Assn. 
Convention, Feb. 23-24. Hotel head- 
quarters, sessions and exhibit at 

torium, Des Moines. Philip R. Heidelberg Hotel, Jackson. David 

Jacobson, 20 W. 35th St., Des O. Mansfield, P. O. Box 1696, Jack- 

Moines 12. son 5. 


California Retail Hardware Assn. 
Convention, Feb. 9-11. Hotel head- 
quarters. Whitcomb Hotel; sessions 
at hotel and Civic Auditorium; ex- 
hibit at Civic Auditorium, San 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 4-6. Hotel headquar- 


Missouri Retail Hardware Assn. Con- 
vention, Jan. 21-23. Hotel headquar- 


Francisco. Krueger B. Jacobsen, ters, session and exhibit at Ken- ters, sessions and exhibit at Hotel 
122 Ninth St., San Francisco 3. tucky Hotel, Louisville. Edward Chase, St. Louis. Fred H. Boemer, 
Keiley, 501 Republic Bldg., Louis- 2340 Hampton Ave., St. Louis 10. 


Connecticut Hardware Assn. Conven- ville 2. 
tion, Feb. 5. Hotel headquarters and 
sessions at Hotel Stratfield, Bridge- 
port. Russ Carlson, acting secre- 
tary, c/o Village Hardware Store, 
New Milford, Conn. 


Montana Hardware & Implement 
Assn. Convention, Oct. 17-19. Hotel 
headquarters and sessions at Hotel 
Florence, Missoula. Norman 0. 
Blevins, P. O. Box 1152, Helena. 


KRYLON 


Giant Autumn-Christmas Promotion 
Means Volume Turnover on 40% Profit Items! 







Louisiana Retail Hardware Assn. Con- 
vention, Jan. 26-27. Hotel head- 
quarters, sessions and exhibit at 
Bellemont Motor Hotel, Baton 










ee 






s Your Krylon sales will skyrocket: 
SKS J] LFE-8 hard-selling ads, Sept., Oct., Nov., Dec. 
tee: Ladies’ Home Journal—Nov. and Dec. 
gt Better Homes & Gardens—Nov. and Dec. 
Better Homes & Gardens Christmas Ideas Annua!—full page. 
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3 Christmas carry-home 

kit of 3 6-oz. cans—gold, 
silver, white—to retail at 
$2.94...top sellers through- 
out the year...no “seasonal” 
or slow-moving colors. 


No wonder Krylon is 
IST IN SALES « 1ST IN PROFITS 


It you prize it... KRYLON.-IZE it! 


KRYLON, INC. norristown, pa. 


- ? Special Christmas car- 
ton of 12 6-0z. cans—4 
each of gold, silver, white 
—opens up to dramatic 
counter display. 


Wrought iron display 

rack FREE TO YOU 
with each 24 16-0z. cans... 
8 cans each of gold, silver, 
white. How-to-do-it placard 
with rack ... one side fea- 
turing Christmas uses of 
Krylon, the other stimu- 
lating year-round sales. 
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Now an opportunity to increase your 
household brush sales 











Ketlogg Brush 
Monryu factur'®g Co. “Ws 
Westtield. panachuse 


Ox Fibre Brush Company 
Frederick, 


Anche vs 
Avrora, lilinors 






= 


= 
+e wee... taeoeee qunwrstey 






e Products inc. 


Stonley Hom garetts rermgs foe Off 
Werttield, Massachusetts 
ene 








Here’s how joining the big Du Pont “Queen who cleans” 
promotion can mean increased sales for you! 


The four-step campaign includes: 

1. NATIONAL CONSUMER ADVERTISING—To touch things 
off—a brightiy-colored double-spread ad in the October issue 
of “Good Housekeeping.” Millions of readers will see this 
message featuring quality household brushes with Du Pont 
TY NEX nylon bristles. 

2. COMPLETE PROMOTIONAL PACKAGE—To help fan the 
interest created by the consumer ad, a merchandising kit con- 
taining the following aids is available to you: 





NATIONAL AD REPRINTS—for your counter displays, catalogs 
and mailings. 

DISPLAY IDEA SHEETS—sketches and suggested copy for sales- 
building, attention-getting windows and in-store displays. 
COUNTER DISPLAY CARDS—powerful point-of-sale cards to 
promote and tie in your brush sales with the over-all selling theme. 
FACT CARDS—gives your store personnel the quick, easy selling 


facts for greater customer understanding and profits. 

ART PROOF PAGE—contains all necessary illustration elements 
to make up hard-hitting, sales-building newspaper ads and 
folders. 

LAPEL BADGES—pressure-sensitive badges to identify your 
personnei and promote the profitable selling theme. 

3. NATIONWIDE PUBLICITY CAMPAIGN—Du Pont will add 
fuel to the “Queen who cleans” promotion. Publicity releases, 
issued at strategic times to consumer magazines, newspapers, 
radio and TV, and business and trade press, will keep the 
campaign hot. 

4. POINT-OF-SALE CONSUMER RECOGNITION — To insure 
that the “Queen who cleans” promotion winds up in a blaze 
of sales for you, consumers will be directed to look for house- 
hold brushes which are tagged with the powerful, sales-build- 
ing Good Housekeeping seal! 

Don't miss out On your share of the profits! Join the “Queen 
who cleans” promotion by contacting your brush supplier 
now. Or write to E. I. du Pont de Nemours & Co. (Inc.), 
Polychemicals Dept., Room 62912, Wilmington 98. Del. 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY, 
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Convention Calendar 
(Continued ) 





Nebraska Retail Hardware Assn. Cen- 
vention, Feb. 2-4. Hotel headquar- 
ters, Paxton Hotel; sessions and 
exhibit at Civic Auditorium, Omaha. 
Frank Capalino, 325 Insurance 
Bldg., Lincoln 8. 


New York State Retail Hardware 
Assn. Convention, Feb. 3-5. Hotel 
headquarters and sessions at Hotel 
Syracuse; exhibit at Onondaga 
County War Memorial, Syracuse. 
Nicholas H. Kiley, Hills Bldg., Syr- 
acuse 2. 


Ohio Hardware Assn. Convention, 
Feb. 10-12. Hotel headquarters and 
sessions at Cleveland Hotel; exhibit 
at Public Auditorium, Cleveland. 
John B. Conklin, 1540 W. Fifth 
Ave., Columbus. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 2-4. Hotel 
headquarters, Skirvin Hotel; ses- 
sions and exhibit at Fair Grounds, 
Oklahoma City. Aaron Gritzmaker, 
512 Midwest Bldg., Oklahoma City. 


INSECT South Dakota Retail Hardware Assn. 


Convention, March 23-25. Hotel 
BRAND WIRE SCREENING headquarters, Sheraton - Cataract 

Hotel; sessions and exhibit at Coli- 
seum, Sioux Falls. H. T. Benson, 


IT'S TRUE . . . Cortland Brand Screening is more popular (and Rene 6. Westers Ave., Sour Falls. 


profitable) than ever. And Wickwire's Multi-Wire Edge is the Se eS oy nl 
reason. This special edge gives Cortland Screening the extra Convention, Feb. 23-25. Hotel head- 
features customers want: added strength on the tacking edge quarters and sessions at Andrew 


. easier handling, cutti : , a Jackson Hotel; exhibit at Fair 
: indling, cutting and installing . . . plus the con rciuds died Celleainn, DMesdinitie. 
venience of lying flat when unrolled. Charles G. Brown, P. 0. Box 784, 


STOCK ALL 3 Cortland Brand Insect Wire Screenings . . . gal- emacs 


vanized, bronze and aluminum. They're available from your jobber Texas Hardware & Implement Assn. 
in 100 linear ft. rolls, 18 x 14 mesh, 24” to 48” widths. Meet Convention, Jan. 19-22. Hotel head- 


U. S. Department of Commerce Commercial $ quarters and sessions at Statler 
. — tandard. Hilton Hotel; exhibit at Memorial 


- ) . Auditorium, Dallas. R. M. Souder, 
Offer your customers all 3 Gillon BRONTE 2. | 1108 Gibraltar Life Bldg., Dallas 2. 


CORTLAND BRONZE Rust-resistant, special Virginia Retail Hardware Assn. Con- 
copper alloy screening. Strong, extreme- vention, Feb. 9-11. Hotel headquar- 
ly long lasting. Bright or ‘Antique" finish. ters, sessions and exhibit at Hotel 
CORTLAND GRAY-WICK Durable, zinc- Chambertin, Fort monres. wis 
coated screening. Made from finest electric Omohundro, Jr., Scottsville. 

furnace steel. Attractive light gray finish. 





West Virginia Hardware Assn. Con- 
ae ec tenes ae ee plant ae vention, Feb. 23-25. Hotel head- 
proof screening, made from Alclad alumi- | ies : se : o2 2 

- : quarters, sessions and exhibit at 
num wire. Strong, durable, light. Daniel Boone Hotel, Charleston. 


sealer James C. Fielding, 1628 McClung 
Pree D Keel St., Charleston 1. 


Contains folders, stream- 
ers, newspaper mats .. 


i ys Ae 4 ror Me S be al Wisconsin Retail Hardware Assn. 
ducts. Send for it! Convention, Feb. 4-6. Hotel head- 


Nails & Brads ©@ WHardware Cloth quarters, Hotel Schroeder; sessions 


Poultry Netting and exhibit at Auditorium-Arena, 
Milwaukee. H. A. Lewis, Stevens 


WICKWIRE BROTHERS, INC., Cortland, N. Y. Point. 
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Profit More from the “do-it-yourself” market 


.stock and sell fast-moving, 
nationally advertised 


GREASE GUNS and FITTINGS 




















e Lowest price consistent with highest quality 


e More time-saving features 


e Backed by Lincolh—pioneer builders of lube © 
equipment for over 35 years 


Unlimited uses for your customers 


For Motor Scooters 
and Motorcycles 


For Marine Inboard 
and Outboard Motors 


ORDER NOW... and get this self-service 
Lincoln Merchandiser free of extra charge! 


For Power Implements 
(lawn and garden) 


For Power Tools 
and Machinery 


For Golf Course and 
Institutional Equipment 


For Home Appliances 








— 
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i 
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cap Ne 5 
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You can set up this colorful, sturdy Lincoln 
all-steel Merchandiser in just 3 minutes. 
What a profit-maker! Customers see ’em ... 
try ’em...and buy ’em! Lincoln grease guns 
and packaged fittings... proved by actual 
tests to be the most popular on the market, 
coast-to-coast. 









Take advantage of this opportunity for 
building sales-volume... order a represen- 
tative stock of lube equipment from your 
Lincoln wholesaler now . . . and get this all- 
steel, self-service Merchandiser free of ex- 
tra charge. For complete details, Write for 
Sales Bulletin 221. 


ee CCC 


Pulls in sales from store traffic... 
} 
space-saving counter size, 20" x 1342" x 8”. 
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Today, many paint brushes are set in rubber 


... but the best are still 


ubberset 


WALL 
BRUSH 


fas oo wie se ) Ff) 
Cngpet tee ete Eye 
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MORE SALES—MORE SELF-SERVICE 
with 


ubberset” 


New Wrappers Bright, colorful, they're real stand- 
outs. Tell the quality, size, price and purpose of each 
brush—save your time by promoting self-service. Also 
Rubberset’s famous Inspecto-Pak—permits easy in- 
spection and keeps the brush factory-fresh. 


New Consumer Ad- 
vertising Continuous 
campaigns in LIFE and 
GOOD HOUSEKEEPING 
magazines are reaching 
41,550,000 brush pros- 
pects — helping presell 
them on Rubberset. LIFE 
sticker and GOOD 
HOUSEKEEPING Guar- 
anty Seal on every brush 
bring this advertising 
right into your store. 


Eye-Catching Displays Senior 
Panel Board —distinctive, impressive 
—36'’ by 24’’. Comes with 20 
single-prong holders. Junior Panel 
Board is ideal for use in limited 
space or in multiple unit displays. 
Also many other types and sizes. 
See your jobber or Rubberset repre- 
sentative now. 


RUBBERSET CO. ¢ 900 Passaic Avenue, East Newark, N.J. 
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WHAT'S NEW 





®@ For more information on these products and services 
use free post card on page 125. 


(Continued from page 15) 
strength. Choice of fire-hardened 
ash handle in the 32 in. D style or 
48 in. long. True Temper Corp. 

For more data circle No. 13 on postcard, p. 125 


Cabinet door magnet latch 


A 10-lb holding power that still 
permits easy opening of doors is a 


feature of this magnet latch for 
cabinet doors. An oversize magnet 
area provides positive door closure 
on slightly warped or sagging 
doors. Door-slam shock is absorbed 
by the lock which can be attached 
to all styles of wood and metal 
doors. Heppner Sales Co. 

For more data circle No. 14 on postcard, p. 125 


Dual action portable sander 


Both straight line and orbital 
sanding action is provided by this 


Cummins portable electric sander. 
Self-cleaning orbital action is for 
heavy work like paint removal. The 
straight line action produces a fine 
furniture finish even on thin ve- 
neer. A directional key is used to 
convert from one motion to the 
other. Retails for $49.95. Cum- 
mins Portable Tools Div., John 
Oster Mfg. Co. 


For more data circle No. 15 on postcard, p. 125 


Multi-stage jet water pump 
This CJM Multistage jet pump, 
the latest addition to the Red Jack- 
et jet line, produces up to 1350 gph 
from pumping depths to 160 ft. 
Comes in factory assembled models 
with 12, 30, and 42-gal tanks, and 
features easy convertibility, self- 
prime, quick connection and an all- 
brass shut-off service cock. The 
30 and 40-gal units can be installed 
vertically or horizontally. Tank 


PE 
‘ ~" ea 
bce = % ean 
sla —- 





supports included in packaged units 
fit either installation. Red Jacket 
Mfg. Co. 


For more data circle No. 16 on postcard, p. 125 


Powdered chalk line refill 


Here is a handy powdered chalk 
refill for the Evans chalk line 
plumb line. Ezy-Pour refill can be 
used for any chalk line reel. To 
promote it, Evans is including a 
free refill with each 50 or 100 ft 


| 
| 
i 


chalk line plumb line for a limited 
time. A special sleeve on the pack- 
age calls the customers’ attention 
to the offer. Refill sells for 10¢. 
Retail price of the special is the 
same as the regular line price— 
$1.49 for 50 ft and $1.69 for 100 
ft. Evans Rule Co. 


For more data circle No. 17 on postcard, p. 125 


Oval footed waste basket 


This 11l-qt capacity polyethylene 
oval-shaped waste basket is a 


footed model featuring a pierced 
panel design. This newest Lustro- 
Ware basket measures 8% x 12 x 
1134 in. high and comes in a va- 
riety of pastel and other colors. 
Columbus Plastics Products, Inc. 


For more data circle No. 18 on postcard, p. 125 


Handscrew clamp with shield 


A soft metal shield on wooden 
jaws is the big feature of this 
handscrew clamp. The metal! shield- 
ing protects the jaws of the clamp 
from defacement and also speeds 
the removal of residual glue. Fine 
finishes are not marred by the 
shields. The maple jaws of the Glue 
Shield clamp come in 8, 10, and 12 
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Hone aro your 


Cwviinas Pott B Oh... 


hom MCKINNEY 


The McKinney line is the complete fine qual- 
ity line of mailboxes, perfect for gift-giving 
at Christmas. Heavy gauge material, smart, 
distinctive design. Only McKinney Mailboxes 
are packaged in eye-appealing gift boxes! 
They’re ideal Christmas gifts for every tradi- 
tional and contemporary home. 






Illustration shows gift package for Contem- 
porary Mailbox DB 680. Other horizontal 
McKinney Mailboxes are similarly 
packaged, at no extra cost. 


| 
N 




























Illustration shows gift 
package for BP 696. 
Other vertical McKinney 
Mailboxes are 
Similarly packaged, 

Mm at no extra cost. 


McKinney Ranch Type Mailboxes hold all mail and even largest magazines. 
i!lustrated above is DB 699—Colonial Dull Black Finish with solid 
polished brass trim. 16 inches long, 9 inches high, 4% inches deep, 
weight 8 Ibs. Also available in Colonial White Finish (W 699), 
Contemporary Black (680) and Contemporary Black and White (681). 
Retail price $12.95—Your cost $7.77—Your profit $5.18. 


DB 697—Dull Black Colonial Iron, 
rough texture in rust-resisting finish 
with solid bright brass emblem, 


holders and locking device. = y 

Packed 3 to a carton, weight 17 Ibs. Other vertical McKinney Mailboxes are available in all Dull Black 
Retail price $10.95— Your cost $6.57 Colonial Iron (DB 695), White Enamel on Colonial Iron (698), Solid Brass, 
— Your profit $4.38. hand polished (BP 696). Size: 10 inches high, 6% inches wide, 


15 inches long over-all including magazine holders. 


Only MCKINNEY Mailboxes 
are gift packaged! 
Order from your jobber TODAY! 


MCKINNEY 


SINCE 18665 











MANUFACTURING COMPANY 


PITTSBURGH 33, PA. 
tn Conode ~ McKinney-Skilicralt Lid, St Cothorines, Ontario 





WHAT'S NEW 





in. lengths with 412, 6, and 8% in. 
openings respectively. Wetzler 
Clamp Co. 


For more data circle No. 19 on postcard, p. 125 


Liquid plastic rubber repair 
Electrical repair problems will 
be easier to solve with this plastic 
rubber that chemically vulcanizes 
without tools or heat. The non-in- 
flammable putty-like substance in- 
sulates, waterproofs and rustproofs 
anything from electrical wiring to 
hand tools. Dries to a tough elas- 
tic surface in about 30 minutes. 


The 4-oz individually carded tube 
sells for $1. Comes 12 to a carton 
with counter card and rack. Wood- 
hill Chemical Mfg. Co. 


For more data circle No. 20 on postcard, p. 125 


All-purpose power tool 
The featured package in the 


Thor Christmas merchandising 
promotion is a portable electric 
drill which also is a jigsaw, sander 


124 


and polisher. The SpeedDrill, for 
do-it-yourselfers and general trade, 
has a 2.5 amp motor that provides 
extra power for the 9 in. tool that 
weighs 4 lb. The unit will drill %4 
in. in steel, % in. in hardwood and 
will saw wood and metal. A special 
package and counter display called 
Thor SpeedShop Santa’s Spe- 
cial, will promote the $37.50 drill 


and attachments. Thor Power Tool 
Co. 


For more data circle No. 21 on postcard, p. 125 


Even pattern lawn sprinkler 
Here is an inexpensive lawn 
sprinkler made of Tenite that will 
not rust, clog, or corrode. There 
are no moving parts to get out of 
order. The sprinkling pattern is 
circular and covers evenly with 
tiny water droplets. These Sun 
Shower units retail for $1.98 each 


and can be obtained in an eye- 
catching display. Anro Products. 


For more data circle No. 22 on postcard, p. 125 


All-purpose machinist's file 
This all-purpose machinist’s file 
is for ferrous and non-ferrous 


metals. Magicut has coarse single 
cut teeth, interrupted by 
narrow chip breakers. Provides 
rapid stock removal and smooth 
finish simultaneously. Comes in 
Nicholson and Black Diamond 
brands and flat, half round and 
square shapes in lengths of 8, 10, 
12 and 14 in. Nicholson File Co. 


For more data circle No. 23 on posteard, p. 125 


long, 


Small hand vacuum cleaner 
This small sized, 5 x 7 x 4 in. 
vacuum cleaner weighs only 3 lb. 


Handy for cleaning hard to reach 
areas on floors, furniture, automo- 
bile upholstery, or clothes. The 
buff and brown unit has no filters 
or bags to be changed. Retails for 
$19.95. Party-Q Corp. 


For more data circle No. 24 on postcard, p. 125 


Portable electric heaters 


The popular priced Viking line of 
portable electric heaters offers three 
heaters. The Havana (shown) has 

(Continued on page 128) 
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use this FREE 


CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 









































FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 








BUSINESS REPLY CARD 


Ne postage necessary if mailed in the United States 



























































POSTAGE WiLL BE PAID BY 


Be sure to write name HARDWARE AGE 
and address on post card. Post Office Box 60 


Please use this P. O. Village Station 


Box Address for Quick NEW YORK 14, N. Y. 
Check Cards Only 





Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 9/12/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 7 8 9 10 11 12 13 14 
16 a ee: ae 22 «=23 oe: Te ae aoe 
31 ee ee Ee ee a ee ee 42 43 44 
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FIRM ADDRESS 
CITY or TOWN 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 











When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


. 
HI 


Postcard valid 8 weeks only. After thet use own letterhead fully describing item wanted 9/12/57 


Piease send me further information on the WHAT'S NEW items, code numbers 


for which | have circled below. 
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POSTAGE WiLL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 









* 





ora SONG. DOOR 


For the smart modern 
look that brings added 


chain to every heom... 





























This interior sliding door is a space-saving 
innovation for bypassing doors or doors that 
slide into their own recessed pockets. 




















With this type of door there is never a sacrifice 
of valuable floor space—as would be required 
with the conventional swinging door. 


It’s ideal for clothes closets, supply and storage 
cabinets—or as room dividers in the home, 
office or factory. 


Hangers have large 1% inch diameter wheels 
of Nylon—they never need lubrication. 


A specially designed rail made in 44, 56, 60, 
68 and 92 inch lengths, provides a rigid track. 


Two styles — 





each with distinctive 


features 









Fits any thickness of 


Png, ¥ > 
My 
— tee: 





oad 


door. obs Simple to install No. 182 Single fheel Hanger No. 185 Two Wheel Hanger 
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Packed with 
Profits ... 





COLUMBIA 


Packaged Spring 
Weatherstripping 
by NATIONAL 


Now available in both 
Aluminum and Bronze! 





For years Columbia Spring Bronze 
has been a fast-moving item. Now 
—you can also offer your customers 
this high-quality, easy-to-install 
weatherstripping in special alumi- 
num alloy. 

Furnished prepunched and with 
an ample supply of nails, Columbia 
Spring Weatherstripping can be 
quickly installed by anyone with 
only a hammer and scissors. It’s 
available in either 17’ packages or 
100’ rolls, with installation instruc- 
tions included. If your jobber can’t 
supply you, write us. 


LookTo 
for 


Quick Sales... 
Nice Profits! 


COMPLETE LINE OF NA- 
TIONAL AND COLUMBIA 
WEATHERSTRIPPING « 
“TRIPL-TITE’ ALUMINUM 
SIDING * PORCELAIN 
ENAMEL BUILDING 
PANELS AND SIGNS 





Write or wire for details! 


Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 











WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 125. 


(Continued from page 124) 
a heavily copperplated reflector and 
beams heat in any direction. It is 
15 in. high, 1000 watts and sells 


for $10.95. The Bermuda, for 
$17.50, provides radiant heat and 
circulates warm air; finished in 
hammertone gray. The Nassau is 
13% in. high, comes with 6 ft cord, 
is 660 watts and sells for $8.95. 
Plume & Atwood Mfg. Co. 


For more data circle No. 25 on postcard, p. 125 


Fiber glass archery bows 


Two bows in four colors have 
been added to the Paul Bunyan 
archery line for 1958. The 48 in. 


bow retails for $5.95 and the 54 
in. length retails for $7.95. Both 
are Recurve design and come in 
red, yellow, green, and blue, packed 
four to a carton. The bows are also 
available in sets including arrows, 
arm guard, finger tab, quiver, 


target and how-to booklet. The 54 
in. bow and six arrow set (shown) 
sells for $12.95 and the 48 in. bow 
and four arrow set sells for $9.95. 
Paul Bunyan Archery Co. 


For more data circle No. 26 on postcard, p. 125 


Combination chain, power saw 

This dual purpose electric saw 
serves as a chain or power saw. As 
a power saw, the 614 in. blade hits 
speeds up to 4700 rpm. As a chain 
saw, the Suburban Logger has a 
speed of 2500 surface feet per min- 
ute. This equals direct drive chain 


saws. The chain attachment has a 
9 in. armor-tipped cutter bar and 
chipper chain of special saw steel. 
Portable Electric Tools, Ine. 


For more data circle No. 27 on postcard, p. 125 


Paint cleaner and deglosser 
Painters, amateur and profes- 


HARDWARE AGE, SEPTEMBER 12, 1957 





COUNTER DISPLAY CARTON 
TELLS "EM—SELLS "EM—ON GETTY CASEMENT OPERATORS 


Tells your customers how easy it 
is to modernize their casements 


—replace obsolete staybars or 


worn-out operators—with this 
Wt handsome Getty No. 47 15 model. 


Eye-catching, colorful, this 

Ms counter carton’s a sales help that 

ties right in with Operation Home 

Improvement— works to get you 

CWL extra sales whenever a customer 
comes into your store. 


HARDWARE AGE, SEPTEMBER 12, 1957 


Getty No. 4715 is an inexpensive angle-drive worm and gear 
operator for residential wood casements. It is precision built— 
handsome in design—lubricated for a lifetime of tough duty— 
quick and easy to install (each operator comes packaged with 
complete ““do-it-yourself” instructions). 


Display carton is printed in striking yellow and blue. Contains 3 
right-hand and 3 left-hand No. 4715 Operators in attractive 
bronze lacquer finish. Carton is sturdy, compact, easy to set up on 
counter or shelf. Top folds back, presenting selling message to 
customer, as illustrated. 


Ask your wholesaler about this new money-making Getty dis- 
play now. 


Getty Operators Are Used on More Casement Windows Than All Other Makes Combined 


‘i & CO., INC. * 3348 NORTH 10th STREET + PHILADELPHIA 40, PA, 


Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 








that sells 


| Supreme Chucks 


to every drill owner 


SPECIAL BIG PROFIT DEAL 
FOR HARDWARE DEALERS! 


FREE 


~. in this 


one - package deal ! 


Traffic - stopping 


display with pocket 
Fee 


r 


Hand-out colorful 
folders that sel! 
Supreme Chucks 
and... 

he free chrome- 
plated Supreme 
Brand Chuck that 
attaches to display. 


Here's a chance to sell ao superior 
Supreme Brand chuck to every power drill 
owner. Everything you need to set up 
profitable chuck sales is contained in 
one simple deal. Chucks of varying 
sizes and capacities, handout 
literature, and a colorful but smoll 
display that's a sure stopper. 
Professional mechanics 

and the “do-it-yourself” 

drill owner will all want 

to modernize their tools with 
Supreme Brand Chucks. 


The customers can 
ectually see the 


fra quality. 


You can’t miss with 
this profit package... 


12.73 


SUPREME PRODUCTS CORPORATION 


2222 S. CALUMET AVE., CHICAGO, ILLINOIS 


A DIVISION OF AeSeR PRODUCTS CORPORATION 





HAT’S NEW 


® For more information 
on these products and 
services use free post 
card on page 125. 





sional, will be interested in this 
combination paint deglosser and 
cleaner. Deglosser is applied with 
a rag and removes grease, oil and 
dirt as it deglosses the old surface 
in preparation for repainting. 
Available in pints, quarts, gallons, 
and 5-gal containers. Savogran Co. 
For more data circle No. 28 on postcard, p. 126 


Indoor, outdoor grill 

This full-sized grill can be used 
indoors or outdoors and comes com- 
plete with carrying case, spit and 
motor brackets. Retails for $5.95. 
The adjustable aluminized charcoal 
tray requires only one layer of 


charcoal to broil food on the unit’s 
12 x 18 in. top. The Sherwood grill 
accommodates a motorized spit at- 
tachment that will handle a 12-lb 
turkey. Attachment sells _ for 
$12.50. Kol, Ine. 


For more data circle No. 29 on postcard, p. 125 


Decorated school lunch kits 


Teen-Ager lunch kits in flat and 
dome models are decorated in amus- 
ing and colorful sketches of school 
life. Younger children will be in- 
terested in a Red Barn kit in the 
dome model only. Thermos also is 
offering a tweed pattern kit similar 
to airline luggage in the flat model 
only. A free lunch menu booklet 
comes with each kit. The flat kits 


(Continued on page 133) 
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Weéth the WEAVIER.. wore RUGGED 
‘PUSH BUTTON” Locking Device 


This new patented wrench is built to resist 
—— normal abuse in heavy service commonly 
—. associated with adjustable wrenches 


lus THESE IMPORTANT FEATURES... 


POSITIVE LOCK ONE HAND OPERATION 
NO OBSTRUCTIONS INCREASED SAFETY 
RAPID ADJUSTMENT DROP-FORGED 

NO FUMBLING HEAT-TREATED 


COVERED BY 
U.S.A. PATENT 2719449 





JUST A FLICK OF 
THE THUMB OR FINGER 

LOCKS OR UNLOCKS THE ADJUSTMENT 
INSTANTLY AT ANY OPENING YOU SELECT 





COLORFUL, PLATED DISPLAY RACK SELLS YOUR CUSTOMERS QUICKLY 


Pree! with each assortment sini 


FITS ANY STANDARD PEGBOARD 
OR WILL FASTEN TO ANY SOLID SURFACE 
' a 











i 
For customers who i 


_ customers who 
demand the best in ~— 


want all the features 
















fit, feel and finish. ane eras el Se at a lower cost. 
CHROME a. — 4 BLACK 
FINISH r j ' FINISH 


ASSORTMENT No. 6LD ASSORTMENT No. 6BLD 








1 No. 6L 6” @ 2.39 ea. $2.39 1 No. 6BL 6” @ 2.00 ea. $2.00 

2No. 8L 8” @ 2.76 ea. 5.52 2No. 8BL 8” @ 2.42ea. 4.84 

2 No. 10L 10” @ 3.55 ea. 7.10 2 No. 10BL 10” @ 3.00 ea. 6.00 

Mas | No. 12112” @ 5.18 ea. 5.18 1 No. 12BL 12” @ 4.40 ea. 4.40 
My 6=—s Suggested Retail ... $20.19 Suggested Retail _. $17.24 , 
Dealer Cost 13.48 Dealer Cost 11.48 a 








DEALER PROFIT ...... $ 6.71 DEALER PROFIT ...... $ 5.76 


selso avatlable in tndividual SELF SELLING antnns 
Rarer 











BLACK FINISH 





















































JH. WILLIAMS & CO., 400 VULCAN ST., BUFFALO 7,N.Y. 
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WRENCH NUMBER 6L gL VOL | 12 | 15L WRENCH NUMBER 6BL | S8BL | 10BL | 12BL | 1584 
SIZE 6in. | Bin. | 10in, | 12m. | 15 in. SIZE 6in. | Sin. | 10in. | 12 in. | 15 ie. 
SUGGESTED RETAIL | $2.39 | $2.76 | $3.55 | $5.18 | $7.88 SUGGESTED RETAIL | $2.00 | $2.42 | $3.00 | $4.40 | $6.95 
DEALER COST @ 33% % | 1.59| 1.84] 2.37] 3.45 | 5.25 DEALER COST @ 33%%| 1.33 | 1.61 | 2.00] 2.93] 4.63 
DEALER PROFIT 80| .92| 1.18] 1.73] 2.63 DEALER PROFIT 67} 81} 1.00] 1.47] 2.32 
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WARE...ne new quality line 
that selis on sight! 


J&L, a great name in galvanized ware, is easy to sell, lasts longer, priced 
right for faster turnover and higher profits. Stock the best . . . sell the best . . . These cans will withstand 
the new J&L galvanized ware. rugged treatment... yet look 
Order J&L ware today from your hardware jobber. For detailed informa- good for years. New cover de- 
tion or help in obtaining the Jones & Laughlin galvanized ware line, write sign wards off heavy blows, has 
direct to the Container Division, 405 Lexington Avenue, New York 17, N.Y. streamlined appearance. Mr. 
Householder likes the rugged- 
ness; Mrs. Householder likes 


Jl Jones & Laughlin its looks. Order a supply today! 


STEEL ...a great name in steel 


Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 


“The Suburban” 
Refuse Can 
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WHAT'S NEW 


® For more information 
on these products and 
services use free post 
card on page 125. 
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(Continued from page 130) 





feature a removable temperature 
control with 6 ft cord. Both alumi- 
num pans are immersible for clean- 
ing and have heat resistant plastic 
handles and feet. General Electric 
Co. 


For more data circle No. 32 on postcard, p. 125 





offer an option of a food jar or a Nut and bolt sealant 


vacuum bottle. American Thermos Loctite is a chemical liquid that 
Products Co. locks nuts to bolts on equipment 


For more data circle No. 30 on postcard, p. 125 


SIs 


| | [ | 
from lawn mowers to toys. The 


thin liquid penetrates into the 

threads between the nut and bolt ivi @) NITE 
and provides a plastic bond. 
Hardens in the absence of air only. 
Nuts can be removed with ordinary 
tools although the seal is shake- 
proof. Sells for $1 per tube. ‘e]gelaaloidiola 
American Sealants Co. 

For more data circle No. 33 on postcard, p. 125 


Copper pipe flaring tool 

A fast, faultless flaring job can 
be gotten on large diameter tubing 
with this flaring tool set. The cop- 
per or other soft tubing is inserted 
into the forged steel sizing bar and 
the self-centering piston is tapped 
with a hammer to make the flare. 
Hammer-Down set accommodates 








A DEVCON PRODUCT 


 eolicmal-sdlolaraalel— 


 laleig-t-t-\-1e Mo] genene— 


























fol am ,ele 
32, Yo, %, %, and % in. OD tubing. ‘ 
Sohal Mi Co : . Smooth metal surface coating 
For more data circle No. 31 on postcard, p. 125 Derusto galv-a-grip adheres to | OF- 1 YZolel mm ante) i-t-t- tii 
galvanized and other smooth metal  (Bvjvawel-se-1il- ani OlDP4a 4 


surfaces without chipping, crack- 
. ing or peeling. This protective | FeyoaVeetel\Mmetlel-1-lel-)-walel. 
Automatic sauce pans coating requires no etching or acid | ; 
Here are two automatic electric treatment of surface before use. 400 Endicott Street 
sauce pans that provide controlled The weatherproof coating also Danvers, Mass. 
heat for every type of sauce pan primes the surface and 1 gal covers 
cooking. The 2-qt and the 4-qt size 500 to 700 sq ft. Can be sprayed, 





HARDWARE AGE, SEPTEMBER 12, 1957 


Sells Itself, 
This Popular 
“Do-It-Yourself” 


Line! 


KESTER ¥ 
TV-RADIO | 


OLDER # 


KESTER SOLDER 


EVERYTHING YOU NEED FOR PROFITABLE SOLDER SALES 


is available in the profit-maker Kester Solder line. But your 


“do-it-yourself” customers won't buy it if they don’t see it. Make 
a display for Kester products, be sure it’s in a good location, then 
see how it attracts the trade. Don’t forget to feature Kester’s free 
16-page “how-to-do-it” booklet, “Soldering Simplified.” A liberal] 
supply is yours for the asking! 


KESTER SOLDER COMPANY «+ 4207 WRIGHTWOOD AVENUE, CHICAGO 339, ILLINOIS 
NEWARK 5, NEW JERSEY * BRANTFORD, CANADA 











WHAT’S NEW 


® For more information 
on these produc; and 
services use fre& post 
card on page 125. 





brushed or rolled on. Available in 
white, light gray and red in % 
pints to 55-gal drums. Master 


Bronze Powder Co., Inc. 
For more data circle No. 34 on postcard, p. 125 


Telescoping snow tool 


Motorists will be customers for 
this snow and ice removal tool com- 
bining a detachable plastic scraper 
and a non-scratch strip bristle 
brush on a telescope handle. Comes 


packed in a polyethylene bag for 
glove compartment storage. The 
plastic tool also has a rubber squee- 
gee. Sells for $1.39. Osrow Prod- 


ucts Co. 
For more data circle No. 35 on postcard, p. 125 


Aluminum paints, coatings 


Here is a line of aluminum prod- 
ucts to join the Handi-calk and 
Handi-glaze family of compounds. 
Handi-Gard aluminums include 
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roof coatings fibred and non-fibred, 
roof paints, and other aluminum 
paints. A distinctive new label 
identifies the line. Gibson-Homans 
Co. 


For more data circle No. 36 on postcard, p. 125 


Downspout anti-freeze kit 


Roofs, gutters and downspouts 
can be protected from freezing by 





this Easy-Heat band kit. The kit 
consists of a yellow, water-proof, 
molded vinyl band that holds pre- 
spaced heater wire safely in 
separate channels. A UL-approved 
cold lead wire and a molded viny! 
plug are in the unit. Also included 
in the package is a large roll of 
extra-heavy insulating outer wrap. 
Welcraft Products Co. 


For more data circle Neo. 37 on postcard, p. 125 


Two-speed vacuum cleaner 


This vacuum cleaner. auto- 
matically shifts from normal floor 
cleaning speed to high speed when 
its converter for cleaning tools is 
inserted. With the converter in 
place, the cleaner follows the user 
as the tool attachments are used. 
The Convertible cleaner has modern 
styling with wrap around Dirt 
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NE W! Profit with another 
Campbell chain EXC/usive ! 


=e). Blue Cemper 
PRE-CUT, PACKAGED CHAIN 


@ 3/16", 1/4”, 5/16", 3/8” Proof Coil 
Chain . . .-in lengths of 10’, 15’, 20’, 
50’ and 100’ . . . in attractive self- 
service packages. 


@ Instantly identified by the rich bive 
color... tempered right into the chain. 


Now, for the first time chain moves from 
the back room to the front counter. No 
cutting, measuring, wrapping . . . over 
25% of your sales are in these pre-cut 
lengths. Stays clean and easy to handle. 


Stock a representative selection and 
watch impulse buying make chain 
buyers out of ‘‘shoppers."’ Start selling 
Campbell “Blue Temper” Chain today. 
Contact your Campbell distributor or 


PATENT APPLIED For Write direct for details. 
Pre-Cut, Packaged Chain also available in Hot Galvanized 


mo NYI-):1 4088 CAMPBELL CHAIN Company 


~~ CHAIN 


York, Pa.—W. Burlington, lowa 
Portland, Ore.—Sacramento, Calif.—E. Cambridge, Mass. 


Makers of the famous Lug-Reinforced Tire Chains 



























=) Quality... — 
_ ftome...I/s | Evp 


4 


The household ~ paper 
line women know they can 
depend on— is nationally 
advertised KVP. Make your 
paper section show bigger 
profits by displaying all the 


items. 


THE K VP company 


Kalamazoo, Michigan 











and they'll be waiting for you in 


BOOTH 9G 


OCTOBER 14* thru 18% 
NATIONAL HARDWARE SHOW 














Coliseum—New York 








See the complete UNION line of Tackle 
Boxes, Tool Chests, Cash and Bond Boxes, 


Parts Cabinets and Steel Machinist's 
Chests. 


First with the Finest for over 60 Years 
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@ For more information 
on these products and 
services use free post 
card on page 125. 


Finder lens. Retails for $109.95. 
Cleaning tools are $22.95. Hoover 
Co. 


For more data circle No. 38 on postcard, p. 125 


Trousers and skirt hanger 


Trousers and skirts are held in 
a tight grip in this Sure Grip 
hanger. The chrome-plated steel 
wire unit has corrugated hard rub- 


ber pads at the gripping ends to 
protect the garment and a double 
hanging hook. Comes packed 12 
to a display carton at 59¢ each. 
Knape & Vogt Mfg. Co. 


For more data circle No. 39 on postcard, p. 125 


Retracting chain key ring 


The Key-Bak key reel carries 
keys and other objects on a reeled 
chain at the wearer’s side. A swivel 
link prevents twisting in the 24-in. 
steel chain. Model 3 is a belt loop 
model and No. 5 is a clip-on model. 
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Arvin 


America’s longest, strongest line of Portable Electric Heaters 


THE TWO MOST ADVANCED HEATERS 
in a line that’s always ahead 


, So8 “ abe 
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BLOWS HOT FROM THE START! 


Automatic Heater with Delayed-Action Thermostat 


Model 5739. No chilly drafts when this heater is first turned on. 
It starts with pre-heated air because Arvin’s delayed-action 
thermostat holds back the fan until heating elements are hot. 
Then a surge of warm air floods the room. And when the de- 
sired room temperature is reached, the thermostat automati- 
cally turns off the heating elements but lets the fan run until 
all remaining heat is delivered. Combines fan-forced and ra- 
diant heat with push-button selection of either 1320 or 1650 
watts. On-off toe switch for “‘no-stoop’”’ control. ——- 
safety switch; red pilot light. Antique white enamel finish, 
gold-tone grill, ebony trim— $39.95. 








HEATS LIKE THE SUN! 
Glass-Panel Heater with Infra-Red Radiant Heat 


Model 5654. No noise, no dirt, no dried-out air! This new 
automatic heater warms like the sun with healthful, infra-red 
rays. Every object within range absorbs and radiates even, 
draftless warmth—no cold spots. The attractive opaque glass 
pane] is the heating element—its entire surface radiates heat. 
Quiet operation—no moving parts. Thermostat turns heat on 
and off automatically to maintain desired temperature. 1650 
watts capacity. Red signal light glows when heater is on. Slim, 
trim and distinguished in appearance, with gun-meta! gray 
enamel finish and handsome brass trim. Self-leveling feet — 
a truly magnificent heater! $54.95. 


Only Arvin offers a model and price 
to suit and sell every heater prospect 





Silver Anniversary Line —10 models for fast-profit, retailing from $12.95 to $54.95 





Electronice and Appliances Division, AYViN1 INDUSTRIES, Inc., Columbus, Indiana eer on 


NATIONALLY ADVERTISED 


All Arvin Heaters operate on 110/120 volts, 60 cycle AC. All are listed by 
Underwriters Laboratories, Inc. and 


guaranteed for one year: 





th 


Arvin also makes Radios, Fans, Leisure Furniture, ‘“‘Charky” Grills, lroning Tables, Car Heaters 
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Turns S-hooks 
into Sales... 


HINDLEY S-HOOK 
ASSORTMENT No. 500 


270 fast-moving Hindley S- 
Hooks in assorted sizes for hun- 
dreds of uses. Colorful carton 
converts into handy counter dis- 
play for added impulse sales. 


..fUrms eye-ers” 
into buyers! 


HINDLEY 
PIC-PAK RACK No. 36 


Self-dispensing, Masonite dis- 
play rack contains 216 profit- 
pulling Pic-Pak units. Complete 
assortment includes 36 sales- 
proven bright wire hardware 
items. Display may be used as 
counter easel or wall rack. 


ORDER FROM YOUR WHOLESALER 


indley| 


fio 1897 


HINDLEY MANUFACTURING COMPANY 
Valley Falls, Rhode Island 








WIRE HARDWARE - COTTER PINS 
PLUMBING SPECIALTIES 

















WHAT’S NEW 


® For more information 
on these products and 
services use free post 
card on page 125. 





Other adaptions are available. The 
case is chromed and is about the 
size of a pocket watch. Retails for 
$2.95. Lummis Mfg. Co. 


For more data circle No. 40 on postcard, p. 125 


Anti-fatigue rubber mat 


This Snowflake rubber mat 
blends with contemporary and tra- 
ditional decors. The mat features a 
non-porous surface to keep dirt and 
water from penetrating. The mat is 
a thick layer of sponge rubber 
which eases foot fatigue. Has non- 
skid bottom surface. Mats come in 


18 x 30 in. and 21 x 36 in. sizes. 


Buxbaum Co. 
For more data circle No. 41 on postcard, p. 125 


Adjustable roast rack 

This roast rack adjusts for 
roasts of all sizes and handles 
poultry from 3 to 25 lb. The heavily 
chrome plated unit folds flat for 


use as a cake cooler or broiling 
rack and can be used for warming 
foods in electric frying pans. Rack 
fits most roasting pans and sells 
for $2.50. Washburn Co. 


For more data circle No. 42 on postcard, p. 125 


Low cost flashing lantern 


This rugged seamless aluminum 
flashing lantern can be carried in 


: ed ‘ 
—_ > = . 
a Ly ‘ « > 


eight different positions and also 
stands and tilts. The gold anodized 
unit stands 7 in. high and has a 
3% in. diameter reflector that 
throws a long powerful beam. Uses 
a No. 407 bulb for its red warning 
light. The battery is a standard 
6V Eveready No. 509 or equal. 
Flasher and beam are controlled by 
a 4-position switch, individually or 
jointly. H. J. Ashe Co. 


For more data circle No. 43 on postcard, p. 125 


Thirty-inch lawnsweeper 


A 2-cycle Clinton engine powers 
this 30 in. lawnsweeper which has 
a removable canvas hopper with a 
6-bushel capacity. The engine has 
a recoil starter. Power is applied 
through a jackshaft and chain 
transmission to the brush shaft 

(Continued on page 141) 


HARDWARE AGE, SEPTEMBER 12, 1957 








\— ew CAROL EXTENSION “CORDSETS” 
in eye-catching displays to sell on sight! 


4 teetioiaery oF 


Available in both.red and black, each Carol 
Cordset is specially packaged in a heavy-duty 
box which opens easily into an eye-catching, hard- 
selling display case that occupies little counter 
space. Every set is clearly labeled to simplify 
selection, storage and inventory control. 


® SELL THE COMPLETE LINE 








CAROL CABLE COMPANY 


Division of The Crescent Company, Inc. Seven different lengths in 2 gauge sizes meet every 
Pawtucket, Rhode Island. demand. All attachments are molded on for long life. 
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Here’s something new 
in Gifts for the 

Home! Every decora- 
tive mail box in the . 
HERITAGE line is as 
rich and /asting a 
Christmas thought 

as you'll find to 
brighten your gift 
counters. Be sure 

to order early. 


[as - 


ae 


“The ESSEX" 


“The CONCORD" 


“The MAYFAIR” 


x 
* 


“The SUFFOLK” 
YOUR 


JOBBER 
FOR PRICES, 
LITERATURE. 


“The PLYMOUTH” 


DUTTON-LAINSON COMPANY 


Dept. HA-9 Hastings, Nebraska 


Fast moving... high profit in 


the cool months too! 


Truly beautiful! This 


use of the jardiniere 
is a favorite among 
customers who bring 
plants in from the out- 
side in cold months. 
Four classic colors, 
11%" diameter, 7” 


BOLAY 


Fiber Glass 
FLOWER BOXES and JARDINIERES 


On this handsome 
black tron stand, the 
Bo-Kay flower box 
adds a decorator's 
touch of beauty to 
every home. House- 
wives love the conven- 
tence too. There's no 
work with Bo-Kay 


Here's still another 
use for the versatile 
Bo-Kay Jardiniere. 
Its uses are countless. 
That's one big reason 
they sell fast all year 
‘round. Stand avail- 
able for only $4.60. 


Jardiniere just $2.49. 


— Retail $2.49. 
(c 








ain banger extra) boxes. Stands $3.95. 


These beautiful, color-fast flower boxes sell fast 
all year ’round. Made of molded fiber glass, they 
can’t rust or corrode... never need retouching 
or painting. Four attractive colors in 18, 24, 30 
and 36 inch lengths. The strength of fiber glass 
insures sturdy construction, long life. Retail 
$2.70 to $3.98. 

Beauty and versatility are just two of the many 
reasons the Bo-Kay Home and Garden line sells 
fast in the cooler months of the year. 

Bo-Kay products are practical. Molded fiber 
glass will never rust or corrode or leak. They 
never need painting, and the surface will not peel 
or chip... ever. 

The Bo-Kay line is priced for fast sales too! 
And with a long, full profit to you. For full infor- 
mation call your wholesaler or write direct. 


See us at the National Hardware Show Booth 1026. 


PLASTIC PRODUCTS CORPORATION 


P.O.B0ex8S7 «+ Cleveland 22, Ohio 
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only. The unit has 10 in. tractor 
tread wheels and sweeps forward 


or backward. Lambert, Inc. 
For more data circle No. 44 on postcard, p. 125 


Nine-shot .22 cal revolver 

The Side-kick revolver features 
a 9-shot swing-out cylinder with 
positive two-point locking. Other 
features are a heavy barrel, non- 
glare finish on top, and wide front 
sight. Comes in 2%, 4 and 6-in. 
barrels at $38.95. The same gun 





in chrome finish and brown side 
grips retails for $40.95. Harring- 
ton & Richardson, Inc. 

For more data circle No. 45 on postcard, p. 125 


Low cost paper stapler 

Arrow’s latest stapler is stream- 
lined in design and comes packaged 
in an impulse sales building dis- 
play. The utility stapler features a 
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we 


| Fully Guaranteed 





jam-proof mechanism and sells for | 
$1.29. The 3-color display can be 
used on counter or rack. Arrow 


F'astener Co., Ine. 
For more data circle No. 46 on postcard, p. 125 


Auxiliary latch with chain 


This auxiliary rim latch with 
chain provides a door chain with 





the convenience of key operation. 
The look can be set to permit the 
chain to be disengaged by the ac- 
tion of the key. Or, it can be set 
to hold regardless of lock opera- 
tion. The brass-finished unit per- 
mits the door to be held open 
slightly and provides a 5 pin- 
tumbler cylinder that can be mas- 
ter keyed. Useable on left or right 
hand doors that open in. Yale & 
Towne Mfg. Co. 


For more data circle No. 47 on postcard, p. 125 


Colored storage cabinets 


These two Jiffy small item stor- 
age cabinets are available in tan- 
gerine, beige, deep turquoise, black, 
and white. The Mighty Midget 
(shown) is a 4-drawer model re- 
tailing at $2.50. The 8-drawer 
Handi-Chest sells for $3.50. Both 
high-impact plastic frames are 64 









bigger profits! 
faster turnover! — 





—* 


SyC 
‘Lp CAP NUTS 
cg die cast of 


zinc alloy 


E for highest quality 
at lowest cost! 






IN BULK, 
BOXED and 
attractive 
counter 
WISE), 
assortments 


Wi 
NUTS 


a 


Your customers want 
quality plus economy! You want 
fast turnover plus profits. Gries die 
cast zinc alloy wing nuts and cap 
nuts are the answer. Non-ferrous, 
rustproof, corrosion-resistant, with 
clean threads and attractive bright 
finish. Their low cost to you means 
extra profits! 


Write today for prices and catalog sheets 


Die Castinas 


GRIES REPRODUCER CORP. 





161 Beechwood Ave., New Rochelle, N. Y. 











Telephone: NEw Rochelle 3-8600 





Ne 


N+ 





Goes further — no waste 


Once a contractor uses Gold Seal 
Rubber Tape, you have a steady cus- 
tomer. It molds easily to a perfect 
splice. It goes further — a few wraps 
provide a continuous sheath with 
insulating properties to match the 
dielectric strength of the original 
wire covering. For more tape busi- 
ness, stock and display Gold Seal. 
Made by Jenkins Bros., Rubber Div., 
100 Park Avenue, New York 17. 


Rubber 


In 10-roll 
containers or 
single rolls. 


Each roll sealed 
in cellophane, 
stays fresh. 


Gold Seal FRICTION ©¢ RUBBER © PLASTIC Tapes 
Commercial and Specification Grades 
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WHAT'S NEW 





in. square and all drawers can be 
divided into three compartments 
with dividers furnished. Campro 


Products, Inc. 
For more data circle No. 48 on postcard, p. 125 


Semi-concealed cabinet hinge 
This new type % in. inset semi- 


concealed cabinet hinge has been 
added to the Star line of cabinet 








hardware. The No. 416 is available 
in all finishes. Star Metal Products 
Co. 


For more data circle No. 49 on postcard, p. 125 


Unbreakable nylon baster 
An unbreakable nylon tube is the 





feature of this baster with the rub- 
ber bulb available in yellow, pink, 
and blue. The large capacity tube 
is marked with liquid measurement 
graduations and is easy to clean. 
Comes in a polyethylene bag at 79¢ 
retail. Foley Mfg. Co. 


For more data circle No. 50 on postcard, p. 125 


Nylon wheel indoor skates 


These roller skates for children 
have lightweight nylon wheels and 


a bright plated steel chassis. The 
wheels of the Imp. Jr., are red and 
the leather toe straps and heel 
straps are also red in_ color. 
Chicago Roller Skate Co. 


For more data circle No. 51 on postcard, p. 125 


Economical 3-in. coat hook 


These low cost 3 in. coat hooks 
are available in all commercial 


finishes, and are free of rough 
edges and grind-off marks. The die 
cast zinc alloy hooks come 25 per 
box plus screws. Chrome plated 
hooks are individually wrapped. 
Gries Reproducer Corp. 

For more data circle No. 52 on posteard, p. 125 


(Resume reading on page 16) 
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FOR POTLUCK PARTIES 
FOR STORING FOOD 


PEORIA’S POPULAR ALL-PURPOSE FOOD CARRIER 
IS THE PERFECT ANSWER. Take hot or cold dishes to picnics 


or parties .. . store pies, cakes, cookies and sandwiches for days. Watch sales 
go sky-high on this attractive kitchenware item that has a thousand 

and one uses to make it a year-round favorite with the housewife. Two 

large compartments give lots of storage space, fit snugly together to prevent 
spilling, keep pastries fresh for days. Order from your jobber today! 
This fast-selling, all-purpose, beautifully hand-decorated carrier is available in 
lemon yellow, pink, turquoise, red or white. Weighs 3 lbs. individually packed. 
Order today for prompt delivery. 





KITCHENWARE BY PEORIA METAL SPECIALTY COMPANY 
2501 S$. Washington St. @ Peoria, Minsis 


Since 1921 
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Just what customers wantf- 
SUPERIOR HEATING 
and STYLING 


' 
e*eenereeseee#estsee#eeee#ee#ee#s#s#$s 


“Yes, that’s ? 
‘Continental 
@onsole 


Stvling’ 


Send for new catalog 
showing complete line of 
vented and safety cabinets— 
all A.G.A. approved. 


V800 


cxmcy MARTIN STAMPING & STOVE CO., 


Will Huntsville. Ala. 

















No. M-P Victor 
Twin-Pac, 15c 
(2 Victor mouse traps) 
No. M-S Victor 


2-Pac, 15¢ are £ Gone are the days of one-at- 
(2 Victor mouse traps) oe “a » a-time mouse trap sales when 
No. M-O Victor a” % "a -, you sell Victor traps. Victor 
4-Pac, 29¢ i t mouse traps are ‘“‘dressed-up 
\" an to sell” 2 or 4 at a time in 
| al the new Twin-Pac, 2-Pac or 
, | , 4-Pac display packages. 
When you add this sales ap- 
peal and quantity buying to 
the big mark-up Victor gives 
you to start with, you’ve got 
the trap to catch more profits 

than ever before. 


é 
! 
i 
i 
i 


Order Victor mouse and rat traps from 
Sy ane — rae your wholesaler, today! 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA. ¢ PASCAGOULA, MISS. © BERKELEY, CALIF. © NIAGARA FALLS, CANADA 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 16) 


six colors is featured in a display 
which can stand alone or be hung 
on the wall. The kit also includes 
a selection of display cards and 
streamers and a 4-page merchan- 
dising plan booklet. Congoleum- 
Nairn, Inc. 


For more data circle No. 53 on postcard, p. 125 


Christmas axe promotion 

This company is putting special 
The axes will be featured with 
emphasis on one piece forged steel 


& SUAHANIERD 
VUNBRESR ALLE TOO. 


axes during the Christmas season. 
leather sheaths and a small book 
entitled Camp In Comfort. The 
three pieces will be boxed and will 
retail at $5.85. Some of this com- 
pany’s hammers are also being in- 
cluded in the promotion for greater 
Christmas sales. Estwing Mfg. Co. 


For more data circle No. 54 on postcard, p. 125 


Flashlight, battery display 


Sales of Winchester batteries 
and flashlights will be aided with 
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HARDWARE 


BUILDERS 
HARDWARE 
HANDBOOK 


By Adon H. Brownell, 


* Practical, down-to-earth information for hardware men, 
contractors, architects, students, teachers. 


¢ All the basic facts about Builders’ Hardware presented in 
simple, easy to understand language. 





Vij °AZ 
AGE 





77 


’ 
. 





A.H.C. 


HUUGEUNUH AGUMUGETH . 


234 pages, 
385 illustrations, 


¢ Detailed descriptions of functions, applications, specifica- size 8'/.""x 11" clothbound 


tions and estimating. 


This all-inclusive volume covers base 
metals, finishes, hinge requirements, 
lock functions, exit devices, door closing 
devices, lock security and keying, hard- 
ware installation, special type hard- 
ware for specific types of buildings, 
and safety precautions. Operating 
costs, financing, marking goods, other 
information necessary for efficient 
management. A complete glossary of 
builders’ hardware terms is also in- 


cluded. 







WRITTEN BY AN EXPERT 
WITH 45 YEARS’ EXPERIENCE 
IN BUYING, SELLING 
AND MANUFACTURING 
BUILDERS’ HARDWARE 


CJ 
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Se SSS SS SSS SHS SSSSSSSSSSSSSSSSSSSSSSS SESS SSS See eee eee eee eee wl 


Price only $8.00 


RECOMMENDED BY NATIONAL BUILDERS' HARDWARE ASSOCIATION 
AMERICAN SOCIETY OF ARCHITECTURAL HARDWARE CONSULTANTS 


—for experienced hardware men or students 


—how to set up a builders’ hardware department—and 
make it pay 


—how to read blueprints and specify jobs 
—how to cash in on replacement and follow up items 


—how to bring prospects into your store 


SSS SSS SSS SS SSS SSS SSS SSS SS SSF SSS SSS SF SSS SSS FSS SSS FSS w, 


HARDWARE AGE, DEPT. A2 
56th & Chestnut Sts. 
Philadelphia 39, Pa. 


Please send me ...... copies of HARDWARE AGE BUILDERS' HARDWARE 
HANDBOOK by Adon H. Brownell, A.H.C. | will send payment upon receipt of 
the invoice in the amount of $8.00 per copy, plus 45 cents handling and 
postage. 


ie ds eek 6 ced aKe sc cbbee Che’ hemeeeenhocess ° 
er aa ks kas ok ROME 6 Rabe a deen ee ceans ‘ 
GUO wee scerccesccccccecns MORO 2.2.20. ee 
Check here if sending payment with order, saving you the 45 cents handling 


and postage ciarge. 
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Easily Installed 
Leak-Proof 


SUPERSEAL Gas Range Connectors 
are available in six different assemblies, 
but only one top quality grade, certified 
and approved by the American Gas 
Association and Underwriters’ Labora- 
tories, Inc. The tubing is ¥%-inch O.D. 
aluminum, with a wall thickness of .049 
inch. Fittings are of malleable iron, cad- 
mium plated. Available in 12 to 60-inch 
lengths, with 34-inch pipe thread as 
standard. Special ¥-inch pipe thread 
can be supplied in the straight male or 
female adaptors. Over 400 U. S. distribu- 
tors. Insist on SUPERSEAL. 


“Every Superseal Fitting is a union in itself” 


7 eeprewt et, 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


ry 
7 


| EE 


| 











@ For more information 
on these products and 
services use free post 
card on page 125. 


this compact wrought iron display 
measuring 61 x 16 in. high. The 
unit holds 48 standard batteries in 
gravity feed chutes and 5 two-cell 
flashlights. The display comes free 
with 144 size D batteries and 8 
flashlights. Electrical Div., Olin 
Mathieson Chemical Corp. 


For more data circle No. 55 on postcard, p. 125 


Flashlight bulb assortment 


Five of the fastest moving flash- 
light bulb types are packed in this 


smart 2-color self merchandiser. 
Bulb types and their flashlight ap- 
plication are clearly marked. The 
pre-packed 50 lamp assortment can 
be displayed conveniently in any 
store location. Westinghouse Elec- 
tric Corp. 


For more data circle No. 56 on postcard, p. 125 


Housewares selling folder 


The Do’s and Don’ts of profitable 
polyethylene housewares merchan- 
dising is covered thoroughly in this 
large size instruction folder. The 
colorful broadside gives many tips 
on such things as location, use of 
free goods, how to take advantage 
of color in display and so on. Plas- 
Tex Corp. 

For more data circle No. 57 on postcard, p. 125 


Gift wrap counter display 


Self service from all four sides 
is provided by this handy revolving 


counter display for Sasheen rib- 
bons and gift wrap papers. The 
24 x 24 in. metal display comes 
with a deal containing a complete 
selection of Christmas ribbons, 
papers, tags and ready-made bows. 
Can be used later for everyday 
wrappings. A metal rack is avail- 
able to convert the display into a 
floor unit. Minnesota Mining & 
Mfg. Co. 


For more data circle No. 58 on postcard, p. 125 


Velocipede shipping carton 


You'll stop traffic with these 
colorful velocipede shipping cartons 
resembling giant ABC toy blocks. 
A number of them can be stacked 
in a variety of ways to catch the 
eye. Evans Moto-Trikes are pack- 
aged in vari-colored cartons show- 
ing traffic signs. Earth Movers are 


in cartons picturing the machines 
at work. No price increase for these 
cartons. Evans Products Co. 

For more data circle No. 59 on postcard, p. 125 


Power tool gift kits 


Here are three Black & Decker 
power kits for the gift season each 
featuring a %%4 in. drill coupled with 
a major attachment. The jig saw 
kit with drill and attachment cuts 
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gods SAFE “E)GUARD 


PATENT PENDING 


OBSOLETES 


ALL OTHER SLICING MACHINES 


(INCLUDING OUR EARLIER MODELS) 


NO OTHER SLICERS—Hand or Electric—ARE AS SAFE! 
NO OTHER SLICERS OFFER SO MUCH PROTECTION! 


il 
@® SAF Se) GUARD S-T-O-P-S SLICER 
UNLESS YOUR HANDS ARE SAFE! 


@ SAFE ENOUGH FOR A CHILD TO OPERATE! 


> @ HER HAND IS ALWAYS AWAY FROM THE KNIFE 
OR Conte EXCLUSIVE SAFE\E) GUARD 


STOPS SLICING ACTION 


OW. STANDARD EQUIPMENT ON ALL acca SLICING MACHINES 
.) —-~ 


HAND OR ELECTRIC with moOvING PLATFORMS 


ALL THIS EXTRA SAFETY — ALL THIS 
EXTRA SELLING APPEAL— ALL THIS 
EXTRA VOLUME AND EXTRA PROFIT 
»«+» WITHOUT ONE CENT OF EXTRA 
cost TO You! 


Look to General — the leader for over a 
quarter of a century — for everything new 
— everything good in slicing machines. 
And best of all these amazing improve- 
ments cost NOT ONE EXTRA PENNY! You 
can sell more slicing machines . . . get bet- 
ter prices...make extra profits — when 
you STOCK — FEATURE AND DISPLAY... 


SLICING MACHINES 
HAND OPERATED SLICING MACHINES 


TO RETAIL FROM $14.95 ee 
ELECTRIC SLICING MACHINES WITH EXCLUSIVE : I) G 
TO RETAIL FROM $49.95 


SLICING MACHINE CO. INC. WALDEN NEW YORK 








\ an | most people 








: 
still want quality! 


— ae wa we 


that’s why it 
always pays 
to sell 
GREENLEE 


The minute you hand a GreEeNLeE tool 
to a customer, he can ‘“‘feel’’ the 

fine quality and extra workmanship that 
go into its making. Every GrEENLEE 
tool is carefully formed and finished for 
accuracy and correct cutting edges... 
and properly heat-treated for strength 
and long life. Built to do day-in, day- 
out hard work swiftly and cleanly, 
GREENLEE tools bring /asting satisfaction. 
This means that more customers keep 
coming back to you for more fine tools, 
when you sell Greener. Line includes 
famous GREENLEE 22 Solid-Center Auger 
Bits . . . Electric-Drill Bits . . . Expan- 
sive Bits... Chisels... Gouges... 
Turning Tools . . . Drawknives . . . and 
many more. Ask your wholesaler, or 
write for free, new complete catalog. 


| “3S iN 340"). 





hele SB ie) Ba Fas 14. 


FREE! HAND TOOL 
PROFIT CHART 


Quickly converts cost per dozen of various 
items into unit cost. Gives profit percentages 
on selling prices and on costs, to help you 
rapidly figure your markups. Tells your 
profit story in seconds. Free to hardware 
and building supply dealers . . . send 
request on your letterhead. 


GREENLEE TOOL co. 
1809 HERBERT AVE., ROCKFORD, ILL. 


TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 125. 





3, in. soft wood and % in. hard 
wood plus most other building ma- 
terials. Retails for $49.50. The 
orbital sander attachment gives a 
smooth professional job on wood or 
metal, removes paint, and features 
a quick-change sand paper holder. 
Kit sells for $46.90. The third kit 
has the circular saw attachment. 





The saw makes bevel cuts from 90 
to 45 deg and cuts to depths up to 
13/16 in. Kit retails for $44.90. 
Black & Decker Mfg. Co. 


For more data circle No. 60 on postcard, p. 125 


Electrical products catalog 


This 76-page catalog illustrates 
and describes over 1500 electrical 
wiring devices, lamps and specialty 
products in the Eagle line. Several 
new items are included along with 
a complete line of merchandising 
displays. All products are grouped 
in categories and cross indexed. 
Three time saving indices are also 
provided. Available on request. 
Eagle Electric Mfg. Co., Ine. 


For more data circle No. 61 on postcard, p. 125 





Plastic storm window package 


A lower price and this bright 
polyethylene package will help you 
sell Warm Home storm windows. 
Now retail at four for $l. The 
package is printed in red and black 
with a transparent window in a 
simulated brick home. Package 
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Order Gates Garden Hose WOW... 
get this ‘Magic Mirror’ Display FREE 











Advance booking order for 1,000 
feet or more of Gates Garden Hose 
brings you this exciting new dis- 
play...an attention-getter that 
shows with a flashing light why it 
is to your customer’s advantage to 
buy full-size garden hose. 


Light off— 
display appears 
this way 


Light on— 

the appearance 
of the display 
magically 
changes 


Gets Garden Hose 


2! > times more water 









eTeT re l-Ye 









imesmorewater || 




















When your customer buys Gates full-size 
hose he gets 2% times more water out of the 
hose ... and you get 2/2 times more profit out 
of every sale. 


The Magic Mirror is a permanent unit... 
just plug it in and forget it. In addition to 
being a fine sales builder, it makes an excel- 
lent night light. 


Makers of quality garden hose for more than 30 years 


The Gates Rubber Co.,Denver,Colorado 


Gates line makes you more money 
with less selling effort 


Gates offers the most complete line of garden 
hose in the industry—both plastic and rubber. Attractive, 
modern packaging reaches out and pulls in sales, and 
down-to-earth selling tools insure maximum dollar profits. 
—_ Order Gates Garden Hose and your free “Magic Mirror” 
Display through your Gates wholesaler. 







ik aero 
é 








TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 125. 





available with headers for per- 
forated panel display. Windows 
also come in packs of two and 


2-tier metal hang-up rack is 21 x 
264 in. and comes with 39 screw- 
drivers and 9 wood chisels. All 
tools have cadmium blades, un- 
breakable handles and blisterproof 
domes. Display is free with assort- 


ment. Fuller Tool Co., Ine. 
For more data circle No. 64 on postcard, p. 125 


NEW EQUIPMENT 


New cost saving equipment 
singly. All packages have nailing for the store and warehouse 


strips and tacks. Central States 
Paper & Bag Co. Folder on store fixtures 


For more data circle No. 62 on postcard, p. 125 








This brochure illustrates and 
lists over one dozen complete mer- 
chandising units. The units are 

Jalousie sales presentation designed to give 125 percent more 
Here is a flip-type sales pre- selling space. They are built with 
sentation that will build sales of self service in mind. Units are 
Stanley aluminum awning win- shipped complete with frames, 
shelves, brackets and accessories. 
Simple assembly without special 
MN tools. The Self-Selection Merchan- 
sete eeeeesesas diser brochure includes prices of 
‘ 3 all items. Reflector - Hardware 

4 OX Grae ag Corp. 
(fe @ > & For more data circle No. 65 on postcard, p. 125 


ELECTRIC 
GENERATING 
PLANTS 

re 


RE rook 





epn stalk 


GASOLINE 
ENGINES 





ELECTRIC 
PORTABLE 
POWER 
TOOLS 


Trash can tops for drums 
This Big Top drum lid gives you 

a way to use empty 55-gal drums. 
Both cover and hinged flap are 
made of 22-gage steel finished in 

dows and jalousies. The hard 

covered booklet is spiral bound and 

has 24 pages of pictures and sales 

pitch. Printed in yellow and black. 

Stanley Building Specialties Co. 

For more data circle No. 63 on postcard, p. 125 


by PIONEER GEN-E-MOTOR CORPORATION 
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Screwdriver merchandiser 


You will have a complete self 
service department of amber han- 
dled screwdrivers with this mer- 
chandiser for Fuller drivers. The 
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seems like 
we always 
need more 








... moves off the shelf as fast as we get it. Customers 
like the entire line — and buy it that way. My boss just loves the 
sound of the register ringing up lots of COLORWARE sales. 





Housewares Division 


NATIONAL CAN 


. ©. & SS FH. FF 
3217 West 47th Place « Chicago pm caine 
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in the Lawn Equipment Field for the store and warehouse 
HEDGEMASTER—the original 
electric trimmer with Double grey, with Push on the flap in red. 
Action. Both blades move—that's The lid is 2334 in. diameter inside 
and the flap is 16% x 15% in. The 
flap is angled so that it is conve- 
nient to operate from any side. 
Witt Cornice Co. 


For more data circle No. 66 on postcard, p. 125 





F, AST MO VING Sales “Leaders” en EQUIPMENT 


why Hedgemaster can outperform 
any other trimmer on the market. 
Thirty cutting edges on each 
blade—36,000 cuts per minute— 
cleaner—faster—easier. Two po- 
sition handle for right or left hand 
operation. UL Approved. Portable paper shredder 

If you need from 200 to 800 lb 
of shredded paper per week this 
portable shredder will fit the bill. 

| . The Silver 13-C has a heavy duty 
ree Figg: alle rime) es gomratig ae ro one eS ements ae 


ened steel cutting blade. Adjustable handle. | lb per hour. Its throat is wide 


You can buy either Trimmer or Edger and for | enough to take a newspaper with- 
a small additional cost, you can obtain oa | | . 
completely interchangeable head and blade i out folding. The 3/16 in. shreds 
—making it possible to trim or edge with 
one unit. 














The K-400 “Twins” 





Write for complete details. 


KAUFMAN MFG. COMPANY $ 


517 S. 29th St., Manitowoc, Wisconsin 














MORE POPULAR 
THAN EVER.. 





5 
es 


are thrown some distance from the 
machine for easy handling. IJndus- 
trial Shredder & Cutter Co. 


= ° ¥ For more data circle No. 67 on postcard, p. 125 
“ _ Sea yw. 
rT | a no 
SE R VE . oe, Prefabricated skylight 
YOURSEL Fr” “ a8 Bice Bright light without the heat of 
a i. ~ | the sun’s rays is the feature of 
_— this prefabricated skylight for 


packet is il | hardware stores. Toplite skylight 


has solar selecting prisms that, in 





Moore Picture Hangers in their handsome, . 
colorful Picture Window Packets sell faster, with effect, — and close to admit cool 
less effort. They're easier to display, easier to : | light and reject mot rays. Ihe ease 
handle, and the 4 different sizes are more BELONGS ON | is built into weather protective 
quickly identified. For more picture hanger YOUR COUNTER panels that can be installed in any 
sales, stock these 56-year favorites, NOW IN — building. Sizes range from 2 x 2 to 
TODAY’S MOST MODERN HANGER PACKAGE. The Moore 7208 Counter 6 x 3 ft in two types. There is a 
Display. 72 Packet ca- flange type for installation directly 
M 0 1 R F p T S H ; p N ( 1 en gh pings rue to the roof deck and one for use 
: bene. All metal. Revolves. on prepared masonry, wood or 
Since /9OO Ask your jobber. metal curbs. Kimble Glass Co. 
Viakers of farnous Moore Push-Pins For more data circle No. 68 on postcard, p. 125 


113-25 BERKLEY ST. PHILA. 44, PA. 

















(Resume reading on page 17) 
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lf’s easier to sell 
when it is obviously better! 











Demonstrate . 


GAS AREA HEATERS 


with 


cpeCULarion 


Home filling warmth is a benefit any buyer wants. 
Dearborn Forward-Flow Circulation assures it. Patented baffle and 
louver construction force warm air out into the rooms — where 
it circulates in the living area and not wasted on heating the 
ceilings. This Forward-Flow Circulation also prevents wall and 
ceiling smudge — another sales appeal that is hard to beat. 


Other Dearborn “Sells Itself” 
points of quality: 


FEATURE: Cool Safety Cabinet. Patented Sifonaire chassis 
keeps hot air at heart of the heater; cool air, next to its walls. 
BENEFITS: Safety, especially with children. Convenience in plac- 
ing heater near walls, curtains; and use of cabinet top. 


FEATURE: Glo-Brite Radiants. Engineered to provide more 
radiant heat. Cherry red from top to bottom, they radiate sun-like 
heat throughout the entire room. Designed for long life. 
BENEFITS: Penetrating infra-red heat that warms you quickly 
without overheating the room. 





There is more profit in quality . . . when it sells itself. 


These five easily demonstrated points of quality (and the 
consumer benefits connected with each) have helped 
Dearborn dealers sell over 2,000,000 heaters...more than 
any other make. By selling quality, they have gotten both 
more profit and a satisfied customer on each sale. 


FEATURE: High-Crown Burners. Big— four rows. Rows raised 
on an arched surface for air circulation—complete combustion. 
BENEFITS: Efficient heat — no waste. Clean blue flame. 


FEATURE: Styling. Clean, simple lines; modern harmonizing 
finish. 


BENEFITS: Good heat... good looks, too. 


DEARBORN STOVE COMPANY 
1700 WEST COMMERCE e DALLAS, TEXAS 


Let Dearborn quality help sell itself. Demonstrate a con- 
nected Dearborn on the sales floor. Get your share of quicker 
sales, better profits —— show your customers why... 
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How's the Hardware Business? 





Chains report higher 
sales volume in July 


Sales by mail order and variety 
chains in July topped last year’s 
sales. 

Sears, Roebuck & Co. reported 
the largest sales gain. Sears’ July 
sales were 11.8 percent higher than 
July, 1956. For the first seven 
months of the year, Sears’ sales 
are up 6.1 percent from a year ago. 

Montgomery Ward Co. reports 
its July sales were up 10.3 percent 
from last year. For the first seven 
months of the year, Ward’s sales 
are up 6.3 percent. 

Variety chains reported sales 
gains ranging as high as 14.8 per- 
cent. The average gain was 5.5 
percent. For the first seven months 
of the year, variety chains aver- 
aged sales gains of 3.3 percent. 


Retail store sales up 
9 percent during July 


Total retail store sales in July 
were $16.7 billion, the Commerce 
Dept. reports. 

This is $1.4 billion, or 9 percent, 
higher than in July 1956. The July 
total is $400 million lower than the 
June sales totals. 

Sales by the hardware, lumber, 
building and farm equipment group 
totaled $1.2 billion in July. This 
is the same figure as in July, 1956, 
and a slight decrease from June. 


Industrial production 
increases during June 


More goods rolled out of the 
nation’s factories in June than in 
May, the Federal Reserve Board 
reports. June factory production 
was also higher than a year ago. 

Industrial production during 
June stood at 144 percent of the 
1947-49 average of 100 percent on 
the Federal Reserve Board’s in- 
dex. This compared with 143 per- 
cent in May and 141 percent in 
June 1956. 

During May, factory shipments 
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of paint, varnish and lacquer to- 
taled $157.6 million, the Com- 
merce Dept. reports. This is an 
increase of 7 percent from a year 
ago and up 9 percent from April. 

Factory shipments of domestic 
water systems in May totaled 72,- 
433 units, according to the Com- 
merce Dept. That’s a 20 percent 
increase from April. 

Shipments of appliances de- 
creased in May. Factory sales of 
standard-size household vacuum 
cleaners dropped 17.9 _ percent 
from April and were off 29.1 per- 
cent from last year. Factory sales 
of home laundry appliances were 
down 20 percent from 1956. 


Hallowe'en week boosts 
store traffic in October 


Although few national promo- 
tions in October relate directly to 
hardware dealers, two offer oppor- 
tunities to build store traffic. 

The first tie-in promotion is 
National Fire Prevention Week, 
Oct. 6-12. 

Offer a window to your fire de- 
partment for a fire prevention dis- 
play to build store traffic. 

Hallowe’en is your other promo- 
tional tie-in during October. 

Many communities sponsor win- 
dow painting contests for students 
during Hallowe’en week. Mer- 
chants donate window space. 
Townspeople view these paintings 
for a few days after Hallowe’en. 


Personal income rises 
to record rate in July 


Personal income in July was at a 
yearly rate of $345.5 billion, the 
Commerce Dept. reports. 

Personal income includes wages 
and salaries, investment income 
and pensions. 

Personal income in July was at 
a yearly rate of $20 billion higher 
than in July, 1956. 


Manufacturers using 
more self-sell packs 


More manufacturers than ever 
are packing products in folding 
cartons to increase impulse sales. 

This makes the selling job of 
the hardware dealer that much 
easier. 

In a recent contest conducted 
by the Folding Paper Box Assn., 
60 percent of the cartons in the 
contest had a goal of overcoming 
some sales obstacle. 

These are the design features 
stressed in the packaging to aid 
self-service selling: more _ illus- 
trations; greater use of multi- 
packs to raise potential unit 
sales: vertical construction of 
cartons to save sales space; more 
window cartons for protective 
visibility of items; increased 
stress on trade-marks and brand 
names; trend to family design for 
products by one manufacturer; 
more use of handles on packages 
to stimulate more carrying home 
of items. 


Prices raised, lowered 
by two manufacturers 


Price changes have been an- 
announced by two manufacturers. 

Artistic Wire Products Co., East 
Hampton, Conn., announces a gen- 
eral product price revision effective 
Sept. 15. The company says it can 
no longer continue to absorb higher 
raw materials and labor costs. 

General Electric-Telechron an- 
nounces price reductions on 14 dif- 
ferent clock models. The reduc- 
tions, effective Sept. 1, range from 
50¢ to $7. 


Gross national product 
gains in 2nd quarter 


Gross national product, the na- 
tion’s total output of goods and 
services, rose during the second 
quarter to a yearly rate of $433.5 
billion. That’s the report from 
the Council of Economic Advis- 
ers. 

This compares with $410.8 bil- 
lion during the same three-month 
period last year. 

Gross national product during 
the first quarter of 1957 was at a 
yearly rate of $429.1 billion. 
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R/M WICKS ARE 
RELIABLE SELLERS 


KINDLERITE 


R/M’s standard quality 
woven asbestos kindler. A 
sturdy, long-lived wicking 
with wire core in both warp 
and filling yarn. Packaged 
5\ ft., 6 ft. and 100 ft. to the 
box. In widths of %", 1 
14%” and 1%’. 


QUIK FLAME 


The most efficient kindler 
ever developed for range 
burners. Patented open mesh 
construction provides best 
possible results with distillate 
oils. The extra-heavy wire 
core yarn keeps the kindler 
upright in the burner chan- 
nel. Glass yarn at burning 
edge facilitates the removal 
of carbon deposits. Pack- 
aged 6 ft. to the box. %” and 
13%” wide. 


WOVEN GLASS 


The acme of perfection in 
stove kindlers. The only glass 
wicking woven with a wire 
core in every strand to pro- 
tect the burning edge. Pack- 
aged 5\4 ft., 6 ft. and 100ft. 
to the box. In widths of %’, 
1”, 1%" and 1%’. 


R/M lighting rings provide long life and trouble-free performance in wickless 
kerosene stoves and heaters. The public knows this ; so keep them in stock and 
keep your customers happy. All of them are priced to yield a generous profit. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION, Manheim, Pa. 


FACTORIES: Manheim, Pa. « Bridgeport, Conn. « No. Charleston, 
S.C. © Passaic, NJ. ¢ Neenah, Wis. ¢ Crawfordsville, ind. 
Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Asbestos Textiles « Laundry 
Pads and Covers « Engineered Plastics « Mechanical Packings 
Abrasive and Diamond Wheels « Brake Linings e Brake Blocks 
Clutch Facings « Industrial Rubber « Rubber Covered Equipment 
Sintered Metal Products « Industrial Adhesives e Bowling Balls 
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the 


fastest selling 


paint I have 


That’s what the dealer said 
about new 


PLASTIC COLOR-SPREE. 


“’SY.10.use WALl ee 








Here’s the letter* 


°° Having sold Kyanize Paint over a period 
of years, and finding it the best on the 
market, I decided to place in our store 


the full line of Plastic Color—Spree. 
‘SI can truthfully say it's been the fast-— 


est selling paint I have ever sold, and our 
many customers can not speak higkly enough 
of this particular merchandise. 


“Plastic Color—Spree — the wonder ‘wall 
finish that anyone can use.” 


*name and address on request 


THIS LETTER 1S TYPICAL of many we are st 
ceiving from Kyanize customers. Many thanks 
the writer for summing up Plastic Color-Spree’s : 
many advantages so neatly — “The versnaiaa =o 
finish that anyone can use. ” And don't over 90 
that “fastest selling’’ part. It’s important. Get in 
touch with your Kyanize Paint salesman — now. 


Kyanize 
PAINTS, INC. 


Everett 49, Mass. Springfield, Ill. 


Montreal, Canada 
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Gift book is available 
from Peaslee-Gaulbert 


Peaslee-Gaulbert Corp., whole- 
saler in Louisville, has published a 
16-page gift book. 


a 4 
J r 


7? CY : 4 ie y ) 
SLITF : am’ f 


al YOU 


Family Sift Center 


z, 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 








The book, printed in full color, 
features 160 items. Six traffic- 
building items at special prices are 
featured on the back page. 

The book’s theme ties in with the 
Family Gift Center promotion. 


Moore-Handley prepares 
8-page fall circular 


A fall sales circular has been 
prepared for dealer use by Moore- 
Handley Hardware Co., Inc., whole- 
saler in Birmingham, Ala. 

The eight-page, tabloid-size cir- 
cular is printed in three colors. 
Space for dealer imprint is on the 
first page. 

Theme of the circular is “Fall 
super sale harvest of values.” Items 
featured include housewares, elec- 











trical and plumbing supplies, tools 
and sporting goods. 


Van Camp Hardware has 
autumn sales circular 


Van Camp Hardware & Iron Co., 
Inc., wholesaler in Indianapolis, has 





ANOTHER 


F & W Economy 
Multi-Purpose Jet 
Model 8452-L 


Complete package with 42-gallon tank. Designed and tested to meet 
all FHA and other project requirements. Easily changed from | 
shallow to deep well by moving jet down into well. Capacities up 
to 750 G.P.H.; 14 H.P. Motor. Compact, ideal for utility room or 
basement installations. Just one package for dealers and contractors 
to deliver to the job. Send for Bulletin 1-A. 


FLINT & WALLING MFG. CO., INC., 988 OAK STREET, KENDALLVILLE, IND. 


TW mens Forig WOW by Flint'& Welling 


EXTRA 
QUALITY 


WE'RE. PLACING 
ADS IN POST 


and other magazines 


Stock Leech products! We 
provide handy hang-up 
peg-board displays that 
take little space-yet draw 











AT 
POPULAR 
PRICES 





Available in 4 models: 

New! No. 525 (Standard Link) only $6.95 
No. 550 with Aqua-Dial ....only 8.95 
No. 700 with Aqua-Dial ....only 10.95 
No. 1000 (shown) with Aqua-dial 13.95 


ADVERTISED tim 


© GUARANTEED 
AY @ MADE IN U.S.A. 


MELNOR inoUSTRIES, INC., 300 De Witt Avenue, Brooklyn 36, N. Y. 
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the Genuine 
wonst-STARRE,, 





mee) MARINE SAFETY PRODUCTS 






and SLEEPING BAGS 








Yinvow squetst® 
& ae 
-Mlip 


It's Fast! It’s Simple! 
SPLIT SECOND ACTION! 








4 3 Pad 





Press the Magi-Klip Service Rubber floats Release the Magi- 
for instant removal, freely in channel for Klip and the chan- 
replacement, or po- instant change. nel and rubber are 


held securely in any 
| position. 


service rubber and 
channel. 








sitioning of the : 
















%346 FISHERMAN'’S PRIDE CUSHION 
(Coast Guerd Approved) 

















product 
#331 KNOT CUSHION 


| 
(Coast Guard Approved) * 340 MOTOR BOAT SEAT CUSHION 
pproved) 


Fisherman! § ,..— Mh ga 


THE ALL-NEW | 


#792 DELUXE YACHT CAP 





#460 THE SUBURBAN 
% 216 MOTOR BOAT JACKET 
(Coast Guard Approved) 





yu mtteg tet | Write 


RUST and CORROSION-PROOF, materials. PLENTY OF ROOM to save your lite for free literature 
well suited for fresh or salt water. for spinning reel and additional 
LIGHTER WEIGHT but greater tackle not carried in trays. GUAR- 
strength than boxes of other ANTEED against breakage in nor- 
mal use. 


ere 





THE AMERICAN PAD & TEXTILE CO. 
. GREENFIELD, OHIO 


Trenton. N. J Fairfield, Calif New Orleans, La 


PLANO MOLDING COMPANY PLANO 5S, ILLINOIS 
in Canada: Tapatco, ltd.. Magog, Quebec 
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New Wholesalers’ Aids 


(Continued ) 


A ‘ U Mi N U M an eight-page, tabloid-size circular 
m4 A he DWA be . available for dealer distribution. 


Theme of the circular is “Autumn 
RUST-PROOF Serenade.” Items featured in the 
: four-color circular are appliances, 
in BRASS, tools, gifts, plumbing supplies, 





BRONZE 
or ALUMINUM 
FINISHES 


enct 18g 


PADLOCK and HARDWARE CO. 
LANCASTER, PENNA. 
Gane wenn ee ee 


GRO ED as i 


2, ee 


sporting goods, yard furnishings, 
garden tools and residential hard- 


LUCKY MR. PHYX New, Smaller DISPLAY BOX) | ware. 








. » « more Convenient, Colorful Four coupon specials are fea- 
Eye-Catching bs ed tured. . . : 
vo WEWE <2 Space for dealer imprint is pro- 

vided on the cover. 











Invites 
Buying 


HARDWARE HUMOR 


Sharon Bolt & Screw Has Now Taken Care of Makes Chipped Porcelain 
Wie Rote Fastener Service Stoves Look NEW! 


; One simple and easy application dries “por- 
Lucky Mr. Phyx found out about Sharon’s celain hard” overnight. Tilette Porcelain 


new commercial pack service. The Sharon | Stove Repair is a white semipaste that 
Service Man has taken over Mr. Phyx’s hardens to a gloss blending with the origi- 
fastener problem with an automatic refill serv- nal porcelain. Exclu- 
ice. Lucky Mr. Phyx has now turned an un- sive properties pre- 


ee vent discoloring, flak- [Mgtihl Ie. 
profitable time consuming detail into a ing off, shrinking or iene aii 


profit. peeling. Excellent for 400° Fahr. 


ees ANY porcelain sur- 
So can you — contact Sharon today. foce. Tubeshove easy Waterproof! ALVIN 


licator. | Mie 
Sharon Bote ‘end SCE! Lo. peo Jobber. | 


see , TILETTE CEMENT CO.., INC. "This deliver anywhere stuff has got 
Verwood Wass 401 (H) Lafayette St., N. Y. 3, N. Y. | to stop.” 


‘ 
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of 


waste baskets 


and 175 other NATIONALLY ADVERTISED 
FAST SELLING plastic housewares 


The extra glamour, guaranteed utility 


and popular priced valucs of Lustro-Ware baskets, 
hampers, etc. create more sales more profits . . 
more satisfied customers. 
Homes, schools, offices, institutions .. . can get just the 
baskets they want from this complete Lustro-Ware 


different styles in round, oval 
2 models with feet... 


. fresh 


line. Choose from 11 


and rectangular shapes 
capacitics from 7 quarts to over 8 gallons. . 
pastels, stardust, kitchen and office colors. 


Get the styles and colors you need right away from 


COLUMBUS PLASTIC 
Columbus, Ohio 


Sale ss offices i” principal cities of { o.A,. and Canada 


PRODUCTS, INC. 


SOmPLeteE LIN 
ComLessS po tvetHyteNne 





N 
a 7 bs ar: ‘ ue 
. = epee 
spss < eae ge 
a Rea te ” f F 
RETR E ~. aeem 


; 
a 


n Rust-proof « | dialled 
i rims permit easy handling 
° GUARANTEE! D*SERVICE 


your supplier. Also ask about other new Lustro-Ware 
profit-makers including the homemaker’s favorite line 
of 175 unbreakable Lustro-Ware pantryware items. 


Advertised in 9 leading magazines to keep custom- 
ers shopping for more matching items. FREE tie-in 


merchandising aids are yours for the asking. 


*% Re plac ement or refund if these Lustro-Ware 


not satistactory 


produc fs ore 


SSN lala 


m__ PLASTIC HOUSEWARES 
<“<e fume o> 
+ Guaranteed by = —— 


Good Housekeeping 
Sr 4 ' ee 7 ‘ 2 a 
5 apvrarstd Lhmanrile 4 Sr brindle POM 





“One of our salesmen, Jack Bridge, sold $394.55 
of Ekco Stainless Tableware from these displays 
in the first 90 days they were in my store! Ekco’s 
Stainless Tableware program is designed for the 


Hardware Retailer !”’ 
Joe O'Neill 
O’Neill Hardware 


sets your table 


. for volume 
stainless sales! 


Why sell just some stainless 
customers? .. . when it’s so easy 
to meet the growing demand in 
every price class. 

Now, for only $232 you can 
stock and sell four complete 
Ekco Stainless assortments 

at the four fastest-selling 
price levels. And 
every piece is the finest 
in its class—in quality, 
finish and design. 


5-PIECE PLACE cc? 5.75 5-PIECE PLACE cmc °.3.905 


De Luxe Stainiess 


Crafted of the finest Vanadium 
Stainless Steel... four distinctive 
silversmith patterns. Fully graded 
and balanced. Hollow handle 
knives available. 24-piece gift- 
boxed set $21.50 


Ekco Stainiess 


Unusual beauty in the medium 
price class. Fully polished lifetime 
finish. Graded dining room qual- 
ity. New Latham pattern. Hollow 
handle knives available. 24-piece 
gift-boxed set $19.95 


det O'Neill 
O'Neill Hardware 
Lake Forest, Illinois 





5-PIECE PLACE SETTING $2 s 50 


Ekco Eterna Stainiess 


Lifetime heavyweight solid stain- 
less steel with exclusive “‘Crystal 
Gleam” finish. Smart Keepsake 
pattern blends with any setting... 
for indoor-outdoor dining. 24- 
piece gift-boxed set $9.95 


... the greatest name in housewares 


5-PIECE PLACE SETTING $4 85 


Sta-Brite Stainiess 


Silver-like design for budget buy- 
ers. First in the popular price 
class. Solid stainless steel with 
Ekco’s exclusive ““Crystal Gleam’”’ 
finish. Traditional Innocence pat- 
tern. 24-piece gift-boxed set $8.95 


@ EKCO PRODUCTS COMPANY, Chicago 39, Illinois. Also: Ekco Products Co. (Canada) Ltd., Toronto 
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Sales outlook brightens | 
for builders’ hardware 


The outlook has brightened con- 
siderably for builders’ hardware 
sales. 

For the first time in months, 
contract awards for future home 
construction show an increase over 
the corresponding month last year. 

Contract awards for future home 
construction in July were 13 per- 
cent higher than last year, F. W. 
Dodge Corp. reports. Contracts had 
a value of $1.3 billion. 

The number of housing units 
contracted for also showed an in- 
crease in July. Contracts call for 
95,696 units, an increase of 7 per- 
cent from last year. 

Future contracts for all types of 
construction showed a drop during 
July. Contracts totaled $2.9 billion, 
a decrease of 4 percent from last 
year. Non-residential contracts 
were down 11 percent and heavy 
engineering contracts were off 18 | 
percent from last year. | 


Department store sales 
drop 1 pct. from 1956 


Sales by the nation’s department 
stores in the week ended Aug. 3 BYA iC ' 
were 1 percent below year-ago Make EXT SAL bens 
levels, the Federal Reserve Board with this new Bridgeport SAVERS 
reports | WRENCH DISPENSER! 

However, sales since the first of 
the year run 2 percent ahead of | 
last year. | , ' . | 

Here is a breakdown of depart- | 3 


ment store sales by Federal Re- 
serve districts: 


















































Four Wks. Jan. 1 / 
Federal Reserve One Week Ending Ending to e 
District Aug. 3 July 27 Aug. 3 Aug. 3 
——-. pesevess ri. a r ; r : 
ew GUM ..cccs “ 
Philadelphi os = 4 6 2 2 
ages te EE SB Tg WRENCH 
Pemens eh t : + ; ; : t : 
mK eseeeees — 2° 2 
Chicago osocese 0 + 8 + 4 + 3 RACK DEAL 
RR ee 510 +} +3 
nneapo 528 « 
Kansas City coco ee + 5 + 5 + 1 #690 
TRS: + 5 + 7 + 8 
San Francisco .. — 4 +2 0 + 1 
ok RN. oe “s Site vs * Only 24 wrenches per deal 
*—Revised. 
* Best selling sizes (5/16” - 7/8”) 
| | * Popular Prices (30c to 70c) 
UL seal to Werner | { * Eye-catching display for pegboard or wall 
All ladders, stages and decorator | * Top quality Bridgeport oq ace - 
; ’ | | with bri ated Tinis 
planks made by the R. D. Werner Hex Crap Forge eee em px 
Co., New York, now carry the | * Small display 8” x 15” (wrenches included) 
**; > 





Underwriters Laboratories _ seal. TOTAL HIGH 


| ALER 
That means the products have been | RETAILS 0 EaST a DEALER $3.85 




















examined and tested for construc- VALUE PROFIT 

tion, performance and maximum Order No. 690 from your jobber or write us. 
safety by Underwriters Labora- 

tories. | THE BRIDGEPORT HARDWARE MFG. CORP. BRIDGEPORT 5, CONN., U.S.A. 
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A Quality Line... 
A Complete Line... 


FOLLANSBEE 


Furnace and Stove pipe 


Stove pipe elbow and tee 


You'll be able to fill all of your 
customers’ stove pipe needs with 
this complete, quality line of 
Follansbee Quick-Lock* and 
Security-Lock* Stove Pipe. 

Here’s an opportunity for real 
profit with a Stove Pipe Line that 
needs no introduction. Available 
in distinctive blue, galvanized 
and chromium. You can also offer 
the accessories—items like: 
elbows, angles, tees, collars and 
all types of reducers—in each of 
these finishes. 


*Quick-Lock—Locks in a jiffy, 
without tools. Available in 
Blue, Galvanized and 
Chromium. 

*Security-Lock—Requires tools 
for closing. Available in Blue 
and Galvanized. 

Shipped in 
sturdy, corrugated cartons 
See your jobber or write 


Sheet Metal Specialty Division 


FOLLANSBEE 


Steel Corporation 
a Box 567 
b Follansbee, West Virginia 


~ 
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| out of seven Santas 
Cosco.”’ 























Promotions 





Manufacturers’ New Merchandising Plans 


Christmas ad program 
is scheduled by Cosco 


A Christmas advertising pro- 
gram for Cosco stools, carts, card 
tables, chairs, juvenile seating and 


| playtime furniture has been sched- 


uled by Hamilton Mfg. Co., Colum- 
bus, Ind. 


Theme of the ads will be “Six 
recommend 


Full-page, full-color ads will ap- 


| pear in the November issues of 


Better Homes & Gardens and 
House Beautiful, December Good 


| Housekeeping, and the back cover 
| of December 
| Homemakers. 


Living for Young 
A full-color junior 
page ad will appear in the Nov. 23 
issue of Saturday Evening Post. 
Other ads include a _ two-color 
half page in the Nov. 25 issue of 


| Life, and a two-color, two-thirds 
| page ad in the December issue of 


Parents’. 


Weller schedules ads 
for fall and Christmas 


Weller Electric Corp., Easton, 
Pa., will start its fall and Christ- 


| mas advertising with a two-page, 
| four-color ad in the Oct. 21 issue of 
Life. 


The ad will spearhead a cam- 


| paign which will include full-color, 
| full-page ads in 33 Sunday news- 


paper supplements on Dec. 1. Nine 
full-color cover ads will run in Pop- 
ular Science, Popular Mechanics 


| and Mechanix Illustrated. 


GE prepares promotion 
to increase bulb sales 


A three-phase promotional pro- 
gram to boost sales of light bulbs 
has been prepared by the Lamp 
Div., General Electric Co., Cleve- 
land. 

The program has these three 
facets: (1) a new bulb-snatching 
campaign urging consumers to be 
a better bulb-snatcher; (2) a Col- 
oramic bulb promotion to run with 


the pro-bulb-snatching drive; (3) 
a program to stimulate demand for 
fluorescent lamps by homemakers. 

The promotion will use 11 full 
pages of color advertisements in 
leading consumer magazines, six 
special television commercials on 
“Cheyenne,” and 15 types of dis- 
plays and merchandisers. 


Krylon schedules ads 
for Christmas enamels 


Krylon, Inc., Norristown, Pa., 
has prepared an intensive adver- 
tising campaign to boost sales of 
its Christmas decorating colors, 
gold, silver and glossy white. 

Family use of the spray enamels 
for Christmas decorations will be 
featured in ads in Life, Ladies’ 
Home Journal and Better Homes & 
Gardens. 

In addition, a full-page adver- 
tisement is scheduled to appear in 
the 1957 Better Homes & Gardens 
Christmas Idea Book. 


Oxco Brushes schedules 
ad for dishwash brush 


Ox Fibre Brush Co., Inc., Frede- 
rick, Md., will promote its Oxco 
Speedy-Clean dishwashing brush 
with a two-color ad in the October 
issue of Ladies’ Home Journal. 

To back up the ad, brushes are 
being made available in two display 
packs. 

One pack holds six brushes in a 
stand-up display carton. The other 
pack features one dozen carded 
brushes. 


Ronson Corp. to sponsor 
television news show 


Ronson Corp., Newark, N. J., 
will sponsor “Chet Huntley, David 
Brinkley and the NBC News” on 
the NBC television network, start- 
ing Sept. 23. 

Ronson will sponsor the program 
twice a week, increasing to four 
times a week during the Christmas 
selling season. 
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There's nothing so powerful as an idea ! 


Some magazines specialize in news or fiction or fashions. Better 
Homes & Gardens specializes in ideas. Ideas that wake people 
up so their dreams of richer, happier family life can come 
true. None of the other major media creates quite the 

same kind of do-something-now mood. The husbands < 
and wives (and their children) who read BH&G don’t . 
just talk about what they see in their favorite idea 
magazine. They do something about the ideas they 
see on every page. 

The happy truth for advertisers is that there’s nothing 
quite so powerful as an idea if you want to make 

a sale. And Better Homes & Gardens is as full of 
ideas as a supermarket is full of food! Meredith 

of Des Moines . . . America’s biggest publisher of 

ideas for today’s living and tomorrow’s plans 


ot America reads BHal; the tamily idea magazine 
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make.. 
your 


stockroom 
for 
stainless 
fastenings 


Write, wire, or phone for your 
copy of the new STAR catalog. 





You have 7,000, that's right SEVEN 
THOUSAND, sizes and types . 
stainless steel aye at am poe 
fingertips, RIGHT O LF, 
when you deal with _— Ne stor- 
need one . « « NO out-of-stock 
pro you can get JUST 
PoE FASTENINGS your customers 
want .. . DELIVERED PROMPTLY 

IN ANY QUANTITY. THAT'S 
STAR'S SPECIALTY! 


FOR gt oa SERVICE ... 
QUICK SERVICE . . . LOOK TO 
STAR, Rw one- “source resource for 
stainless steel fastenings! 


STAINLESS STEEL 

* A W Drilled Fillisters * Bolts 
* Cap Screws * Dowel Pins * Cotter 
Pins * Machine Screws * Nuts °* 
Pipe Fittings * Sheet Metal Screws 
* Sockets, Cop and Set * Stud Bolts 
* Taper Pins * Washers * Wood Screws 


* Stainless Stan 

| says ‘Star's 

| Screws have 
clean, bright-and- 
shiny heads’’ 


649 Union Bivd., Paterson 2, N. J. @ Phone: Little Falls 4-2300 
G-—amp Direct N. Y. Phone: Wisconsin 7-9041; Philadelphia: WAlnut 5-3660 





Lume & AAtwooo 


Kerosene 


for Lamps 
Incubators 
Brooders 
Water Heaters 


‘Wriume & A\Twood 


MANUFACTURING COMPANY 
THOMASTON. CONNECTICUT 


| Dealer helps 
FREE. 


| MAKE UP A 
| JIFFY SAWHORSE 
| TO DEMONSTRATE 





SAWHORSE 
onity BRACKETS 


- @ NO NAILS 
show them in actual use @ NO BOLTS 


Use any 2x4s for legs and @NO SCREWS 
crossbar with Jiffy Brack- enn 

ets. All-welded construc- 16 capey 
tion. Set up and knocked 

down instantly. Each pack- ® EASY 

age is a colorful display. 12 vottonacsas 


Sets to a carton. 
bith 7 = 


Am sano 


| Nationally 


advertised 


| —order from 


your whole- 
saler, or 
direct if he 
cannot sup- 
ply you. 


Ray: 


GRAND HAVEN STAMPED PRODUCTS CO 
Grand Haven, Mich 








Toastmaster offers 2 
specials on heaters 


Toastmaster Div., McGraw-Edi- 
son Co., Elgin, [fl., is making two 
special offers to dealers on its new- 
ly introduced line of automatic 
electric room heaters. 

The special offers run to Oct. 11. 

Under the first special, dealers 
can receive a Model 9Bl1 Toast- 
master heater free with an order 
for any 12 automatic heaters. The 
free heater has a retail value of 
$17.95. 

Under the second special, dealers 
can receive the Model 9Bl1 heater 
for $5.75 with an order for any six 
automatic heaters. 


Number of jobholders 
sets record in July 


A record 67.2 million persons 
held jobs in mid-July, the govern- 
ment reports. This was nearly l 
million more persons than held jobs 
in July, 1956. 

The pickup in employment dur- 
ing July was one of the largest on 
record for this time of year, the 
Commerce and Labor Depts. report. 
The departments explained that 
most of the pickup in employment 
resulted from additional hiring of 
young persons in summer jobs. 


Manufacturers building 
new plants, warehouses 


Pioneer Saws Div., Outboard 
Marine Corp., Waukegan, IIll., will 
begin construction of a $2 million 
plant near Waukegan this fall. 

Orangeburg Mfg. Co., Ince., 
Orangeburg, N. Y., has acquired 
3% acres of plant site and 40,000 
sq ft of manufacturing space in 
Marion, Ind. 

Newell Mfg. Co., Ogdensburg, 
N. Y., has opened branch ware- 
houses in North Bergen, N. J., 
Atlanta and Dallas. 

Cal-Dak Co., San Gabriel, Calif., 
has opened a new 50,000 sq ft plant 
in Little Rock, Ark. It is the firm’s 
fourth plant. 

Chicago Screw Co., Bellwood, 
Ill., has built a 15,000 sq ft addi- 
tion to its plant for a coil-anneal- 
ing furnace. 

Wheeling Corrugating Co., 
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To replace broken panes: 
sell “PENNVERNON”... 


not just “window glass” 





Sn ee 


It will soon be time for home owners to start the job of 
hanging storm doors and windows. And also the time 
when a certain number of panes of glass are going to be 
broken. And that’s where you come in with an oppor- 
tunity to sell PENNVERNON WINDOW GLASS. 

The next time you have a customer for window glass, 
show him a piece of Pennvernon, point out the dis- 
tinctive, colorful label, and tell him that this label stands 
for “window glass at its best.” 

The fine visional qualities of Pennvernon Window 


Glass will please every home owner who uses it—regard- 


PAINTS - GLASS - CHEMICALS - 


PiQ@eea 











less of the size or the style of his home. Pennvernon 
has a brilliant, reflective surface with a smooth and even 
finish that resists accumulation of dust and dirt, is easy 
to clean. Color is constant; doesn't fade or deteriorate. 

The next time you need to replenish your window 
glass supplies, order a stock of Pennvernon Window 
Glass. And be sure to get a good supply of Penn- 
vernon’s attractive point-of-sale merchandise displays. 
They're available free to dealers from your jobber or 
Pittsburgh Plate Glass Company, Room 7277, 632 
Fort Duquesne Blvd., Pittsburgh 22, Pa. 


Pennvernon Window Glass 


BRUSHES - PLASTICS - FIBER GLASS 


a SS COMPAN Y 





PiTiTssUn @ 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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© EYE-APPEALING 
® BUY-APPEALING 
© PREPRICED 2 FOR 15¢ 


Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 





McBILL METAL PRODUCTS CO. 


aa, ce 








CALBAR applies faster... 
costs less because it lasts 
longer. Won't harden, won't 
Stain, adheres to any sur- 
face. Full line of colors in 
cartridges and bulk. Also 
tubes in several colors. 


Ask your jobber about CALBAR guns 


CALBAR PAINT & VARNISH CO. 


alelal hiclaitla tam oLa et -laalaliacl ea adele itlar: 
2612-26 N. Martha St., Phila. 25. Pa 














Wheeling, W. Va., has built a 
40,000 sq ft warehouse in Buffalo, 
ie 

Doughboy Industries, Inc., New 
Richmond, Wis., has acquired a 
190,000 sq ft plant at West Helena, 
Ark. 

Weller Electric Corp., Easton, 
Pa., plans to add 40,000 sq ft to its 
present plant in Easton this year. 

Illinois Bronze Powder Co., Chi- 
cago, has opened a warehouse and 
sales office in Los Angeles. 

Penco Metal Products Div., Alan 
Wood Steel Co., has moved to a 
new $2.5 million plant at Oaks, 
Pa. The firm’s plant had been in 
Philadelphia. 

Thomas Industries Inc., Louis- 
ville, is building a 20,000 sq ft 
addition at its Hopkinsville, Ky., 
plant. It will soon occupy another 
20,000 sq ft addition in Los An- 
geles. 


New Ward's fall catalog 
features lower prices 


Price reductions averaging 11 
percent under regular catalog 
prices are featured in the fall sale 
catalog of Montgomery Ward & Co. 

Some price reductions on season- 


al items range from 38 to 44 per- | 


cent, the company reports. 

The price reductions are slightly 
bigger than in the fall 1956 catalog. 
Average price reductions in that 
catalog were 10 percent. Some re- 
ductions went only as high as 30 
percent. 

In all, the catalog features 2800 
items on sale. 


Manufacturers announce 
actions in fair trade 


A number of fair trade actions 
have been announced by manufac- 
turers. 


Hamilton Mfg. Corp., Columbus, | 


Ind., has filed fair trade suits 
against Silo Discount House, Phila- 
delphia; Shoppers World, Inc., 
Chester, Pa.; Great Eastern Mills 
and Modell’s Shoppers World, Ber- 
gen, Inc., both in Paramus, N. J. 
The suits seek to enjoin the de- 


fendants from violating fair trade | 


retailing practices. 

Toastmaster Div., McGraw-Edi- 
son Co., Elgin, Ill., has won consent 
decrees against E. B. A. Distribu- 
tors, Brooklyn; and Savemaster of 











new tips 
for more sales 
GARDNER Packaged 


WEATHERSTRIPS 


Gard-Strip The modern gasket type vinyl 
plastic weatherstrip for doors and 
double hung windows. 


Holdfast Treated felt on notched brass or 
white metal; also, burlap reinforced 
jute and hair felt. 


Firm-Flex (gasket type) Specially treated 
vermin-proof felt with hemp core 
and covered with rubber-covered 
fabric. Reinforced tacking flange. 


Storm Seal (gasket type) Cotton filler 
with maroon color, rubber-coated 
sheeting. 


Spring Bronze Durable, tempered bronze 
weatherstrip for doors and double 
hung windows. Also, Door and 
Window Sets and Door Bottoms. 


Order from your jobber, or write us 


Also Stock Spring Assortments 


B,C 1909 Pole Sockets 
ARDNER WIRE CO. 


1329 So. Cicero Ave., Chicago 50, Ill. 


Clean-out Augers 





—_—- 





New Merchandising Ideas 


Looking for more profits, bet- 
ter salesmanship? Hundreds of 
dealers have used this Hardware 
Age reprint as a source of ideas 


for sales training meetings, etc. 


Planning a Self-Service Store 
15¢ ea. 
Here is a detailed report on how one 
firm planned its first full self-service 
store. Larae photos illustrate special 
fixtures, price rails, etc. Handling of 
charges through check-out, pilferage, 
special packaging methods, etc., are 


all covered. 16 pages. 


order copies from 


Editorial Reprint Service 


HARDWARE AGE 
Chestnut & 56th Sts., Phila. 39, Pa. 


Cash must accompany order 
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SANDER RENTALS 


are here to stay... 









and the most popular and profitable 


of them all is [ American] 


Do-it-yourself is growing. So are the rental tool 
profits of dealers who offer easy-to-use American 
Rental Sanders to their customers! Why? Because 
only American sanders carry a written 5-year 
maintenance guarantee, are tamper-proof and 
virtually wear-proof, publicized and promoted for 
you. With American Rental Sanders you get a 
complete tested kit of professional sales tools. Let 
us show you positive proof that extra profits 

come easy with American Rental Sanders! 





=. 
: an Ox Send today for big free booklet 
y! _ +t. that shows and tells you how to sell 
FA. more of everything in your store, 
———— 


while making an Extra $1,000 


— 








\ MERICAN’ 


FLOOR MACHINE se. 


ESTASBSttSRESO 








522 SO. 


ST. CLAIR ST., TOLEDO 3, OHIO 








Net Profit! 


PROFIT PROVED RENTAL TOOLS 
SALES AND SERVICE IN PRINCIPAL CITIES 





SPECIAL 


INTRODUCTORY PACKAGE DEAL 


on Leonards ¥ NEW Paint Accessories 


Available through November 1957 





2 dozen Unit Pack wah 


2 pozeN BrusH-Ertes FREE 


RETAIL VALUE $9.36 


Extra 17% Profit above your usual 40% 


ITEM 
Screen-Painter 
Roller-Trim 
Smoothy . 
Brush-ette . 


Deal Total _.. 











cOsT UNIT TOTAL 
OF 2 DOZ. SELLING PRICE SELLING PRICE 
$ 4.18 Me Meee 7 
. 8.50 59 . 14.16 
| ae 1.00... .. 24.00 
Es s-¢ wis » wa as 9.36 
($5.62 value) 
$27.08 $54.48 


SPECIAL DEAL PROFIT......... $27.40 
$9.36 Extra Profit on $54.48 Sale — an extra 17% 


Write for samples. 


MAKERS ALSO OF PLASTER-STIK, 
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Sold only through qualified wholesalers by 
THE LEONARD COMPANY Dept. B, 506 Third Street, Des Moines, lowa 


TRIM-GUARD, CRAK-SEAL, PASTE-BAK 


, PAINTER'S-PAL, AND PIPE-SEAL 








SCREEN-PAINTER 


and Duster 





















Gets paint into screen 
mesh without filling. 
Packed two doz. Per 
E doz.. $2.09. Retail 29c. 





ROLLER-TRIM 


Finishes walls where 
roller misses. Size 
2% x 4%". One doz., 
25. Retail 59c. 


$4.2 





Use in place of sandpaper. Never wears 
out. Tempered steel blades. One doz., 
$7.20. Retail $1.00. 


BRUSH-ETTE 


For fine easy edge painting around 
moldings, window sash and frames. 
Packed one doz. to a display, or carded. 
Usual price per doz., $1.80. Two dozen 
FREE on Special Deal. Retail 39c. 











~ 
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“IT PAYS 
T0 SELL 
GRIFFIN 
HACK-§=) 


¥v 


SAW ie 
BLADES” am 


“Gay Blade” in 
your store... 
maybe you don't 
know just how 
good our GRIFFIN 
Blades are. Take a 
minute and look at 


Perhaps 
you've never 


what these 
blades have to offer 


EACH BLADE — 
Clearly Marked 
Tooth Size and 
Whot if Will Cut 


EACH BLADE — 
Morked for Front End 


EACH BLADE — 
Top Quality 
The Best in Blades 
Since 1880 


EACH BLADE — 
Painted, Looks Good 
No Rust, No Scale 


All BLADES — 


Factory Guoranteed 


Ask your jobber for 
GRIFFIN HACKSAW BLADES, 
COPING SAW BLADES, SCROLL 
SAW BLADES; or write for 
additional information and 
& dealer prices. ™ 


G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 


. Sales Representatives 
John H. Graham & Co. Inc. 
, _ 105 Duane Street, New York 8,N.Y. . 


168 











New Jersey, Inc., Paterson, N. J.; 
restraining them from selling its 
products below fair trade prices. 

Bonnie Brite Products Corp., 
New York, has won a court decree 
restraining Modell’s Shopper’s 
World, Bergen, Inc., Paramus N. J., 
from selling its products at below 
fair trade prices. 


Buying power increases 
despite higher prices 

Despite rises in the cost of liv- 
ing factory workers have more 
money to spend than before. So 
says the Labor Dept. 

The government reports that 
average hourly earnings of factory 
workers in July increased to $2.08 
from $1.96 last year. The buying 
power of these workers was 1% 
percent higher than last year. 

Comparing what a worker’s pay 
buys today compared with what his 
pay bought in 1947-49, the govern- 
ment reports that workers are in 
position to buy 20 percent more 
goods than 10 years ago. 


Business at high level 
at start of 2nd half 


The high level of business activ- | 


ity that characterized the first half 


| of 1957 has continued into the sec- 


ond half of the year, the Commerce 
Dept. reports. 
During July and August employ- 


ment and production continued at | 
_ high levels, the department reports. 
Prices rose gradually, but so did | 


incomes. Gross national product, 


the total output of goods and ser- | 


vices, continued to expand. 


Chain drops stamps 
Trading stamps were dropped 


| recently by a Vincennes, Ind., su- 


permarket chain. Customers were 


informed, in full page ads, that | 
stamps were costly, that stamps | 


slowed up service, and continuing 
stamps would result in higher re- 
tail prices. 


Business failures rise 
Business failures in the week 


_ ended Aug. 22 totaled 260, accord- 


ing to Dun & Bradstreet, Inc. This 
compares with 222 in the preceding 


week and 215 in the same week of | 


1956. 





———_ ao 
Standard 
of value for over 


65 years 


WEIGHMASTER 
BATH SCALE 


POSTAL 
SCALES 


HANGING 


| 
| 
BALANCES 


_ Jobber 


HANSON SCALE CO. (Est. 1888) 
NORTHBROOK, ILLINOIS 








His Hardware Age 
Ad. Brought Results— 


"As a Manufacturers’ Represen- 
tative, getting the HARDWARE 
AGE is a necessity, especially 
in view of the fact that | have 
secured several desirable lines 
through the Advertisement | 
placed in the AGE in August. 
With best wishes for your con- 


tinued success." Sincerely yours, 


A Satisfied Advertiser 

















GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, N.Y. 


e 
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Sell this high-profit item 
with paint, garden or hand tools 


“Invisible gloves” for all do-it-yourselfers <@. 


pe, 
Rive Bee 










Every handy man (and handy woman) is a prospective customer 
for Du Pont PRO-TEK hand cream. On hands and arms, it acts 
like invisible gloves—keeps paint, garden soil, auto grease from 
reaching the skin . . . makes hands easy to clean. Even sticky 
paint washes off in plain water! Display Du Pont PRO-TEK near 
your cash register and ring up profitable extra sales. It’s a proven 
seller and a steady repeater! Order from your jobber or write E. I. 
du Pont de Nemours & Co. (Inc.), Specialty Sales, Dept. HA-7, 
Wilmington 98, Delaware. 


Du Pont PRO-TEK r 
nationally 
advertised in... 
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PROTECTS HANDS 
ROM Grime & PAINT 





0 ae EE Toke: 
rs DE 2 ot a on 
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REG.U. 5. PAT. OFF BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 





order tree AMERICAN FLYER. 


promotion kit now! 


AND GIVE YOUR PROFITS THE 












































NEWSPAPER 
AD MATS 


proofs included in promotion kit 








ER eo SR ee, a, REE BES OL PE PN TE 
oe 


Advertising Department 16 
The A. C. Gilbert Co. 
New Haven 6, Conn. 


Send me my American Flyer Promotion Kit 
TS 
ADDRESS. 





STORE POSTERS 


details in promotion kit 
_ send for your kit — today! 
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New! 4 Profit-maker Packages 


THEY’LL MAKE YOUR STORE “LIGHTING HEADQUARTERS”... 








SELL FOR $1225°— MAKE $3678" 


Beauty Tone™ tinted-light bulb assortment with FREE merchan- 
diser and demonstrator. Here’s a new display unit and demonstrator 
which shows your customers the dramatic, glamourous effects they'll get 
with Beauty Tone light bulbs. Shows—in identical room settings—how 
each of these 3 decorator-styled bulbs, Beauty Tone Aqua, Beauty Tone 
Candlelight, Beauty Tone Pink, creates its own new kind of glamour with 
light. Beauty Tone tinted-light bulbs are selling fast whenever properly 
displayed. 


This display holds $122.52 worth of bulbs. You'll make a quick 
$36.76 profit. Ask for this display when you order Beauty Tone 
light bulbs. 


*(Based on SR discount 30%) 




















SELL FOR 363° —MAKE $1914" 


New Beauty Tone™ Home Lite Fluorescent Lamp assortment 
with FREE merchandiser. More and more homes have more and 
more fluorescent lighting. And now, instead of asking your customers 
to select from 7 shades of white, you sell them one color that’s ideal 
for every home lighting need—Westinghouse Beauty Tone Home 
Lite. This new line of fluorescent lamps produces a flattering, warm 
white light that glamourizes furnishings, food and complexions. 





Display the most popular flucrescent lamps used in the home 
today! Use this pre-packed assortment and make your store 
the headquarters for the flattering, warm white color that’s === ——— 
ideal for pleasant home lighting—six 12" Circlines (32W), —— ” =e 
three 8%" Circlines (22W), ten 20T 12’s fluorescent (20W), 

five 15T 12’s (15W), ten 15T 8’s (15W), and five 14T 12’s omens a — 
(14W). SS 
*(Based on SR discount 30%) nn 
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you CAN BE SURE...1F ITS \ Vestinghouse 
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from WESTINGHOUSE | 


PUT NEW LIFE IN YOUR LIGHT BULB BUSINESS! 





New all-purpose Colortone™ floodlight bulbs 
packaged in assorted colors. The big season for 
outdoor decorating of homes and stores with light 
starts now. So sell the new Westinghouse all-purpose 
Colortone floodlight bulbs. Brilliant colors, won't 
peel, chip or fade. Weather Duty™ glass won’t crack 
in rain or snow. 


Container converts to colorful counter merchan- 
diser! Holds 12 lamps and displays one of each 
color. Assortment keyed to customer demand. 
4 Brilliant Yellow, 2 Brilliant Blue, 3 Brilliant 
Red, 3 Brilliant Green. 


*(Based on SR discount 30%) 
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SELL FOR $3540 —MAKE $1()52* tee 
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SELL FOR *9’°— MAKE $3" 


Famous Westinghouse Life-line Filament Flash- 
light Bulbs assortment. Space-saving merchandiser! 
Displayed near flashlights and batteries, it fills lamp 
needs of most customers. Effective reminder to 
replace those burned-out bulbs. 


The “WF-50" Assortment contains 
30 PR2 for two D-cell flashlight 

5 PR3 for three D-cell flashlight 

5 PR4 for two C-cell baby flashlight 
5 222 for two AA-cell penlight 
5 14 for two D-cell screw type 


—_ —_ 
tt i 
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ORDER THESE WESTINGHOUSE PROFIT-MAKERS TODAY — 


THERE’S A 4-WAY PROFIT IN SELLING THE FULL LINE 











DOUBLE DUTY 
BEAUTY® 


S ILVER’S 
Sensdtional New Miraclean 


WINDOW BRUSH 


FIRST, IT’S A LIGHT WEIGHT, 
EASY-HANDLING WINDOW 
BRUSH . . . 


. terrific for use in 


homes, stores and offices. - 


IT'S A HANDY SQUEEGEE . 


ready to finish the job with 
lightning efficiency. 


CHECK THESE EXCLUSIVE QUALITY 
FEATURES! 


e Selected Quality 244". Grey Tampico 

@ Professional Type, Zip-in Replaceable Rubber 
Squeegee 

e Full 8 Natural Lacquered Hardwood Block with 
Rustproof Metal Handle 

e Handle Perfectly Balanced for Easy Use by Hand — 
Tapered to Fit Standard Window Poles when Unit is 
Needed for Hard to Reach Areas 


Sells itself from colorful, shopper 
stopper display that occupies 
little counter space. Display, 
FREE with your order. Order now 
from your jobber. 


SUGGESTED RETAIL $1.95 


ONSinver BRUSH WORKS, INC. 


Manufacturers of a complete line of quality brushes 


1019 West Lake Street @ Chicago 7, Illinois | 





INDEPENDENT 
HARDWARE EXHIBIT 


OCT. 13th-17th 
HOTEL EMPIRE 


63rd St. and Broadway 
NEW YORK CITY 


SHOW HOURS: 
SUNDAY, October 13: 2 PM to 11 PM 
MONDAY, October 14: 10 AM to 10 PM 
TUESDAY, October 15: 10 AM to 10 PM 
WEDNESDAY, October 16: 10 AM to 10 PM 
THURSDAY, October 17: 10 AM to 3 PM 














é UNION VALVE (Non-Union $2.80) gqy 


Champe’ SPRINKLERS 


LIST PRICE 


ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, %4"" pipe 8 = 


Swivel seat for long life, %4"’ pipe 


POP-UP SPRINKLER HEAD 


Pops up 12” above grass 


$116 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


ideal for Siamese connections 


AREER A AT SS 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 








PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 
CHAMPION BRASS MFG. CO. 


1460 NAUD ST. © LOS ANGELES 12, CALIF. © CApitol 1-2108 
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IDDELL E. DAVIS, own- 
er of Stock Yards Hard- 
ware & Paint Co., Chicago, 
started his business ca- 
reer in 1903 as a sales- 
man for Heath & Milligan, 
paint manufacturer. Three 
years later he joined his 
father in the retail hard- 
ware business, which he 
now operates as sole own- 
er. He became sole owner 
of the store in 1921. A! 
member of the Chicago 
Retail Hardware Association, he considers the 
hardware business one of his four hobbies. His 
other hobbies are hunting, fishing, and playing 
cards. 





FRANK L. CAMPBELL, 
executive vice - president, 
Fayette R. Plumb, Inc., 
Philadelphia, started with 
that company in Septem- 
ber, 1907. He was a trav- 
eling salesman from 1920 
to 1925, and assistant sales 
manager from 1926 to 
1936. From 1937 to 1955 
he directed sales. Mr. 
Campbell was elected sec- 
retary in 1940, and execu- 
tive vice-president in Jan- 





uary, 1953. He has served as a member of the 
American Hardware Manufacturers Association 
executive committee. An enthusiastic golfer, he 
was the 1951 president of the Eastern Hardware 
Golf Association, and is a member of its advis- 
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Sell "NEW" FLOORS 


FOR OLD IN JUST ONE DAY 





Sell FABULON 


THE FLOOR FINISH 











NEVER NEEDS WAXING 
NEVER NEEDS SCRUBBING 





Here's a top-demand floor finish packed with proven profit 
potentials for you! FABULON, the original ‘‘bowling alley” finish 
for home floors, needs no filler, applies easily with brush or roller, 
dries in half an hour . . . makes old floors ‘‘new"’ in just one day! 
Housewives rave about FABULON's sparkling, carefree beauty... 
no more waxing or scrubbing. Dealers like its generous profit, its 
fast turnover and the pilus business it promotes . . . sander 
rentals, brushes, rollers, sandpaper, etc. 


FOR EXTRA PROFITS 
SELL THE REST OF THE 


FABULOUS FAMILY 


OF FINE WOOD FINISHES 


i PRYME* 


| 8 | nes) tl FABULOY® 
™ " E ithe fabulous the fabulous 
\ PRY! First-Coater. Resin X Finish 
. oe ... preferred 

‘of wood — adds to varnish"’ for 








all other-than- 
floor natural 
wood finishing. 


life and beauty 
to all top- 


a | Seals thirsty 
| 
coots. 








WHY STOCK SEVERAL ‘‘CLEARS”’ 
WHEN THE FABULOUS FAMILY FILLS 
EVERY WOOD-FINISHING NEED? 


Here's support that 
gives these specialty items 
volume turnover... 


@ National advertising — full and half page ads in LIVING. 

@ National and local publicity across the nation. 

@ Free sales aids galore . . . banners, folders, posters, stuffers, 
ad mats, valuable HOW-TO-DO-IT manuals, etc. 


For complete details on the profit potentials of a FABULON 
dealership PHONE YOUR DISTRIBUTOR TODAY ... or write 


D, S PIERCE & STEVENS CHEMICAL CORP. 
wane 710 Chio Street “TM Buffalo 3, N. Y. 








ory committee. He also is chairman of the board 
of directors of the Southern Hardware Golf Asso- 
ciation. From 1951 to 1954 he headed the Central 
States Hardware Club’s entertainment committee 
for its annual Atlantic City banquet and entertain- 
ment. He was appointed a Kentucky Colonel in 
1944 and named an Honorary Citizen of Texas 
in 1952. 


FRITZ C. LARSON, 

owner of F. C. Larson Co., 

Warren, Minn., began his 

retail career in his 

father’s hardware and 

grocery store in 1907. 

When the Warren Co-op 

took over the Larson busi- 

ness in 1912 he continued 

as manager of the hard- 

ware department. Later he 

became general manager. 

When Peoples Trading Co. 

acquired the Co-op, he 

stayed on as manager of the hardware depart- 
ment. In 1923 he bought the business with a 
partner. Since 1941 he has operated F. C. Larson 
Co. as its sole owner, and as an affiliate of Our 
Own Hardware Co. He has remodeled his store 
several times since he became sole owner. He was 
president of the Minnesota Retail Hardware Asso- 
ciation in 1940. He has served Warren as alderman 
for nine years, mayor four years, water and light 


commission member two years, rationing board 
chairman five years, merchants association presi- 
dent the past 10 years, church board officer 33 
years, vice-president and director of the State 
bank. He married Miss Emma Lunde in 1915. They 
have three daughters. Richard Lahl, a son-in-law, 
is assistant manager and hardware buyer for the 
store. Mrs. Larson is secretary and bookkeeper. 
Mr. Larson’s hobbies are hunting, fishing, golf, 
and travel. 


WILLIAM H.HELSLEY 
completed 50 years as a 
traveling salesman for 
Belknap Hardware & Mfg. 
Co., Louisville wholesaler, 
on May 1. He started his 
hardware career in a re- 
tail store. Later he worked 
with his uncle, a Belknap 
salesman. At the age of 
19 he was traveling for 
Belknap in North Caro- 
lina with headquarters in 
Charlotte. Later he took 
over the Jackson, Miss., territory. Since 1921 he 
has covered the western Kentucky territory for Bel- 
knap, making his headquarters in Henderson. In 
his earlier years he traveled on horseback to 
call on his accounts. He has served the Presby- 
terian Church in Henderson, and has been very 
active in YMCA work. 
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Ask your 

jobber for these 
Bethlehem Steel 
products............... 
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Clothing Carrier 


Closet Rod 


K-V 3 
Garment Bracket 


K-V 789 
Shoe Rack 


K-V 798 
Disappearing 
Towel Rack 


K-V 790 
Disappearing 
Pan Rack 


More Than 100 K-V Fixtures 
to Make Your Home 
More Convenient! 


the most agked for 


name in fixtures! 





You can satisfy almost any customer with K-V’s choice 

of more than 40 fine fixtures for closets and kitchens. Beautifully 
styled and handsomely finished in polished chrome, K-V fixtures are 
made for years of service and designed for the greatest 

convenience in storing everything from hats to shoes in closets. 

And for the kitchen, K-V fixtures include similar top 

quality racks for storing pans, towels and cups, 


FAMOUS FOR BUILT-IN CONVENIENCE HARDWARE 





K-V 992 Sliding Door Hardwore K-V 1300 Drawer Slide K-V 80-180 for open wall shelves 
K-V 233-239 for built-in shelves 


K-V also has a complete line of top Ask your jobber 
quality drawer pulls, door handles, locks for complete catalog and price lists 
and catches, . 


or write us. 


KNAPE & VOGT MFG. CO., Grand Rapids, Mich. 








KEEPS OUT ALL KINDS --i&e (32) 


OF DANGEROUS T Coes 


J 
CRITTERS: a 


: gi / fl 
MENT 


ey 
i 
= a 
sseue 
SH 
SS 
SS 


_ 
, 


ma 
% 
im 
& 
= 
S 


TT4 











CLOTHE AUTOMATIC BOLTS 
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YEP! BETHLEHEM FENCE SQ Cartoon ads like this. appearing 


a regularly in regional farm papers, are 
O) catching the attention of your prospects. 
(} 
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Read it in HARDWARE 


EWS OF 


HARDWARE AGE 
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N. Y. Hardware Dealer Wins Display Contest 


Miss Claire Bressler took top prize in the Kromex Regional 
Display Contest for this display in the window of Bressler's 
Hardware, Inc., St. Albans, N. Y. The contest for dealers 


in New 


ork, Pennsylvania, Maryland, Virginia, Delaware 


and Washington, D. C., offered prizes for the best window, 
floor or counter displays featuring Kromex Pantry Partners 
and Party Partners. First prize was a mink cape-stole. 





Hamilton Beach Names 
Piemeis!| Sales Manager 


Clarence J. Piemeis! has 
been appointed sales mana- 
ger of the Hamilton Beach 
Co., a division of Scovill 
Mfg. Co., Racine, Wis. He 


Cc. J. PIEMEISL 


replaces Ralph L. Zenner 
who will take on other 
duties after a leave of ab- 
sence. 

Mr. Piemeisl was former- 
ly western regional sales 
manager with headquarters 
in San Francisco. He has 
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been with the firm 29 years. 

Hamilton Beach has ap- 
pointed William B. Cassa- 
way sales promotion and 
advertising manager. He 
was formerly sales promo- 
tion manager. 


Toy Makers To Meet 


A one day regional meet- 
ing of the Toy Manufactur- 
ers of the U. S. A., Inc. will 
be held in Cincinnati, Ohio, 
on Sept. 18. More than 300 
toy manufacturers from 21 
states have been invited to 
the sessions which will fea- 
ture panel discussions. 


Haw Joins Schoellkopf 


Edwin H. Haw has joined 
the Dallas sales department 
of the Schoellkopf Co., 
Dallas. He will handle sales 
work in the Dallas area for 
all wholesale distributing de- 
partments of the firm. 


Steinman Hardware 
Elects J. R. Moore 


J. Robert Moore was 
elected president of the 
Steinman Hardware Co., 
Lancaster, Pa., wholesaler, 
at a directors’ meeting Aug. 
23. 

Frederick Shand was 
elected vice-president. Mr. 
Shand and Robert Y. Gar- 
rett, Jr. were named mem- 
bers of the board of di- 
rectors. 

Other officers elected are 
Sarah Moore Shand, secre- 
tary; Harry M. Herr, as- 
sistant treasurer; and Lo- 
rena W. Mease, assistant 
treasurer and assistant sec- 
retary. 

Mr. his 


Moore’ succeeds 











J. ROBERT MOORE 


father, the late Adam Z. 
Moore, who died Aug. 16 
(see HA Aug. 29, p. 107). 
His mother, Mrs. A. 4Z. 
Moore, vice-president and 
secretary of the company 
died Aug. 23. 





DEALER BRIEFS 





Ohio Hardware Store Changes Hands, Former 
Owner Opens New Store In Shopping Center 


Lakewood, Ohio — Winton 
Hardware at 17008 Madison 
Ave., has been purchased by 
Paul Tkacz. The name will 
remain the same. Joe Ka- 
zura, former owner, has 
opened a new store in the 
Parmatown Shopping Center 
known as Parmatown Hard- 
ware. 


Lacon, Ill.—Mr. and Mrs. 
John R. Leonard of Skokie, 
Ill., have purchased a hard- 
ware store in Lacon and 
have taken immediate pos- 
session. Mr. Leonard was 
with Hibbard-Spencer-Bart- 
lett, Evanston, IIl., whole- 
saler, for many years. 


Moosup, Conn.—The hard- 
ware and gas departments of 
C. D. Salisbury and Sons, 
Inc., have been purchased by 
Richard W. Daggett and 
Earl A. Wild. The new busi- 
ness is known as Salisbury’s 
Hardware & Gas, Inc. Ar- 
thur Wild is president, Earl 


HARDWARE 


Wild is vice-president, his 
wife Shirley is secretary and 
Mr. Daggett is treasurer. 
Harry Bigonesse continues 
as manager. 


Lynden, Wash. — Benson’s 
Hardware has been  pur- 
chased by Julius Vander 
Hoek and Wesley Harlander. 
The business is now known 
as Lynden Hardware and 
Sporting Goods. Mr. Vander 
Hoek had been a manager 
for Safeway Stores and Mr. 
Lynden had been with Baker 
Cold Storage. 


Chicago, Ill.—Joseph Ver- 
beeren, formerly of Rhodes 
Hardware, has opened a new 
hardware store at 720-24 
West 111th. The store, serv- 
ing Roseland, is an ultra- 
modern semi-service store. 


Elyria, Ohio—Day’s Hard- 
ware, 365 Broad St., has 
been purchased by Houghton 

(Continued on page 186) 
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Young Hdw. Taken Over 
By Moore - Handley Co. 


Moore-Handley Hard- 
ware Co., hardware whole- 
saler in Birmingham, Ala., 
has taken over the Young 
Hardware Co. operation in 
Atlanta. 

Moore-Handley dealers 
were informed when this 
change was made some 
months ago that the com- 
pany’s sales, finance and 


delivery operations will be 
serving them directly. 
Moore-Handley continues 
the Young Hardware activ- 
ity from 1071 Howell Mill 
Rd., N. W., Atlanta. 

Bruce Douglass is in 
charge of all Georgia sales, 
directing the sales organi- 
zation in Atlanta. 

H. L. Young, formerly 
president of Young Hard- 
ware, went into another 
type of business. 





ls Hardware a Tradition in Your Family? 





Van Arnum Hardware... 


The Van Arnum 
family in Waterford, 
N. Y., has been in the 
retail hardware busi- 
ness at 54 Broad St. 
since 1844. That’s 113 
straight years of sell- 
ing hardware. 

Lewis Higgins Van 
Arnum, present owner 
of the L. H. Van Ar- 
num Hardware store, 
is a third generation 
member of his family 
to own the business. 

The store itself dates 
back to 1809. The fam- 
ily’s first association 


Proud of 113 Years 





L. H. VAN ARNUM 


with the store was in 1844. Ira Van Arnum, grand- 
father of present owner, became a clerk in the store. 


Ira bought the store in 


1877. He later sold to his 


son, Lewis S. Van Arnum. 
Lewis Higgins Van Arnum became owner in 1930. 


He’s a recent member of 


HARDWARE AGE’sS 50 Year 


Club. Mr. Van Arnum hopes his daughter upholds 
the family tradition when he retires. 


Editor’s note: If you know of, or belong to, a 
family that has been continuously active in the re- 
tail hardware business for 100 years or more, please 
let us know. HARDWARE AGE is interested in finding 
out how many families have been in the retail hard- 
ware business for a century or more. Please send 
details to Editor, HARDWARE AGE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. Photographs of present 


owners or original stores 


will be appreciated. 
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Program For Joint NWHA-AHMA Hardware 
Convention In Atlantic City, Oct. 19 to 23 


Here are the dates, time 
and location of the activities 
to take place at the Atlantic 
City convention of the Na- 
tional Wholesale Hardware 
Associations and the Ameri- 
can Hardware Manufactur- 
ers Association. 

Registration will open Sat- 
urday, Oct. 19 at noon. The 
convention will adjourn Wed- 
nesday noon, Oct. 23. 

The first activity of the 
convention will be the Presi- 
dents’ Reception on Sunday, 
Oct. 20, from 5 to 7 p.m. at 
the Marlborough - Blenheim 
Hotel. 

Immediately following the 
joint reception, the Central 
States Hardware Club will 
hold its 7th Annual dinner 
party at the Traymore Hotel 
(HA, Aug. 29, p. 107). 

The Ladies’ Luncheon will 





Johnston Lawn Mower 

Promotes A. E. Andersen 
A. E. Andersen has been 

appointed general sales 


manager of the Johnston 
Lawn Mower Corp., Brook- 





A. E. ANDERSEN 


haven, Miss. He was for- 
merly assistant sales man- 
ager. 


Mr. Andersen has had 20 
years of retail and whole- 
sale lawn mower sales ex- 
perience. 


be held on Monday at 12:20 
p.m. in Trimble Hall of the 
Claridge Hotel. A fashion 
show will be a highlight of 
this event. 

Principal speaker at the 
joint session to be held Mon- 
day evening is Warren Whit- 
ney of James B. Clow & 
Sons, Birmingham, Ala. Mr. 
Whitney has addressed two 
hardware conventions in the 
past. 

A gala floor show will be 
held on Tuesday evening 
with dancing following the 
program. There will also be 
dancing on Monday evening. 

Registrations indicate an 
attendance of about 3000. 

The National Wholesale 
Hardware Association will 
meet Monday, Oct. 21, at 10 
a. m. in the Wedgewood 
Room, Marlborough Hotel, 
for the following program. 
Manufacturers are invited to 
this session. 

Presiding, W. W. French, 
Jr., association president, 
Moore - Handley Hardware 
Co., Birmingham, Ala. 

“The Activities of the As- 
sociation,” by Thomas A. 
Fernley, Jr., executive secre- 
tary. 

Annual 
president. 

‘*‘Pre-Billing— Boon or 
Bane,” by Wm. Geo. Steltz, 
Jr., executive vice-president, 
Supplee - Biddle - Steltz Co., 
Philadelphia. 

“The Need for Reducing 
Operating Expenses and 
What We Are Doing About 
It,” by U. J. Kuhre, execu- 
tive vice-president, Strevell- 
Paterson Hardware Co., Salt 
Lake City. 

“Fuel Injection for the 


address of the 


Hardware Business,’’ by 
M. Gloyd Kimball, sales 
manager, Rose, Kimball & 


Baxter, Inc., Elmira, N. Y. 
Announcement of nomi- 
(Continued on page 186) 
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Devitt Hardware Wins 
NEMA Window Contest 


Paul J. Devitt Hardware 
Co. is a winner for the sec- 
ond time. This Upper Darby, 
Pa., dealer is the hardware 
division winner of the 1957 
window display contest spon- 
sored annually by the Elec- 
tric Housewares Section of 
the National Electrical Man- 
ufacturers Assn. 


In 1955, the Devitt firm 
won the first place award, 
topping all other competi- 
tion. William Stehr is the 
store manager. 

Winners received plaques 
for permanent display in 
their stores. 


K. S. Johnson Named To 
American LaFrance Post 


Kenneth S. Johnson has 
been appointed marketing 
manager of consumer prod- 
ucts for American LaFrance 
Corp., Elmira, N. Y. He was 
formerly a sales promotion, 
advertising and public rela- 
tions executive for Ansco, 
photographic materials man- 
ufacturer. 

Mr. Johnson will devise 


K. 8S. JOHNSON 


and carry out marketing 
plans for a new dry powder 
home fire extinguisher. This 
is the first product into the 
consumer field for the well 
known fire equipment manu- 
facturer. 


Stanley Building Elects 
Peterson Vice - President 


Stanley Building Special- 
ties Co., North Miami, Fla., 
has elected Winston W. 
Peterson vice-president an 
general manager. He suc- 
ceeds Edward L. Denison 
who has resigned. 

Mr. Peterson moves to 
this subsidiary of Stanley 


News of the Trade 





Works, New Britain, Conn., 
from his former position as 
vice-president and general 
manager of Stanley-Yankee 
Tools, Philadelphia, Pa., 
which he has held since 
1956. 

He joined Stanley Tools 
of the Stanley organization 
in 1941. 


W. W. PETERSON 


New Kwikset Officers 
Elected After Merger 


Following the consolida- 
tion of American Hardware 
Corp., New Britain, Conn., 
and Kwikset Locks, Inc. 
(HA, July 4, p. 85), new of- 


ficers were elected for Kwik- 
set. They are: 

Evan J. Parker, president. 

William J. Zeigenhein, 
vice-president and _ general 
manager. 

David Muirhead, vice- 
president and treasurer. 

R. F. Berry, vice-president 
and secretary. 

R. J. Hutchison, assistant 
secretary. 

C. K. Nelson, 
treasurer. 

R. C. Bolt is assistant gen- 
eral manager. 

Kwikset is being operated 
as a corporate subsidiary of 
American Hardware Corp. 
for an indefinite period. 


assistant 


D. H. Kelly Retires 
From Stanley-Judd 


Daniel H. Kelly, who 
headed the New York office 
of Stanley-Judd Div., The 
Stanley Works, New Britain, 
Conn., recently retired. He 
had been with the company 
59 years. 

Mr. Kelly joined H. L. 
Judd Co. in New York as a 
clerk and eventually worked 
his way up. 








»--- about wet basement walls. 


sos Se 
I had 


to 
find out 


the 


a 


(~~ 


BN 


hard way 


What I needed was 


BONDEX Cement Paint with the Double Waterproofed Formula. 


Remember there's a 





Bondex | product for every 
~ waterproofing problem 


BONDEX Cement Paint « BONDEX Heavy Duty « BONDEX Silicone Waterproofing «© BONDEX QUICK PLUG 


© THE REAROON COMPANY, ST. LO S 1957 
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New... .WITT 
"Big io) om 


T=) ) Srejfet-jislem 2), 40))' a a)» 


converts 55 gal. drums 
Talteme-t-\ imme. lalit- la’ Mg let je) teil 3.) 


TOPS IN CONVENIENCE! 


360° “‘Receptability”. No walking or 
reaching around containers to get 

refuse in a small opening! 

WITT makes it easy—from any angle... 
front, sides or rear. 





TOPS 


IN ACCESSIBILITY! 


TOPS 


. . . tn complete low-cost 
Drum Handling! 


The WITT “Big Top” 
Drum Lid plus the Drum 
Dolly converts any 55 
gal. drum to a versatile 
mobile unit for trash col- 
lection or for storage of 
staple items. 


Even large boxes or other 
bulky items will fit 
through the king-size 
self-closing flap. Rugged 
steel lid is finished in 
neutral gray enamel and 
word ““PUSH”’ is emboss- 
ed in red on flap. 






































Write, wire or phone 
today for new catalog 
literature and prices. 


‘Ouginator of the Chrugated Can ” 
THE WITT CORNICE CO., 2110 WINCHELL AVE., CINCINNATI 14, OHIO 
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| Versatile QUIXOL® is loaded 


ak ee a) eel 
and pint 
quart and 


gallon cans. 


So many uses 


this 


with sales appeal — it does so 
many jobs so well. And it’s 
a superior water-free shellac 
thinner and solvent. 


What’s more — QUIXOL’s 
modern, convenient, factory- 
packaging saves spillage, 
evaporation losses and exces- 
sive handling costs that go 


EE 


| We are a [_| Retail Dealer 


around the house... 


" 
| 

Please send free folder on 
and the name of my nearest supplier. | 
i stillet inik is cenanstin tebliactnesciphitiedincibahenboetin vestaisiniligth alias | 
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with old-style bulk solvents. 


Plan now to get your share of 
the repeat business and extra 
profits enjoyed by QUIXOL 
dealers! Specify versatile 
QUIXOL on your next order! 
And don’t forget QUAKER- 
SOL®, the shellac thinner 
that builds business, another 
CSC top quality product. 


COMMERCIAL SOLVENTS CORPORATION, Specialties Department 
260 Madison Avenue, New York 16, N. Y. 


__| QUIXOL and [] QUAKERSOL 


|] Wholesale Distributor 


this is only 


T of 60 
different 
hammers & 
hatchets 

in the 
Heller 

Line 


pewuer BA — 


selected 
HICKORY HANDLE 
This beautifully polished, 
oetagon neck, round bell, 
adze eye carpenters’ ham- 
mer is made with regular, 
curved or straight ripping 
claws, 16 oz. head, spot 
burned finish. The finest 


carpenter hammer avail- 
able. 


HELLER 
HAMMERS 


You can sell Heller Ham- 
mers with complete confidence. 
All are made of forged, high 
carbon tool steel, precision 
hardened, tempered and tested 
to meet Heller’s high standards 
of quality. Each hammer is per- 
fectly balanced and is fitted 
with selected hickory handles. 


1 
wart NOT 


to your nearest Heller Branch for the 
new, complete hammer catalog, +T-56. 


This new catalog describes and 
illustrates our complete line of 
hammers manufactured for: Car- 
penters, Machinists, Tinners, Brick- 
layers, Tilesetters, Blacksmiths, 
Farriers, Upholsterers and Weld- 
ers; also our line of Hatchets. 


HELLER too CO. 


Subsidiary of Simonds Saw and Steel Co. 
NEWCOMERSTOWN, OHIO 


BRANCHES: 


New York, Detroit, Chicago, Leos Angeles 


HAMMERS—FILES— WRENCHES—TOOLS 

















————— News of the Trade 


New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Plastic Products Corp., 
Cleveland, has appointed 
Loren H. Pease representa- 
tive covering Chicago and 
northern Illinois, Wisconsin, 
Minnesota, North and South 
Dakota. He will handle the 
firm’s flower boxes, jardin- 
ieres, bird baths and the new 
mailbox and toboggan. 

v 

Savage Arms Corp., Chico- 
pee Falls, Mass., has named 
Rolin L. Cargill representa- 
tive for sporting goods and 
lawn mowers in Oklahoma 
and adjoining states. Paul 
A. Shepherd, who formerly 
covered this territory, is now 
western manager with head- 
quarters in San Francisco. 


v 
Shakespeare Co., Kalama- 
zoo, Mich., has appointed 
Thomas W. Grant represen- 
tative covering southern 
Florida and the East coast. 
He will work out of Miami. 
Robert C. Grant will con- 
tinue to travel northern 
Florida and the West coast 
from St. Petersburg. 
v 
Remington Arms Co., Inc., 
Bridgeport, Conn., has ap- 
pointed Dwight Woodworth 
assistant manager of the 


Mall Tool Co., Boston dis- 
trict. He has been with the 
firm since 1954. 

- 

Kentile, Inc., New York, 
has appointed A. A. Taranto 
West Coast sales manager 
with headquarters in Los 
Angeles, Cal. 

v 

Proctor Electric Co., Phil- 
adelphia, has appointed 
Lewis G. Barber central re- 
gional manager, with head- 
quarters in Chicago. 

7. 

Wright Tool & Forge Co., 
Barberton, Ohio, has ap- 
pointed Arthur F. Brandt of 
Evanston, Ill., midwest dis- 
trict manager. He was with 
Proto Tool Co. and Herbrand 
Tool Co. 


v 
DeVilbiss Co., Toledo, has 
named Francis P. Flitner 
manager of the San Jose, 
Calif. branch. He has been 
divisional sales engineer in 
this area since 1951. 
v 
American Screw Co., Wil- 
limantic, Conn., has  ap- 
pointed Jim M. Harris, Jr. 
of Dallas, representative in 
Texas, Oklahoma, Arkansas, 
Louisiana, and Mississippi. 





Moto-Mower Div. Holds Annual Sales Meeting 


J. Thomas Smith, president of Detroit Harvester Co., Rich- 


mond, 


Ind., gets a ride on the Moto-Mower Division's new 


Roto-Ride at the annual sales meeting in Richmond. With 


Mr. Smith, 


l to r, 


his assistant, 


D. H. Hartmann; Arthur 


Wilson, Moto-Mower plant manager; A. W. Greene, vice- 
president and general manager; W. B. Ford, designer of Roto- 
Ride; Joseph Louda, sales manager; and William Wehner, 
Detroit Harvester chief engineer. 
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BULMAN ._ 


COSTS LESS 


} 





For OLD OR NEW, SMALL 
OR LARGE STORES 


We LOWER INITIAL COST 


It costs no more to get the best! 


mi LOWER MAINTENANCE 


Your investment lasts you longer! 


LOW DOWN PAYMENT 


Finance your equipment through the factory! 


FACTORY GUARANTEED 


Bulman stands behind every store plan! 











PLUS sTORE ENGINEERING 
AND MERCHANDISING KNOW-HOW 


No one else can match the Bulman engineer’s 
background of proved experience . . . over 
30,000 Bulman installations are paying off. A 
Bulman engineer will help you with location, 
lighting, color styling, stocking and the “‘do’s 
and don’ts’’ of merchandising to help you get a 


whe 2% INCREASE* 


*National sales increase in Bulman engineered stores. 





Grand Rapids, Michigan 


a 


— 
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FOR THESE CONDITIONS 
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‘Asthe COMPLETE Answer! 





& 
For more than twenty years X-1-M FLASH BOND has 


been doing the job of preventing blistering, checking, 
peeling and popping of paint in numerous industries. 
Many concerns have established it as a “must” in their 
every painting operation. 

Investigate— learn why you can recommend X-I-M 
FLASH BOND for better adherence and for that “like-new” 
look longer, whether used indoors or out, on metal, wood, 
plaster, plywood, plastic, stone, or on most any other surface. 

The story of X-l-M FLASH BOND, the Superior Seal 
and Bond for improving the adhering and wearing prop- 
erties of paint to metal and practically every other type of 
surface, is being told to over 200,000 of your customers 
and prospects through national advertising in AMERICAN 
PAINTER & DECORATOR; AUTOBODY AND THE 
RECONDITIONED CAR: MOTOR AGE; SIGNS OF THE 
TIMES; SWEETS ARCHITECTURAL FILE; YACHTING. 






PROVEN IN You'll want to know all 

THE FIELD about X-!-M FLASH 

FOR MORE BOND. what it can do, 

THAN how if fits in with your 

. 20 YEARS! line. Send. coupon today. 


H. FORSBERG CO. HA-9 
5107 Lakeside Ave., Cleveland 14, Ohio 


és, | would like to have a copy of your X-33 circular prepared 











exclusively for dealers, without obligation. 

Name 

Street 

City Zone State 











Made in Canado for Canadian Use—Represented in Canada by: 
DOUGALL'S SUPPLY LIMITED, 807 Bathurst St., Toronto. 
Distributed in Hawaii by: THE GLIDDEN COMPANY and BADER'S 

SUPPLY HOUSE LIMITED, Honolulu. 
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that expands the RED JACKET 
FAMILY of Popular Pumps 
and Water Systems 


@ EASY TO SELL — ideal for 


the new home and replacement either vertical or horizontal 
markets. These lines will 


: 80% installation. 
meet the needs of over 
@ EASY TO SERVICE — all parts 
of your customers. are readily accessible a 
ep aes pa es the easy to replace. 
"CJ" and ™ " lines are 
convertible for use in either @ HIGH QUALITY 
shallow or deep well operation, CONSTRUCTION — built of 


@ EASY TO INSTALL — the 4 the finest materials available, 
and 12 gal. systems are space @ PRICED TO SELL — to meet 
savers. The 30 and 42 gal. tank all quality competition. 

LOOK AT THIS MOST COMPLETE— MOST SALEABLE 


WATER SYSTEM LINE EVER OFFERED 


systems are designed for 


FOR SHALLOW AND DEEP WELL USE 


th a 


FOR SHALLOW AND OEEP WELL USE 


tt. 


Nn |" FOR SHALLOW WELL USE 
Rt : & 


Write for catalog, illustrating 
and describing this new complete 
RED JACKET Jet Pump line. Ad- 
dress Dept. HA-97. 


RED JACKET 4 


‘water 
service 
products 


RED JACKET MANUFACTURING CO. 


DAVENPORT, IOWA 
"The Choice That's Made Friends’’ —SINCE 1878 





| power 
| facturer of Buffalo, 


| builders’ 
_ turer, Chicago. 


Corp. 





ARTHUR C. GANGER 


| A. C. Ganger Named VP 
Of General Mower Corp. 


Arthur C. Ganger has 
been elected vice-president 


| in charge of sales promo- 
|. tion 


and 
General 


advertising for 
Mower  Corp., 
lawn mower manu- 
eee 

Mr. Ganger has been 
with the firm as sales pro- 
motion and advertising 


| manager since 1955. 


| Turner Appoints LaPole 
To Executive Position 


Lester M. LaPole has been 


| appointed sales promotion 


manager for Turner Brass 


| Works, Sycamore, II. 


Mr. LaPole formerly was 
with John Sterling Corp., 
hardware manufac- 


| Boyle-Midway Elects 
Lesher VP Of Sales 
A. Lesher 


_ been elected vice-president 
_in charge of national sales 


Eugene has 


for Boyle-Midway, Inc., 


| New York, a subsidiary of 


EUGENE A. LESHER 


American Home Products 


Mr. Lesher was formerly 


| western region sales mana- 
_ ger for Boyle-Midway. He 


joined the company 27 


| years ago. 


HARDWARE 


News of the Trade 


Foley Names Smiley 
And Cromer To Board 


Yale Smiley, vice-president 
in charge of lawn mower 
sales, has been elected to the 


LOGAN CROMER 


board of Foley Mfg. Co., 
Minneapolis, Minn. He has 
been with the firm since 1948 
when he joined as a kitchen 
utensil salesman. 

Logan Cromer, secretary 
and assistant treasurer, has 
also been elected to the board. 
He joined the firm in 1950 
as controller. 


W. F. Meyer, Jr., Joins 
W. F. Meyer & Sons 


W. F. Meyer, Jr., has be- 
come associated with W. F. 
Meyer & Sons, Inc., Chicago 
houseware manufacturer. 

Mr. Meyer was formerly 
in the Dealer Plan Div. of 
Shapleigh Hardware Co., 
wholesaler in St. Louis, Mo. 


Van Horn Heads Marine 
Hardware Aft Skillman 


H. Van Horn has been 
named head of the marine 
hardware and specialty hard- 
ware department of Skillman 
Hardware Mfg. Co., Trenton, 
N. J. 

Mr. Van Horn was for- 
merly with H. S. Getty Co., 
Philadelphia, Pa. 
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f= gS Weigh General Floorcratt's 
fea (| New 2-way PROFIT plan! 


HIGH VISCOSITY | 
PENETRATING | 




















Dont Miss Any Gun 
Cieaner Sales NOW 


When it comes to gun cleaning, care and pro- 
tection, Hoppe’s No. 9 Solvent, patches, oil, 
grease and gun cleaning rods usually “get 
the call.” And—don’'t forget! The shooting 
season is on its way and will be here before 
you realize the fact. So why not inspect your | 
supply! Your jobber handles Hoppe’s. 









































FRANK A. HOPPE, INC. 
2314A North 8th St. Philadelphia 33, Pa. GENERAL KL 


More floor machines are . ” Me . 
being rented and sold than Dyna Craft 13 Midweight 


ever before! To help you get POLISHES e SCRUBS 








your share of this business, sTEEL WOOLS e WAXES 
™ Machine Specialists Since 
eee Se ee 1930 — has developed a Easy to carry .. . simple to 
“eer new Hardware Store 2-Way operate . . quiet . . rugged. 
TT Profit Plan which really Beautifully streamlined in 
ee works! chrome and polished alu- 
RT minum. Maintenance - free 
“an HORTON J % HP heavy duty motor. 
nceememmmmsie. When you rent Maintenance- 
ctiaeeenn free GENERALS, you’re sure Also TWIN-16B—for lorger 
Se of customer satisfaction. fe ee ee 
Sc When you sel! Nationally Rug Cleaner Kit available. 


Advertised GENERALS, you 
sell Quality, Versatility, Com- 
pleteness of Equipment. (No 
“stripped-down” models!) 2 
ways, you make a LONG 


| 
i 


A GENERAL 
RENT & SELL DEPT 


i 





RETURNS BIG MARK-UP 











aad - + the industry's REQUIRES LITTLE SPACE! 
iggest. 
HORTON General FLOORCRAFT, INC. 
weater coolers 421 Hudson St., New York 14, N. Y. Established 1930 
ORIGINATORS OF THE RECESSED SPIGOT World’s Most Complete Line of Industrial and Household 


Floor Maintenance Machines and Vacuums 


Hort Coolers sell better because of All Sizes for All Types of Floors — Made by Floor Machine Specialists 
orton 


growing demand in construction, oil field, 









































, ; = ~~ 

chemicals, farming, trucking, sporting. ( ) I'm a retailer. ( ) lm a wholesaler. 

Advanced design and rugged construction | Nome 

assure satisfactory performance. Insula- cour’ 

tion — standard dead-air space or heavy : oe, For Details ¥} tree : 
; chrome-pia <S 

ground cork. 1/2 to 15 gals. capacity. ee of Way City State 

Stainless steel-lined available. Profit | Buyer's Nome Hao | 

seer tte: Plan 

Contact your distributor or write: , | * WHOLESALERS Attention! A limited number of choice | 

SNELLING MANUFACTURING, INC. | territories are open. Mail this coupon for details. | 

P. O. Box 14503, Houston 21, Texas . 
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"A Good Line 
to Handle’’ 


GRIFFIN 


SHELF HARDWARE 


Cat. #R240 
Wrought Steel Butts 


When it comes to any item in shelf 
hardware . . . mending plates, flat 
corners, corner braces, strap 
hinges and T hinges (light or 
heavy), safety hasps, shelf brack- 
ets, or what have you... you'll 
find your fellow dealers saying, 
“We like to handle the Griffin 
line.” You buy in any selection 
your customers want...and you'll 
find Griffin gives good service, 
never cutting on quality. You’ll 
find your wholesalers like every- 
thing about the firm’s policy . . . 
and you'll find your customers like 
the Griffin products. 


A full line of Wrought Steel 
Butts and Shelf Hardware. 


**See us at the National Builders’ Hardware 


GRIFFIN’ 


“since 1899” 


MANUFACTURING CO. 
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ERIE, PA. 





— News of the Trade 








NEWS OF 


MANUFACTURERS’ AGENTS 


Western Tool & Stamping 
Co., Des Moines, Iowa, has 
appointed Hal R. Hanson 
district sales manager for 
Homko and Certified brands 
in Minnesota, North and 
South Dakota, and northern 


HAL R. HANSON 


Iowa. Mr. Hanson previously 
spent 3% years with Janney, 
Semple Hill & Co., of Min- 
neapolis, as dealer service 
manager and development 
manager. For 16 years be- 
fore that he was with Gam- 
ble Skogmo of Minnesota. 
v 


Dave Sneed, Terminal] 
Sales Bldg., 1932 First Ave., 
Seattle, Wash., has formed 
his own agency to represent 
hardware, paint, and garden 
supplies in the Pacific north- 
west. He formerly was as- 
sociated with Sneed & Jes- 
sen, Inc. which was dis- 
solved recently. 

v 

Gasstrom - White & Co., 
Inc., New York representa- 
tive has changed its name to 
William W. White & Co., 
Inc. The firm’s new address 
is 12 Adrienne Place, White 
Plains, N. Y. Phone: WHite 
Plains 6-3511. 

v 


Lyle N. Johnson has es- 
tablished his own agency at 
4737 Harriet Ave., Minne- 
apolis. He will travel Min- 
nesota, North and South Da- 
kota and western Wisconsin. 
Mr. Johnson was previously 
associated with Steinmetz & 
Kelly and with Janney, 
Semple, Hill & Co., whole- 
saler. 

* 


Falco Products, Inc., Phil- 
adelphia, has named Delburn 
Associates of Philadelphia 
representative in eastern 


HARDWARE 


Pennsylvania, Delaware, 
Maryland, Washington and 
Virginia. 
v 
Blair Mfg. Co., Spring- 
field, Mass., has appointed 
Leslie L. Bolton, Granite 
Quarry, North Carolina rep- 
resentative for power and 
hand mowers in Virginia, 
North and South Carolina. 
7 


Arro Expansion Bolt Co., 
Marion, Ohio, has appointed 
Eric F. Chemnitz Co. repre- 
sentative in northern Cali- 
fornia, Nevada and Arizona. 
The Chemnitz firm will also 
supervise Arro’s San Fran- 
cisco warehouse. 

7 


Smith-Gates Corp., Farm- 
ington, Conn., has appointed 
John J. Gillis, Inc., repre- 
sentative for electrical prod- 
ucts in the New England 
states. 

t 


Ace Products Co., Chal- 
font, Pa., has appointed two 
representatives. Henry Hoff- 
man Associates to cover 
metropolitan New York and 
north Jersey and Robert L. 
Ailes to cover Florida, 
Georgia, North and South 
Carolina. 

¥ 


W. H. Paradise and Asso- 
ciates, representatives in 
Chicago, have opened new 
offices at 5845 W. North 
Ave., Chicago 39. The phone 
is Berkshire 7-8034. 

” 


Oldham-Rust Co., Ine., 
representatives, have moved 
its office from New York 
City to 744 Broad St., New- 
ark, N. J. Phones are Mar- 
ket 2-7990 and Barclay 7- 
7874. 

v 

Eric F. Chemnitz Co., rep- 
resentative in Emeryville, 
Calif., has moved from the 
Merchandise Mart in San 
Francisco to Emeryville. 

v 

Philadelphia Screen Mfg. 
Co., Philadelphia, has ap- 
pointed H. M. Worthington 
of Garrison, Md., representa- 
tive for its screening and 
ladders in Delaware, Mary- 
land, Virginia, West Vir- 
ginia, and the District of 
Columbia. 
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They’ve been adding on — since they started 
suggesting “Scotcn”’ Brand Masking Tape 
with every paint sale! 
































an ee 


SO Re Bi ain BR 0 


Sell Safe, Dependable 


SOak tf GRtase tT 





mn ns ee ne 


.— a a 





we 
ee eA: 


Cash in on the snowballing demand tor Line-O-Heat... the 
largest-selling heating tape in the world! Line-O-Heat sells 
best because it’s made best. Easy to install, efficient and 
economical . . . costs as little as a penny a day to use! And 
Line-O-Heat is backed by extensive national advertising and 
free advertising and merchandising aids. Line-O-Heat is avail- 
able in nine sizes from 3’ to 80’ for use on 110-120 VAC service, 


Write for Complete Information 


m SMITH-GATES ~. 


FARMINGTON, CONN, 





_-—_—~ 
Seamece st =| foneet ay 
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WHEN THEY 
WANT TO BUY 
Seee/ = SECURITY, NOT JUST 


7 


4 A RIMLOCK— 


7 


ce“ r, f 
de) Poach 10% 
a) : 
<f 


> 





No. HS5003xDB 


No. 002142S 


Plenty of people will pay a few pennies more for a 
rimlock that gives SIX key-changes instead of one; 
that is made of honest cast-iron; has a finish that 
can’t peel off because it’s built-in. They'll appreciate 
your explanation of the greater value in Skillman rim 
and bevel sets, of fine details even in a low-cost lock, 
details like ground and wheel-polished bolts, sand- 
casting, generous use of brass. 


People like these are good customers of the hard- 
ware retailer. In every class of item you handle, 
they’re open to buy the better-profit better grade. 
Encourage them with quality goods. Don’t lose cus- 
tomers with locks that don’t stand up. 


Whoever buys Skillman, buys a better lock. 
Oe ee ee ee ae 


SKILLMAN HARDWARE MANUFACTURING CO. 
1700 N. Calhoun St., Trenton 4, N. J. 


Piease let me see your catalog. 


Name 








Firm 


Address 








We're especially interested in 
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Program For The Joint 
NWHA-AHMA Conv'tion 


(Continued from page 177) 


nating and resolutions com- 
mittees. 

The National Association 
of Sheet Metal Distributors 
will meet Monday, Oct. 21, 
in Ocean Hall, Marlborough 
Hotel, at 10 a. m., for the 
following program: 

Meeting called to order by 
the president, Roger K. 
Becker, Ohio Valley Hard- 
ware Co., Evansville, Ind. 

“What Is the Current Sit- 
uation With Respect to For- 
eign Steel Products?” by 
Norman Herr, president, 
Bayonne Steel Products Co., 
Newark, N. J. 

‘‘Justifying Differentials 
for Carton and Broken Car- 
ton Quantities,” by W. O. 
Schoedinger, vice - president, 
F. QO. Schoedinger, Inc., Co- 
lumbus, Ohio. 

“New Products and Meth- 
ods,” by Noel E. Girard, 
chairman of the association’s 
product and information 
committee, Girard Steel Sup- 
ply Co., St. Paul, Minn. 

“Higher Overhead - Lower 
Gross Margin — What’s the 
Answer?” discussion. 

“Benefits of a Sound Stock 
Control System,” discussion. 

“A Seal of Quality on Gal- 
vanized Sheets to Assure 
Purchasers of First Quality 
Product Made by a Repu- 
table Manufacturer,” discus- 
sion. 

“Designing Sales Territo- 
ries,” discussion. 

General discussions of 
other current problems, and 
new and unfinished business. 

The joint session of the 
National Assn. of Sheet 
Metal Distributors and the 
National Wholesale Hard- 
ware Assn. on Tuesday, Oct. 
22, at 10 a. m., in the Wedge- 
wood Room, Marlborough 
Hotel, will have this pro- 
gram: 

Opening remarks, Roger 
K. Becker, president of sheet 
metal distributors associa- 
tion. 

“The Activities of the As- 
sociation,” by Thomas A. 
Fernley, Jr., executive secre- 
tary. 

Presentation by awards 
committee, Louis F. Demm- 
ler, chairman, Demmler 
Bros.. Div., Anchor-Sanitary 
Co., Pittsburgh. 

“How to Tell Your Em- 
ployees What You Know,” 
by Dr. Arthur Secord, 


186 


“How to Make a Profit,” 
by J. A. MclIlnay, vice-presi- 
dent, Ray-O-Vac Co., Madi- 
son, Wis. 

Another speaker to be an- 
nounced. 

Report of resolutions and 
nominating committees. 

Election of officers. 

The final session of the 
National Wholesale Hard- 
ware Assn. on Wednesday, 
Oct. 23, at 9:30 a. m. in the 
Wedgewood Room, Marlbor- 
ough Hotel, will have this 
program. Manufacturers are 
especially invited to this ses- 
sion. 

President, W. W. French, 
Jr., presiding. 

“Trends In Wholesale 
Hardware Distribution As 
We See Them,” by W. E. 
Smith, president, Oklahoma 
Hardware Co., Oklahoma 
City. 

“What We Need To Make 
Our Catalogs,” by Richard 
F. Becker, chairman of the 
association’s committee on 
catalog style recommenda- 
tions, Ohio Valley Hardware 
Co., Evansville, Ind. 

“The Co-Op Situation To- 
day,” by Howard W. Price, 
executive vice-president, The 
Salt Lake Hardware Co., 
Salt Lake City. 

“Our Costs 
When You Go 
rows Morley, 
committee on 
Morley Bros.., 
Mich. 

“A Brief Review of the 
Wholesaler’s Function,” by 
John S. Stiles, chairman, as- 
sociation committee on func- 
tional allowances, Morley- 
Murphy Co., Green Bay, 
Wis. 

Consideration of by-laws 
amendment, committee _ re- 
ports, election of officers and 
executive committee. 

Introduction of new presi- 
dent of the American Hard- 
ware Manufacturers Assn. 


DEALER BRIEFS: 
(Continued from page 176) 


Come Down 
Up,” by Bur- 
association 
packaging, 

Saginaw, 





Wagner from Howard W. 
Murray. Mr. Wagner has 
managed the store for the 
past 5 years. 


Markesan, Wis.—Fire re- 
cently gutted the Nehring 
Hardware Co. and apart- 
ments above it. Harry and 
Earl Nehring operate the 
business. 


News of the Trade 
Brooklyn College, Brooklyn, 
N. Y 
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William E. Caldwell 
Harold C. Hurtt 


Two executives of the 
Cleveland Twist Drill Co., 
Cleveland, Ohio, died on the 


WILLIAM E. CALDWELL 


same day, Aug. 23, in St. 
Luke’s Hospital, Cleveland. 
William E. Caldwell, 73, 
chairman of the board of 
Cleveland Twist Drill, died 
after a brief illness. Mr. 
Caldwell joined the firm’s 
general offices in Cleveland 
in 1901. He became chair- 
man of the board in 1953. 
Harold C. Hurtt, 44, as- 


HAROLD C. HURTT 
sistant to the vice-president 
of sales, died following a 
heart attack. Mr. Hurtt 
joined the firm in 1939 as a 
representative in Chicago 
and Kansas City. He became 
assistant to the vice-presi- 
dent early this year. 


Mrs. Adam Z. Moore 


Mrs. Adam Z. Moore, 64, 
vice-president and secretary 
of Steinman Hardware Co., 
Lancaster, Pa. wholesaler, 
died Aug. 23 in Lancaster 
General Hospital after a long 
illness. Mr. Moore, presi- 


HARDWARE 


dent of Steinman’s, died of 
a heart attack Aug. 16 (see 
HA Aug. 1, p. 107). 


F. S. Rickbeil 


F. S. Rickbeil, 74, founder 
of Rickbeil’s hardware, fur- 
niture and appliance store, 
Worthington, Minn., died re- 
cently in Worthington Hos- 
pital after a long illness. Mr. 
Rickbeil opened his first 
store 51 years ago in Loma, 
Minn. Six years later he 
opened a store in Cando, 
N. D. In 1920 he opened his 
Worthington store. 


William M. Miller 


William M. Miller, 72, 
sales manager of Hillwood 
Mfg. Co., Cleveland, died re- 
cently at his home. Mr. Mil- 
ler started in the hardware 
business with Northern 
Hardware & Supply Co. He 
joined Hillwood in 1926. 


Frank A. Haagen 


Frank A. Haagen, 74, hard- 
ware store owner in Ellens- 
burg, Wash., died July 23 of 
a heart attack at the Ellens- 
burg General Hospital. Mr. 
Haagen entered the hardware 
business in South Dakota in 
1908. He moved to Ellens- 
burg and established his 
hardware, implement, and 
automobile business in 1933. 


William C. Gehrke 
William C. Gehrke, 71, 


vice-president and secretary 
of South Side Hardware and 
Plumbing Co., Inc., Sheboy- 
gan, Wis., died suddenly 
July 23. Mr. Gehrke and Ed 
Aldag purchased the South 
Side hardware business in 
1917. 


George W. Straub 


George W. Straub, sales 
representative for Jones & 
Laughlin Steel Corp., Con- 
tainer Div., Pittsburgh, died 
June 28 in an automobile ac- 
cident. 


J. M. Stanley, Sr. 


J. M. Stanley, Sr., 67, re- 
tired hardware store owner, 
died June 8 at his summer 


home in Hendersonville, 
N. C. 
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A report in pictures of events in the trade 





HA Photo Angles 
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A complete program of product knowledge, sales policy, and management policy was covered at the annual sales meeting 
of Wood Shovel and Tool Co., July 30, 31 and Aug. | at the plant in Piqua, Ohio. First row, | to r: T. A. Jacob; J. H. 
Cochran; W. D. Peabody; E. D. Marvin, vice-president; W. B. Wood, president; B. B. Wood, executive vice-president; R. E. 

ovy, vice-president plant operations; V. G. Scott, sales vice-president; A. C. Brauer; D. B. Cochran. Second row: W. H. 
Waldman; H. L. Gilliam; E. J. Prior; David Peck, manager of purchases. Third row: W. W. Bender; R. E. Spahn; J. M. 
Detweiler; R. E. Fultz. Top: H. R. Eshelman, vice-president, Geyer Mfg. Div., Rock Falls, Ill. 





Green Garden representatives from across the country attended a recent conference of the A. W. Francis Co., Somerset, 
Pa., at the Somerset Country Club. During the business sessions it was announced that the firm had acquired Sanco Prod- 


ucts, Ashtabula, Ohio, maker of Jiffy Hose Coupler and other sprinklers. In attendance: front row | to r—W. H. Olandt, 
Jr.; James McKie; Mrs. A. W. Francis; A. W. Francis, owner; S. W. Smith; Ward Gentino. Back row | to r—Harry Alexan- 
der; George McHenry, McHenry-Derek Adv.; Hollis Colemere; B. Solomon; Richard Nehls; J. F. McNeely; Griffith Miller, plant 
superintendent; Bert Kurland; W. D. Endres. Not shown are Lee Arter and John Fordyce. 


5 , Lo we ‘ 

Plans for the promotion of a new Sling Chain program were mapped at a recent 3-day sales meeting of managers and 
salesmen of the American Chain Div., American Chain & Cable Co., Inc., York, Pa. Shown | to r: M. J. McGovern; S. M. 
Brown; E. V. Creagh; A. M. Roberts; H. M. Gunnet. Second row: M. C. Bond; W. M. Cusack; T. G. O'Neill; H. Ervin; 
P. D. Steele; E. R. Powell. Third row: H. Wilson; R. H. Kleeb; W. T. Adams; J. O. Trombly; W. Meyer; F. C. Seacrist; 


D. J. Griffin; C. A. Goldstrohm; E. S. Lathrop; N. J. Gebert; H. G. Wineman; A. C. DeHaven; W. G. Damuth; J. T. Kelly; 
W. P. Perkinson; W. B. Ilko; W. B. Lasher, Jr.; J. McCune. 
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Classified Opportunities Section 





Representatives Wanted 








MASTER LOCK CO. 


World's largest padiock manufacturer wants 
qualified young representative, age 30-38, ag- 
gressive, and headquartering near Minne- 
apolis to sell hardware wholesalers in several 
surrounding states. Commission basis. Ener- 
getic detail work required with dealers, in- 
dustriais, and schools. Excellent opportunity 
for able man. Write giving complete details 
on yourself, past experience, references, and 
qualifications. 


MASTER LOCK CO. 


Dept. 10, Milwaukee 45, Wisc. 











BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel cop- 
per coated BB's wants representation. 
Most territories open. 

Address Box 312, care of HARDWARE AGE 





Chestnut & 56th Sts., Philadelphia 39, Pa. 











LIGHT BULB SALESMAN. Reliable Light 
Bulb Manufacturer wants aggressive men now 
calling on Hardware Dealers. Protected territories. 
Complete line including Fluorescent lamps. Busi- 
ness established 30 years. Liberal commission. 
Excellent repeat and volume line used by all. 
Offering highest discounts in industry. Chance 
of lifetime for right man. Write giving full 
particulars on yourself, territory covered and 
present lines. Address: Box 909, care of Harp- 
WARE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 


WANTED: A responsible sales agency to han- 
die the sale of light builder’s hardware and 
stamped steel specialties for an established, repu- 
table comcern several years in business, for the 
metropolitan district of Chicago and surrounding 
territory. Address: Box 859, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 

S AL ES REPRESENTATIVE WANTED 
FOR ESTABLISHED PAINT BRUSH MAN- 
UFACTURER; liberal commissions; protected 
territories: good opportunity for salesmen having 
contact with retail hardware, paint, lumber etc. 
stores. Open territories: Western Penna.; New 
York (exclusive of Metropolitan N. Y. AT 
W isc- Minnesota; New England; California 
(South of Fresno); and Northern [llinois. 
Write us full details. Address: Box 915, care 
of Harpware AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


REPRESENTATIVES WANTED 
ING ON Lumber dealers—builders. 
advertised quality doors—(I.E.) 
storm and screen wood door: plus 
signed interior doors. Protected territories. 
full particulars of yourself, your territory 
the lines now handled. Address: Box 901, care 
of HarpwarRe AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


~ LIMITED NUMBER OF TERRITORIES 
still available for manufacturer’s agents contact- 
ing all types of volume buyers. Three top hard- 
vware-houseware items in $.39-$.89 bracket. All 
fast movers with large repeat percentage. In 
store displays. Trade advertising support. Ad- 
vertising allowances. Many established accounts. 
Address: Box 905, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


SALESMAN—to call on bicyele dealers in 
Baltimore, Washington, Norfolk and Richmond 
areas. Exclusive distributor of Schwinn bicycles. 
Commission. Write fully about your background. 
Y-44, P. O. Box 2069, Philadelphia 3, Pa. 

“ESTABLISHED, PROGRESSIVE “MANU. 
FACTURER needs consistent, dependable sales 
assistance. Our line is growing—we want rep- 
resentatives who can grow with us.”’ Address: 
Box 914, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 














- CALL- 
Nationally 
combination 
unique de- 
Write 
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| that can’t be beat. 





| Co., Union City, N. J. 


and | 





| 8 out of 10 on first call. 


| Vernon Rd., 





Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer man now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Wil) 
also consider sideline man or manufacturers’ agent. 


Address Box 116, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











NEW YORK AREA PAINT SALESMEN 


Build yourself a real future. Join an ag sive, 
expanding local manufacturer seeking two Qualified 
paint men to take over established territories. A 
liberal draw and top commissions are yours from the 
start, if you are looking for sales-minded man 
ment, eye-opening prices and pace-setting quality 
= a full line of shelf goods and peresere white goods. 
Write today, we are in a hurry 
Address Box 634, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


BE YOUR OWN BOSS 
HERE IS AN OPPORTUNITY TO GO 
INTO BUSINESS FOR YOURSELF! 
EXCLUSIVE FRANCHISED TERRITORIES 


Open in Westchester, Putnam, Dutchess Coun- 
ties, N. Y.—Albany, Troy, Schenectady, New 
York Area — Southern Connecticut — Detroit — 
Western Ya. and Eastern West Virginia — 
Eastern Tennessee — Pittsburgh, Pa. Area — 
Columbus, Dayton and Toledo, Ohio—indian- 
apolis, Indiana. Approximate Investment—Walk- 
in Truck and $3,000.00. No experience neces- 
sary. We train you. For details write 


SHARON BOLT & SCREW CO., INC. 
Endicott St., Norwood, Mass. 


See us at the National Hardware Show— 
oe. 14-18, New York City. Booths 4688 and 

















REPRESENTATIVE WANTED 


Leading California manufacturer of a com- 
plete line of chrome bath accessories desires 
aggressive representation to building mate- 
rial distributors. Choice areas open. 


Address Box 86!, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 








REPRESENTATIVES 


CALLING ON HARDWARE JOBBERS 


Scientific, efficient Lawn Rake. Rightly priced—out- 
lasts all others, nothing like it. Other pat’d specialty 
Products. Attractive territories available—Exclusive 
State territories covered. 


JENKINS SPECIALTY PRODUCTS 
161 E. Grand Ave., Chicago, Ill. 














SALESMAN WANTED 


Old Line Manufacturers’ Agent has opening in 
Virginia, West Virginia, Kentucky for experi- 
enced man to contact wholesale hardware and 
industrial supply accounts. Territory producing 
good income from well established lines. 


Address Box 819, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















WE MANUFACTURE FORGED COLD 
CHISELS, star drills, bull points, etc. and offer 
sledges, crowbars and other dealer items at prices 
We need dealer reps for Con- 
necticut, New Jersey and New York City. Ad- 
dress: Box 867, care of Harpware Acer, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


SALESMEN WANTED 
facturer of Plastic Pipe, non-toxic, 
polyethylene, %” to 2” diameters. High quality, 
competitive prices, and good delivery. All types 
of users may be solicited. Address all inquiries 
to CHIPS MFG. & DIST. CO., 708 Fox Bidg., 
16th & Market Sts., Philadelphia 3, Pa. 








to represent Manu- 
100% pure 


Accounts Wanted 








ATTENTION 
MANUFACTURERS 


To obtain complete coverage and increase 
your business in Metropolitan N. Y. & N. J 
wire or phone collect. N. Y.—COrtiand 7-9909, 
N. J.—Bigelow 3-2577. Our sales force sells to 
SYNDICATES, DRUG & AUTO CHAINS—HARD- 
WARE, HOUSEWARE & RACK Wholesalers— 
GARDEN SUPPLY, PARTY & CLUB PLANS and 
other volume bwyers. Best references and 
proven results submitted. Warehouse facil- 
ities on premises. 


W. H. ALLEN ASSOCIATES 
562 Clinton Ave., Newark 8, New Jersey 








MANUFACTURER’S REPRESENTATIVE 
WANTED SPECIALIZING in portable electric 
drill accessories, tools, hardware selling jobbers, 
Chains etc., must be sales producers. Several 
exclusive territories open. rite, lines carried, 
men travelling, area covered or visit Booth 2566, 
National Hardware Show. Durabilt Metal Prods. 








COMMISSIONED SALES REPRESENTA- 
TIVES needed for some choice protected terri- 
tories. We manufacture quality residential and 
commercial locksets, selling to lumber, building 
material and hardware trade. Address: Box 802, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Penna. 


STAINLESS FLATWARE SALES REP- 
RESENTATIVES WANTED, for (1) NORTH- 
ERN CALIFORNIA Territory—North of Bakers- 
field (2) WASHINGTON-OREGON Territory 
by old, established nationally known brand name 
stainless flatware manufacturer who is re-arrang- 
ing these territories. No missionary work neces- 
sary because line well known in these 100% 
protected territories. Liberal Commission basis. 
Address: Box 900, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
Address: Box 115, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 











| delphia 39, Pa. 





GERMAN TOOL MANUFACTURER 


| WANTS SALESMEN, jobbers, dealers, exclusive 


Manufac- 
W upper- 
4322 Mt. 


territory—-Save money, import direct. 
turer—Karl H. Wehn-Burg A. D. 
Germany—Tomart Co., Res. Agent 
Cedar Rapids, Iowa. 





ADDITIONAL ITEMS WANTED 


If you manufacture an item which can be sold through 
House Furnishing Division of Hardware Jobbers, and 
wish to join forces with a Company which has national 
distribution, give us complete story of item or items 
with present distribution volume. 
Address Box 910, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 




















WANTED ADDITIONAL LINES EXPERI- 
ENCED MANUFACTURERS REPRESENTA- 
TIVES calling on Wholesale Hardware, Building 
Material, Distributors and Architects in Metro- 
politan New York, New Jersey and Pennsylvania. 
4 years experience. Excellent reputation in the 
trade selling national lines. Available for im- 
mediate interview and also at National Builders 
Hardware Show, Chicago, Illinois, September 22- 
25. Address: Box 823, care of Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

MANUFACTURERS REPRESENTATIVE 
CALLING PRIMARILY on wholesale hardware 
trade is seeking additional major line for the 
states of Illinois and Indiana. No sidelines 
please. Presently handling three established lines. 
Guarantee diligent, intelligent coverage. Can fur- 
nish excellent factory and trade _ references. 
Prompt answer with full information to your in- 
quiry. Address: Box 908, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


AGGRESSIVE MANUFACTURER’S REP 
RESENTATIVE—traveling Arizona, California 
and Nevada, calling on hardware, houseware, 
sporting good jobbers and chains. Ten years ex- 
perience, seeking additional line. Excellent reputa- 
tion in the trade. Young and willing to travel 
Address: Box 906, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 
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ee Accounts Wanted 








NATIONAL DISTRIBUTION AVAILABLE 
FOR MANUFACTURERS OF 


Housewares — Hardware — Toys — Electric Appli- 
ances — Lawn & Garden Merchandise. 

Offices located in 12 key sales locations across 
the country. Experienced in the preparation of 
sales aids, catalog pages, etc. 

Established contacts with hardware and housewares 
jobbers plus major retail outlets and chains. 
Services offered on a straight commission basis. 

If interested submit catalog pages, price lists. Ap- 
pointment can be arranged at your convenience. We 
will attend the National Hardware Show in New 
York City, October 14-18. 


Address Box 903, care of HARDWARE AGE 
Chestnut & S6th Sts., Philadelphia 39, Pa. 





a a 


LINE WANTED 


We are interested in contacting a serious minded, 
aggressive manufacturer who is interested in repre- 
sentation with the same qualities. 3 men actively 
covering Eastern Pennsylvania, Southern New Jersey, 
Delaware, Maryland, Washington, D. C.. and Virginia. 


NASE AND WOLF 
300 Levering Mill Road, Bala Cynwyd, Penna. 
Phone: Mohawk 4-9798 

















REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you ean bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 




















Help Wanted 








SALES MANAGER 
PORTABLE BAR-B-CUE GRILLS 


AAA-1 manufacturer located in Southeast, distribut- 
ing nationally, has opening for experienced Sales Man- 
ager selling through housewares divisions, jobbers, 
and department stores. Good references and contacts 
in this field essential. Age 28 to 35, considerable 
travel, must be energetic—producer. 
Send complete resume. 
Address Box 868, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















HARDWARE SALESMAN-WHOLESALE 
HARDWARE COMPANY desires personable 
salesman with a following in the Metropolitan 
Philadelphia area. A guaranteed salary and liberal 
commission for the right qualifications. State full 
particulars. Address: Box 902, care of HARDWARE 


Ace, Chestnut .& 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS AGENT 


Metropolitan New York, 30 years’ experi- 
ence. Hardware & Plumbing forming New 
Company. Have 7000 sq. ft. warehouse. 


Addrss Box 913, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











ONE ADDITIONAL LINE 


Hardworking, successful manufacturer's representative 
with proven sales record and excellent contacts in Md., 
Wash., D. C. and Va., desires a good hardware or 
houseware line. Concentrated personal ceverage. Fac- 
tories presently represented are aware of this ad. 
Attending Naticnal Hardware Show, New York. 
Resume furnished on request. 


Address Box 858, care of HARDWARE AGE 
Chestnut & 56th Streets, Philadelphia 39, Pa. 














SUCCESSFUL MANUFACTURER EX- 
PORTER of kerosene and gasoline appliances, 
seeks additional lines to export through own 
branches and resident salesmen. We assume re- 
sponsibility export details, financing, etc. You 
handle as domestic account. *. Appliances 
Ltd., 110 Newman Street So., Hackensack, New 
Jersey. 


WEST COAST SALES ORGANIZATION 
newly reorganized looking for potentially volume 
sales items in the hardware, mill supply or garden 
supply fields. Established for past 12 years and 
covering states of California, Oregon and Wash- 
ington. Warehouse facilities available. Address: 
Walter Industries, Inc., 725 Second Street, San 
Francisco, Calif. 


MANUFACTURERS REPRESENTATIVES 
CALLING on Distributors of Hardware, Mill 
Supply and Large Industrial Plants. Desires one 
solid established line, or a good line with a poten- 
tial. Now covering Eastern Pennsylvania; South 
Jersey; and Greater Delaware Valley. Exper- 
ienced setting up distributors, and working with 
distributor salesman for promotional activities. 
Address: Box 911, care of Haspware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


ESTABLISHED MANUFACTURERS’ REP- 
RESENTATIVE OPEN FOR additional hard- 
ware, tool or garden line for Metropolitan New 
York and New Jersey. Concentrated persistent 
coverage of Hardware, tool and garden whole- 
salers, catalog house, chains, dept. stores. Ex- 
cellent reputation in trade. Address: Box 912, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa, 























Business Opportunities 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising, 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 














INTRODUCTORY OFFER 
FREE — LATEST COMPLETE CATALOG — FREE 
GET ACQUAINTED SPECIAL LOW PRICES ON 
FULL LINE PLBG., HTG., HDWE. SPECIALTIES 


SEABOARD PLUMBING SPECIALTY CORP. 
1007 ATLANTIC AVE. Dept. HA—Bklyn, WN. Y. 
Salesmen Wanted - All Territories 














HARDWARE STORE NEAR SARATOGA, 
NEW YORK. Large two story building. Also 
handles coal and feed. Has rail siding. Popula- 
tion 2200. $16,000 buys stock and buildings. Own- 
er ill health. Address: Box 851, care of Harp- 
ware Ace, Chestnut & 56th Sts., Philadelphia 39, 


Pa. 





HARDWARE—Modern store, completely equip 
ped, electrical appliances, housewares, plumbing 
supplies, gift department, paints, electrical con- 
tracting; Building has two beautiful apartments; 
garage and warehouse building; Main street loca- 
tion; 40 miles south of Albany, New York. Price 
$70,000 including property. Wonderful opportu- 
nity for right person. Address: Box 850, care of 
HARDWARE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa, 





OLD ESTABLISHED HARDWARE, 
HOUSEWARES, SMALL Appliance Store. Over 
50 years in Knoxville. Present suburban location 


10 years. Best location in Knoxville and East 
Tennessee. Owner retiring. Exceptionally clean 
inventory at cost. Fixtures reasonable. Very 


favorable lease. Outstanding opportunity. Prin. 
cipals only, write to LOWE HARDWARE CoO., 
4427 Kingston Pike, Knoxville, Tenn. 





SPECIAL TRIAL ASSORTMENT! One-half 
dozen of each of our 50 most popular brass key 
blanks—$15.00. HAZELTON CHAIN CO., 81 
Kemble St., Roxbury 19, Mass. 





OH I O-MICHIGAN-INDIANA-KENTUCKY 
CAPABLE, AGGRESSIVE, SALES REPRE- 
SENTATIVES, AVAILABLE, to a reputable 
manufacturer of a hardware or houseware line. 
We are firmly established with three leading lines 
and favorably known to the trade. Address: Box 
916, care of HARDWARE AGE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





FOR SALE HARDWARE STORE IN WEST 
CENTRAL MINNESOTA town of 13,000. Long 
established and doing good business in fast grow- 
ing area. Situated on federal highways with 
hundreds of lakes within twenty-five miles. Terms 
can be arranged and have long lease. Apartment 
above store. Write Roy L. Knudtson, 105 East 
Washington, Fergus Falls, Minnesota. 
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FOR SALE 


Hardware Store located on main street, the heart 
of the business district in a prosperous and growing 
city, Rawlins, Wyoming . . . A division point on 
the Union Pacific Railroad; Service center for sheep, 
cattle ranches, as well as a large refinery; mining 
hunting, and fishing. 

The store building with good frontage and depth may 
be purchased or leased. This store in one location 
for more than 70 years, has always operated profit- 
ably. Intelligent management leaves the inventory 
clean and up to date without obsolescence. Present 
inventory is approximately $25,000.00, and the 
gross annual sales about $42,000.00. 

Only because of the death of the owner this year, 
and to now close the Estate is it offered for sale. 
Terms and conditions are subject to some flexibility 
to a responsible buyer. 


For complete details write: 
EPH U. JOHNSON 
Attorney at Law ; 
Rawlins, Wyoming 








Cash Buyer of Surplus Hardware 
Cylinders, Front Door Sets, Night Latches, 
Mortise Cylinders, Key Blanks, Padlocks, Etc. 


LARRAY TRADING CO. 
77 Market Street New York 2, N. Y. 








$299,477.00 GROSS $50,000.00 NET 


Mostly retail — some wholesale — Hardware — Toys 
—Paints—Garden supplies—Virginia location—nea 
Washington, D. C. All cash sales—Reasonable rent— 
No percentage Lease—Tremendous established follow- 
ing—Asking price $175,000. Huge potential in credit 
retail and wholesale. Reply held in strictest conf- 
dence—give cash available. 

Address Box 864, care of HARDWARE AGE 

Chestnut & 56th Streets, Philadelphia 39, Pa. 

















——- 


BRONX, N. Y. C. HARDWARE AND 
PAINT STORE. Clean well balanced stock old 
established. Well located in market area. Large 
basement good lease—reasonable rental. Sales 
$25,000-$35,000. Full price $9,500. May help 
finance—First come proposition. Address: Box 
907, care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





HARDWARE STORE in Long Beach, Cali- 
fornia established in fine community. Clean stock 
of hardware, plumbing, paints, electrical, etc. 5 
year lease available at $135.00 per month. Ap- 


proximately $15,000 inventory plus $3,500 for fix- 


tures. Retiring. Address: Box 801, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





Positions Wanted 





SALESMEN, CURRENTLY EMPLOYED, 
desires territory limited to Middle Atlantic States. 
Experienced in all phases of selling through Hard- 
ware and Specialty distributors. Strong back- 
ground in builders hardware and related items. 
Excellent trade and character references. Com- 
plete resume on request. Address: Box 856, care 
of HarpwareE AGeg, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 








EXPERIENCED SALESMAN IN HARD- 
WARE and related items to represent manufac- 
turer selling wholesale hardware trade in the 
South or Southwest. Would consider connection 
with manufacturers representative. Currently em- 
ployed. Experience and references furnished on 
request. Address: Box 853, care of Harpwa' 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 





WHOLESALE SALESMAN DESIRES CON- 
NECTION WITH MANUFACTURER ealling 
on distributors and retailers in the Ohio ard sur- 
rounding area. Eleven years experience calling on 
retail hardware, sporting goods, lumber and ap- 
pliance dealers. Management experience in retai! 
and wholesale operations. Address: Box 904, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 



























































delphia 39, Pa. 
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NATIONALLY 
ADVERTISED 


DeUls 


PRONOUNCED 
“DUKE” 


herd or 


brittle, always 
proof. 


Attractively packaged. 


AMERICA'S FASTEST 
SELLER BECAUSE 
IT'S SUPERIOR 


Outlasts all "Caulk" Compounds =é 
Proven through the years .. PERMANENT 


FOR SEALING TUBS, TILE, 
SINKS, WOOD, ETC. 


Blends, easy to use, never becomes 


woater- 


Inquirers Invited @ FREE SAMPLE 
DE WITT PRODUCTS CO. 


5860 PLUMER ST. .- 


DETROIT 9, MICH. 








AMERICA'S FASTEST SELLING 


Eacee 


—are ee a eee! 


FINEST QUALITY © ATTRACTIVELY PACKAGED 
COMPLETELY UNDERWRITERS’ LISTED 
WITH U.L. DONUT LABEL 


Here is a line of extension cords to satisfy the most 
The Eagle No. 785 cord set is 
lengths. 
individually boxed, also 
BULK PACKED WITH ATTRACTIVE LABEL SHOWING 
FOOTAGE IN LARGE LETTERS, WITH SPACE TO 


demanding dealer. 
available in 6 9, 12, 


chandised on 


BAKELITE TRIPLE EXTENSION 


With Plastic Cord 


15 and 20 ft. 
display racks, 


INSERT PRICE. 


On Your Next Extension Cord Order Specify EAGLE 
GET THE BEST—YET PAY NO MORE 


EAGLE ELECTRIC MFG. CO., Inc. Long Island City 1, N Y. 


Mer- 














HYPONX 


a 7 


FOOD 


FAST SELLING, NATIONALLY ADVERTISED 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 

——. Produces vigorous, beautiful growth in all plants quickly. Pays 

ler 3344%, profit. Attractively packaged for display. Does not deter- 

iorate, is clean, odorless and SAFE. Dissolves instantly in water for use 
‘l-oz. makes 6 gallons liquid plant food. 


Retails 


Your Cost 


sae 


sae 


PON 


<< a! oF Sttume op 
xo 


F Guaranteed by 


Good Housekeeping 


Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 
lf your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., 


Inc., 


ras AdveaTist® _ 


Copley, Ohio, U.S.A. 





2 Fast-Selling ~— 
0 





Guarantee 


Double Ball-Bearing Wheels 

Exclusive hard tempered wheels 

give amazing performance. 

’ to the Shoe” comfort 

and lance bring extra sales. 

os other models to choose 
m. 


= 


NEW “SILENT 8" 


Large diameter wheels with 
long-lasting rubber tires. 


y, anes. 
vache 








in 3-Color Self-Selling Packages—SEE YOUR JOBBER 
HUSTLER CORPORATION — Sterling, Illinois 
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Quick Mfg., Inc. . 30-31 | 
| 
| 

7 
Raybestos-Manhatten, Inc. | 

Asbestos Textile Div. 3 155 | 
Reardon Co., The ..... . 178 | 
Red Jacket Mfg. Co. . 182 
Reynolds Metals Co. 

Pigment Div. ........ 42 | 
Ridge Tool Cc., The 68 | 


Rubberset Co. 


v 
Vichek Tool Co. 98 
Ww 
Weller Electric Corp. .......... 52 
Westinghouse Electric Corp. 

Lamp Div. ry eS 170-17! 
Wickwire Brothers, Inc. . 8 
Williams & Co., J. H. . . 31 
Witt Cornice Co. ...... a 
Wood Shovel & Tool Co. 39 

Y 
Yale & Towne Mfg. Co. . 101 
Z 
.. 120-121 | ZUD Distributors, Inc. . 91 
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EXTRA PROFITS...NEW CUSTOMERS 





More Store Traffic — Repeat Sales 


with guaranteed 


KITTY LITTER 


THE RELIABLE, ORIGINAL 
SANITARY LITTER FOR CATS 


¢ Takes place of sand and 
sawdust 


¢ Lasts longer 
e Absorbs offensive odors 
¢ Dries quickly 





In 5, 10, 25 
and 50 Ib. bags. 


28 million cats in U.S. 
present a vast, profitable 
market for cat supplies. LOWE products 
for cats are in popular demand everywhere 
... offer a long profit margin to dealers. 


LINE UP WITH LOWE’S 


Complete line includes disposable 
trays, catnip toys, scratching posts, 
shampoo, flea powder and many other 
nationally advertised pet items. 








PET PRODUCTS 


SEND FOR LITERATURE AND PRICES 
Write, Wire or Phone NOW 
DISTRIBUTING CENTERS THROUGHOUT U.S. 








LOWE'S, INC., Dept. 953, Cassopolis, Mich. 
HIGH PROFIT! 


ZU D iris: 


REMOVES RUST ans STAINS 


from bathtubs -«sinks+ bottoms of copper 


== 
7, <A 
x VONK L 
pots «tile floors « metais * auto bumpers £35 


one RTE it. my Lei el a gee that's why top chains) Z 
Nationally advertised in consumer publications (display ZUD prominently}. 
with 120 million circulation covering 51,261 cities, towns, villages. . plus 















\ 














FREE SAMPLE CAMPAIGN 
to consumers throughout the nation — a tremendous dealer help! 


Life True Story Capper’s Weekly 

This Week American Weekly Weekly Farmer RUST 
Good Housekeeping Everywoman’s Ladies’ Home Jri. 

Family Cirele Chr. Se. Monitor MecCail’s STAINS 
Parade Grit Better Homes & Gdae. 

Household Sunset Western Family 

Farm Journal Parents’ Woman’s Day 

Sat. Eve. Pest Family Weekly American Home 


OVER 1,500 DAILY AND WEEKLY NEWSPAPERS 


_ : , rate are 
~ , rs i os ie Pe r min ‘ 
‘ \ . u 
















Available in 4 models: 

New! No. 525 (Standard Link) only $6.95 
No. 550 with Aqua-Dial ....only 8.95 
No. 700 with Aqua-Dial ....only 10.95 
No. 1000 (shown) with Aqua-dial 13.95 


ADvERTISERD in 


© GUARANTEED 
wy @ MADE IN U.S.A. 





MELNOR inDUSTRIES, INC., 300 De Witt Avenue, Brooklyn 36, N. Y. 


191 





\UMARSHALLTOWN 
~~ 


MARSHALLTOWN TROWEL COMPANY «¢ MARSHALLTOWN, IOWA 





DEALERS SELL 


FAMOUS BRAND 


i. TANDROTINE 


NON IRRITATING y =a ‘a ¥ PAINT THINNER 


PLEASANT ODOR 
HIGH FLASH POINT GALS.. OTS., PTS., HALF PTS. 
LONG LEVELING (NO BRUSH MARKS) 


LONG WET EDGE (NO BRUSH MARKS) rye & pe ) 
TURPENTINE & ROSIN FACTORS, INC. 
SAVANNAH, GEORGIA 


Dealers realize greater profits through faster turnover and higher markup. Stock TANDROTINE — today ! 


ee eR Diggs Level! & | 
| ae You Make News 


Survives Accidental Falls ' 








What you do is news to thousands of other hard- 
ware dealers who read HARDWARE AGE. They’re 


tt. Cit ank Eee ae ee interested in knowing of your plans to remodel, 


ae Bee Re LR ~ e - =m of new partners, stores sold or bought, anniver- 


And Empire National Advertising brings customers to ' Cay) : 
yeur store. Stock and display Empire Crystal A Po saries, etc. 


Vision Levels. es OG Write us a short note about any of your activi- 


Perigo  “(-V— = al || ties you feel would be of interest to others who 
aa i < A )\ AA A 3 3 | read the News of the Trade regularly in HA. 


Don’t worry about style. Just give us the facts 
briefly; we'll do the rest. Address your note to 


| the Editor, HARDWARE AGE, 56th & Chestnut Sts., 
ACT TODAY! Send for Literature and Discounts | Phila. 39, Pa. 


EMO IRE LEVEL MFG. CO. "T0926 W. Potter Road, Milwaukee, Wis. | 


PAPER AND PLASTIC DROPCLOTHS | am“ 
Retail price (PAPER) 59¢ and Up —#B es a we 
maY-CREPE) Retail price (PLASTIC) 89c and Up B . 4 _ , Ee | 


(PRONOUNCED 


Interested HARDWARE DISTRIBUTORS contact . DOO Mas Ma- Crepe (i, na itieaned an ; Re: 
REMCO ... Bakelite Furniture Rests and Caster Cups 


Cushion Rest | REMCO SIZES 
Drive on type <«4— Furniture Rests 2” 
Sizes: 2”, 234” - made — 2 

ogany color e- ” 

lite plastic. Live 234 

rubber inserts help 

absorb vibration. 

Needle point nails 

go easily into wood- 

en chair legs. Pin- 

tle types equipped 

with 3%” universal 

neck sockets. 


REMCO 
Caster Cups> Makers of World Famous 


are of large diameter, shatterproof, ma- 


hogany in color. They help save ecar- DOMES of SILENCE 


pets, rugs, floors from being depressed 
by heavy casters, etc. 


ROBERT E. MILLER & CO.. INC.. 35 Pearl St.. New York 4, N. Y. 























PINTLE TYPE—Sizes 1'/-”, 2” 
Ask your jobber or write— 
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It costs no more to get 


all of these LU AF TUL extras 


Iw 


¢ STRONGER—higher tensile strength, no sand e 
holes. . 


® TAPER TAPPED—ail pipe threads tapered to 
ensure leak-proof joints in every installation. 


® PRC: FECTED—galvanized fittings zinc plated 


after fabrication for maximum protection of all 
surfaces, including threads. 


© CARTONED-—for extra convenience in handling, 
eliminates damage and inventory loss. 


®* ALL CAPITOL FITTINGS MEET FEDERAL 
SPECIFICATIONS 





2502 UNIONS 





y SQUARE HEAD PLUGS .——~ HEX BUSHINGS j otras: Sane 








Your Capitol {e== SS 
wholesaler | | 
Ga 


also stocks... 
WELL SUPPLIES CAPadapters 


REDUCING INSULATING 
and Forged Steel High Pressure Fittings COUPLINGS UNIONS 


“APITOL 


COUPLINGS NIPPLES 








PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS 











i 3 












































KEROSENE RANGES 


...Un beautiful pastel 


Rose or Canary Yellow Here are new decorator-style ranges in 


two modern pastel shades to add exciting 
color and sales appeal to your line of 
BOSS appliances. 


Color Porcelain models will appeal to the 
housewife whose kitchen may lack in- 
teresting color, and who wants to develop 
a soft dominant tone throughout. Color- 
top models offer a light touch of color... 
can be sold to balance or blend with 
present decorative arrangement. 


Color Porcelain ranges are available with 
Top-Speed long chimney wick type or 
Blu-Hot adjustable burners. 





Be Sure of Sales . . . Positive of Profits, 
with BOSS, the leader in modern kerosene 
ranges, stoves, ovens and heaters. Write 
for new colorful literature and prices. 








FAMOUS BOSS 
KEROSENE BURNERS ‘3 


¥ 


a 
| 
i 


a 
Glass-in-door, cool handles, sturdy con- 


struction, to fit over 1 or 2 burners. PRIZE BLU-HOT TOP SPEEC 


THE HUENEFELD CO. CINCINNATI 25, OHIO, U.S.A. 


Cables: ‘‘Huenefeld, Cincinnati” 





